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ar Makers Hope 
0 Top 56 Pace 
dnd Month in Row 


_ Above a Year Ago; 
> Truck Output Off 19% 


By Martin L. Whitmyer 
Staff Writer 





# semblies during February, U, S. 
> manufacturers last week pro- 
d an estimated 144,091 cars. 
This represented a gain of 26 
t over the previous week's 
ction of 140,411 units, The to- 
gl Was 5.7 percent higher than the 
week a year ago, when the 
rs assembled 136,308 cars. 
Last week’s output was 116.7 
ercent of Automotive News’ 
year index, compared with 
113.8 percent compiled the 
week. 
As of last Saturday, year-to-date 
ear production stood at 814,013 
its, or 2.6 percent below the same 
od a year ago, when the man- 


‘uf turers had turned out 836,017 


nits. 
7 7 > 
UCK production, with some 
117,595 units completed during 
the first six weeks of this year, was 
funning 19.7 percent behind the 


Bame period a year ago, when the 


Makers had built 146,405 trucks. 
If the February car output goal 
is attained, it will mark the sec- 
@nd consecutive month in 1957 
that car assemblies have sur- 
Passed corresponding months of 
1956. February has 24 work days, 
Compared with 26 in January. 
January's output of 642,090 cars 
Was 4.9 percent above the same 
Month a year ago, when the manu- 
facturers turned out 612,078 units 
@nd only 2.6 percent under January, 
1955, when they assembled a record- 
breaking 659,508 units. 
+ - . 
FEBRUARY’S goal of 570,000 
cars is met, it will mark a 2.6 
percent improvement over the same 
Month a year ago, when the manu- 
facturers assembled 555,596 cars. 
Highlight of last week’s opera- 
fions was the production of the 
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Top Cars 


New-car registrations for 11 
ene, plus 24 states for Decem- 


Make 1955 Pos. 
Chev. 1,520,265— 1 
Ford 1,467,085— 2 
Buick 695,103— 3 
Plym. 611,146— 4 


1—1,471,136 
- 2-1.274'536 
3 


4— 452,340 
5— 412,513 
._ 


7— 259,514 
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Passenger-Car Dealers in U. S. 
1957 vs. 1956 and 1941 
(Estimated by Automotive News!) 


AMERICAN MOTORS 


Total U. S, Dealerships 


1957 


2,124 


63,416 
22,398 


41,018 


Revised. 
+ Includes 1,585 Willys-Overiand and 550 Crosley franchises. 


Dealer Profits Rebound 


To Highest in 


By Robert M. Lienert 
Associate Editor 

EW-CAR sales in January were 

almost exactly on par for the 

course, according to preliminary re- 
ports from the field. 

That is, registrations for the 
month clung closely to the pace 
of the last two years, which saw 
431,48 new cars in 
January, 1956, and 440,024 in 


Referee Upholds 
GM in ‘Genuine 
Parts’ Dispute 


By William Ullman 

Washington Correspondent 
ASHINGTON. — If the decision 
of an FTC examiner in the 
Chevrolet parts case is allowed to 
stand, it will have important impli- 
cations for other manufacturers. 
The announcement came last 
week, FTC Hearing Examiner 
James A. Purcell ruled that 
General Motors Corp. has a fund- 
amental right to protect the good- 
will and esteem the public has 
for its products by using the 
phrase “Genuine Chevrolet 

Parts.” 

Pureell’s action, however, is an 
initial ruling subject to final action 
by the commission. 

The decision wasn’t made in a 
hurry. It was 14 months ago that 
the Federal Trade Commission 
issued its sweeping complaint 
against GM. 

Among other things, FTC 
charged that when GM advertised 
its own parts as “genuine,” it was 
implying that other Chevrolet re- 
placement parts were “counterfeit.” 

* oa + 


UURCELL said he could find no 

evidence to show that GM was 
implying any such thing, But he 
did point out that even FTC attor- 
neys admitted some manufacturers 
are selling replacement parts that 
are inferior in design, materials 
or workmanship. 

FTC also had charged that GM 


ads represented that its replace- 
(Continued on Page 4, Col. 1) 





3 Years 


January, 1955. Because of many 
delays in delivery, registration 
totals fell below factory sales 
figures. 

Of even more significance to 
dealers, however, is the fact that 
dollar sales and profits have shown 
a healthy increase this year over 
the past two years. 


ass has been less discounting 
thus far in 1957 than in the im- 
mediate past, and dealers have 
found that the market in profitable 
options has steadily grown. 
The effect of options on profit 

statements has been 

this year, because buying empha- 
sis has apparently shifted away 
from medium and high-priced 
fields, where such options tend to 

(Continued on Page 4, Col. 1) 


Entered as Second Class 
at the Postoffice, Detroit, MICH: 


By John K. Teahen jr. 
Staff Writer 
eee dealerships and 
the number of franchises out- 
standing dipped slightly during 
1956, according to Automotive News’ 
annual dealer census. 

The survey disclosed that on 
Jan. 1, 1957, there were 39,643 
dealerships in the U. S., and the 
owners of these firms held 60,- 
526 franchises for the 19 makes 
produced by domestic manufac- 
turers. 

A year earlier, 41,018 dealers held 
63,416 franchises, Thus, the dealer 
total slipped 3.35 percent, and the 
franchised figure dropped 4.55 per- 
cent. 

= = > 
|"YHE deciine in the number of 
dealer establishments was the 
fifth in the last six years, During 
this period, the total rose only in 
1956. 

It also marked the first time 
in the postwar era that the 
dealership total has slipped below 
| 40,000, 

Recent-year totals have been 40,- 
374 in '55; 41,910 in 54; 45,191 in '53; 
46,014 in ’52; 47,543 in ’51; 46,821 in 
50; 49,173 in '49; 46,092 in ‘48 and 
45,580 in °47. The 1941 dealership 
total was 45,299. 

An 
dealerships — and this figure is of 
greater importance than the num- 
ber of franchises — seems to be 





Price, Wage Controls 
Threatened by Ike 


WASHINGTON, President 
Eisenhower warned last week 
that the Government will have to 
move in with “controls of some 
kind” if business and labor refuse 
to hold the wage-price line 
against inflation. 


The President could decree 


such controls in a war emergency. 
In peacetime, he would have to go 
to Congress to get curbs enacted. 


increase in the number of | 
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Dealer Total Dips 
To 39,643; Climb 
Slated During °57 


in the cards for 1957. The chief 
reason, of course, is Ford Motor 
Co.’s new Edsel division. 

Edsel expects to have 1,200 to 
1,400 dealers in the foid by in- 
troduction time next fall, and the 
division’s eventual goal is 2,500 
to 3,000 locations, 

While many of them will be 
dualled with existing company out- . 
lets, the new line appears certain 
to swell the number of the nation’s 
dealership establishments, 

American Motors is seen as 
another source of increase. The 
company’s total dropped consider- 
ably last year, and AMC hopes to 
add 800 dealers to its ranks during 
1957. 
. * = 

|. grat reasons may be advanced 

for the decreases in dealerships 
and franchises last year. Scanty 
profits, certainly, were an impor- 
tant factor, but company “mora- 
toriums,” trends in dualling and re- 
alignments under new franchises 
also must be considered. 

Ford Motor Co. was the only 
manufacturer to show an increase 


mentioned, it can look for a 
further rise in 1957 as the Edsel 
organization takes shape. 

Studebaker-Packard recorded the 
lone gain in the number of fran- 
chises outstanding despite a drop 
in the total number of dealerships. 
Extensive dualling of the company’s 
two lines under a new franchise 
brought about the increase. 

> > > 
ORD MOTOR climbed to a total 
of 8,990 dealerships from a 

revised figure of 8,948 a year earlier. 
An increase in the number of Mer- 
cury exclusives was largely respon- 
sible for the rise. 

The corporation had an esti- 
mated 12,061 selling agreements 
in effect as the year opened, com- 
pared with 12,157 a year earlier. 
The drop was due to a decline in 

(Continued on Page 45, Col. 1) 


~ Sales Catch F. ire, Factories Say 


DETROIT.—January was a ban- | while Lincoln called it the best Jan- 


ner month for new-car sales, 
according to factory compilations 
based on 10-day reports from the 
field. 

Both Ford and Cadillac said 
sales during the month were the 
highest achieved in any January 
in their history. 

Rambler said the month was the 
best since its introduction in 1950, 


uary in eight years. 

DeSoto said its sales for the 
month were topped only by Jan- 
uary, 1950. 

In comparing the month with 
January, 1956, Chrysler claimed a 
16.5 percent gain; Plymouth, a 148 
percent increase, and Mercury said 
sales had improved 14 percent. 
Sales for Nash and Hudson dealers 


Inside Automotive News ... 
ATAM finds bootlegging on wane everywhere but 


Texas, Page 2. 


Bob Finlay’s sidelights on NADA convention, 


Page 34. 


Rebuff to small business? Bill Ullman reports, 


Page 18. 


Loads of Dealer Ad Ideas, Page 30. 


New-car and truck 


registrations 
Detroit auction, Page 4; other 


Vehicle production 


and new-car prices, Page 38. 
auctions, Page. 35. 
by makes, Page 46. 


were reported 10 percent ahead of 
December. 

Buick said sales spurted as the 
month closed, with the final 10 days 
up 25 percent over ‘the preceding 
10-day period. 

+ = + 


Rambler 


Record January Rambler sales 
have been announced by Roy Aber- 
nethy, vice-president, automotive 
distribution and marketing, Ameri- 
can Motors Corp. 

January Rambler sales by Nash 
and Hudson dealers totalled 6,096 
units, the highest January total 
since Rambler was introduced in 
1950, he said. This was 14.5 percent 
ahead of sales in January, 1956, the 
previous high, and was 15.9 percent 
over the December, 1956, total, he 
said. 


. * a 


C. Lill 
A new high for January sales has 
been announced by James M. 
Roche, Cadillac general manager. 
The 15,223 retail deliveries in 
(Continued on Page 6, Col. 1) 
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ATAM Makes Coast-to-Coast Survey... 


Bootlegging Off Except in Texas 


SAN FRANCISCO. — Bootlegging, 
except in Texas, is fading away 
as a source of dealer agitation, it 
was indicated in a coast-to-coast 
report at the winter meeting of the 
Automotive Trade Assn. Managers 
here. 

Following the series of _ boot- 
legging reports presented by the 
managers of six different state 
associations, the group adopted a 
resolution condemning the actual 
factory franchising of a “super- 
market” dealer with a shade-tree 
location. 

Such franchising, the resolution 
said, “results in direct factory con- 
donement of new-car ‘bootlegging’ 

which increases the problem rather 
than helping to solve it.” 
* + * 


a regional reports on boot- 
legging were presented by Ed 
Parkinson, assistant manager of 
the Pennsylvania Automotive 


Ford’s Net for 56 
Is $236 Million 


Sales Second Highest 
At $4,647,000,000 


DEARBORN.—Net sales of Ford 
Motor Co. in 1956 were the second 
highest in the company’s history, 
while net income was third highest, 
Henry Ford Il, president, said last 
week. 

The sales total of $4,647,000,000 
was 16.9 percent below the record 
of $5,594,000,000 established in 1955. 

Net income in 1956 was $236,600,- 
000, or 45.9 percent less than the 
$437,000,000 recorded in 1955. The 
only other year to exceed 1956 in 
net income was 1950. 

Sales and earnings rose to their 
highest levels of the year in the 
final quarter, when they were the 
second highest for any fourth quar- 
ter. Net income was $91,400,000, 
compared with $124,800,000 for the 
fourth quarter of 1955.Fourth- 
quarter net sales were $1,413,700,- 
000, compared with $1,551,400,000 
for the fourth quarter of 1955. 

Commenting on the results for 
1956, Ford noted that unusual costs 
were incurred for facilities and 

uct line expansion programs. 

costs totalled approximately 

$80 million in 1956, compared with 

tly less than $50 million in 1955. 

ie company spent a record $530 

million for expansion, moderniza- 

tion and replacement of facilities 
(excluding special tools) in 1956. 

Factory sales of Ford, Mercury, 
Lincoln and Continental cars and 
Ford trucks amounted to 1,963,857 
units, 248 percent below the 1955 
level, Ford said. The company’s 
share of the total industry sales of 
Passenger cars in 1956 was 28.7 per- 
cent, slightly higher than its 1955 
share, he added. 

Total company assets Dec. 31, 
1956, were $2,792,600,000, up $207,- 
300.000 from year-end 1955. 

Net worth Dec. 31, 1956, was $1,- 
987,500,000, or $119,300,000 above 
year-end 1955. 

Detailed figures on 1956 opera- 
tions will be published in the an- 
nual report to stockholders, to be 
distributed about the middle of 
March. 





Assn.; George Benjamin, executive 
secretary of the Arkansas Automo- 
bile Dealers Assn.; James A. Gor- 
man, secretary-manager of the Mis- 
souri ‘Automobile Dealers Assn.; 
Tom J. Crooks, first vice-president 
of the Texas Automotive Dealers 
Assn.; Clive Bradford, manager of 
the Colorado Automobile Dealers 
Assn., and Howard J, Steib, general 
manager of the Oregon Automobile 
Dealers Assn. 

Their reports indicated a spotty 
situation on bootlegging, with only 
Crooks terming the situation “bad.” 
Bootleggers are still operating 
freely in Texas, he said. 

Parkinson said the evil had 
virtually disappeared in the East, 
while Benjamin reported bootleg- 
ging reduced by 70 percent in 
the South, as compared with last 


year. 

“Considerably lessened” bootleg- 
ging in the Rocky Mountain area 
and in the West was reported by 
Bradford and Steib. 

Gorman said that in the Mid- 
west, bootlegging followed supply 
and demand. If a dealer is loaded, 
Gorman said, he is prompted to 
unload; conversely, if he is short, 
he buys cars where he can get 
them. 

: * * 

N ITS anti-bootlegging resolu- 

tion, the ATAM noted that in 


October, 1956, a factory franchised | 


a dealer in the Southwest who sells 
new cars for which he is not fran- 
chised, and who operates with no 
showroom and with “little or no” 
service facilities, 

Terming the franchisement 
“factory condonement” of boot- 
legging, the resolution said the 
action is of “grave concern” to 
the ATAM and dealers they rep- 
resent because “it could be the 
first step in a breakdown of the 
traditional system of new-car 
distribution.” 

The resolution said that while 





the factory had promised to correct 
the situation, the dealer continues 
to handle several makes of new 
cars, 

The ATAM then resolved “that 
the above mentioned type of fac- 
tory franchising be condemned,” 
and that “a strong protest against 
franchising of this type be regis- 
tered with all automobile manu- 
facturers with the further request 
that any factory guilty of such 
practice be asked to cease and de- 
sist from further weakening the 
time-honored system of distribution 
and bend their efforts toward the 
abolition of bootlegging and the 
restoration of the automobile dis- 
tribution system to its rightful 
place of public esteem and trust.” 

* * + 


. group will hold its next 
meeting July 22-24 in Montreal 

At an NADA discussion session 
during the daylong meeting, 
ATAM members heard Cari Frib- 
ley, outgoing NADA president; 
Frederick J. Bell, executive vice- 
president of NADA; Walter Kip- 
linger, director of promotion; 
John E. Binns, director of man- 
agement services; Al Norman, 
president of NADA Young Execu- 
tives, and Rowland F. Kirks, 
legislative counsel. 

The afternoon panel discussion 
covered three topics: “Let’s Take a 
Good Look at Association Manager 
Contract Agreements,” by Clinton 
A. Steinhoff jr.. manager of the 
Arizona Automobile Dealers Assn.; 
“How We've Kept Our Dealers Sell- 
ing Insurance,” by Herman Schae- 
fer, executive secretary of the 
Automobile Dealers Assn. of In- 
diana, and “An Employer-Employe 
Retirement Savings Plan That Will 
Work,” by Elias J. Strong, 
secretary-manager of the Utah 
Automobile Dealers Assn. 


FRB Opposes Loosening... 
Auto Credit Declines 


WASHINGTON.—U. S. auto buy- 
ers repaid $13 million more on their 
cars than was borrowed for new- 
car sales during December, 1956, 
according to the Federal Reserve 
Board. 

Total installment credit, how- 
ever, rose $528 million during the 
month despite the auto drop and 
a $4 million slump in housing. 

Accounting for the rise was a $387 


; Chrysler’s 56 Earnings 
Drop to $19,952,969 


DETROIT. — Net earnings of 
Chrysler Corp. plummeted to $19,- 
952,969 in 1956 from $100,063,330 
in 1955, President L. L. Colbert 
reported last week. 

Net sales dropped to $2,676,334,- 
431 in 1956 from $3,466,222,350 in 
1955, he said. Colbert said finan- 
cial results were affected by 
lower demand in 1956 and by un- 
usually heavy expenses involved 
in design, engineering and pro- 
duction of the 1957 models. 


Business Barometer 


Auto Production — 164,611 cars, 
trucks in week vs. 160,824 year earlier. 

Business Failures — 320 in week 
vs. 273 year before. 

Department Store Sales — Up 
2 percent from year before. 

Freight Loadings — 665,745 cars 
in week, down 26,105 from year 
before. 

Gasoline Stocks — 193,248,000 
barrels, an increase of 1,875,000 bar- 
rels in week. 

Jobless Claims—304,500 in week 
vs. 277,100 year before. 

New-Car Registrations — 5,- 
581A33 (partial 1956 period) vs. 6,- 
709,396 for same period year earlier. 

New-Truck Registrations—856,- 
775 (partial 1956 period) vs. 903,463 
for some period year earlier. 


Oil Stocks — 254,190,000 barrels, 
a decline of 2,088,000 barrels in week. 

Steel Output — 96.6 percent of 
capacity estimated vs. 97.6 percent 
week earlier. 

Used-Car Prices — $981 average 
in February vs. $981 in January. 

Wholesale Prices — 116.9 per- 
cent of 1947-49 index vs. 117 percent 


week earlier. 
* * 8 


Common Stocks 
a - 1956-57 


High Low 
5% 5% 5% 
66% 60 
51% 
40% 
5% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


Average 


million boost in consumer goods 
credit buying as well as a rise of 
$158 million in personal loans. Both 
these items traditionally are higher 
during the Christmas season. 


A little later, William McC. Mar- | 
tin jr., chairman, Federal Reserve | 


Board, told a House-Senate commit- 
tee that he was opposed to any 
credit loosening at the present time. 

Such programs, he said, would 
intensify inflationary pressures 
and imperil price and monetary 
stability.” 

If such programs were to be put 


in effect for such classifications as} 


school and road construction. home 
building and small business, Martin 
said further credit restriction then 
should be put on other borrowers. 

He told the joint House-Senate 
Economic Committee that he was 
“not convinced” that small business 
was being denied a fair share of 
the credit pool in competition with 
big business. 

Martin defended the board’s credit 
restraints and said that if any er- 
rors had been made it was on the 
side of easier money. 

“If I had the whole period to 
do over again,” he said, “I would 
have gotten a little more restric- 
eae 
Martin rejected the idea of a 
broad system of across-the-board 
administration rationing of all 
types of credit as a “force for in- 
flation” and ineffective under peace- 
time conditions. 

The committee is headed by Rep. 
Wright Patman, Texas Democrat, 
an outspoken critic of Reserve 
Board policies. 

In the board’s credit report, the 
$13 million drop in auto credit dur- 
ing the month of December was 
compared to a $142 million rise in 
auto paper during December, 1955. 

For the total year of 1956, auto 
installment credit rose $968 mil- 
lion for a total outstanding at 
Dec, 31, 1956, of $14.4 billion. 
Martin, during his appearance be- 
fore the congressional committee, 
said that the Reserve Board’s year- 
long study of consumer credit is ex- 
pected to be ready about March 15. 





At NADA Convention 


NADA's New Officers— 


Here are the new officers of NADA, elected at the group's annual convention in 
San Francisco: From left are Walter B. Cooper (Chevrolet), Fort Collins, Colo., secre. 
tary; Frederick J. Bell, executive vice-president; Frederick M. Sutter (Dodge-Plymouth), 
Columbus, Ind., president; Dean Chaffin (Chevrolet-Buick), Bozeman, Mont., first vice- 
president, and A. Leftwich Sinclair jr. (Ford), Washington, treasurer. 


At The NADA Grand Bali— 


Dealers and their wives dance to the music of Ray Anthony's Band at the NADA 
Grand Ball in the Sheraton Palace Hotel, San Francisco. The band was sponsored at 


this year’s NADA convention by Plymouth. 





Edsel Dealer Signup Near; 
Four Series Are Planned 


By Pete Wemhoff | 


Editor, Automotive News 


H 2,244 applications on file, | 
Edsel division will start sign- 
ing up dealers within four to six | 
weeks, General} 
Manager Richard | 
E. Krafve | 
newsmen in De-| 
troit last week. 

At the same 
time, he revealed 
that the medium- 
priced Edsel will | 
be offered in 18) 
models in four 
series when intro- 
duced this fall, as 

R. E. Krafve follows: 


Ranger—lowest priced line; the 
Pacer, the Corsair and the Cita- 
tion. 


“There will be a complete line,” 
he said, “covering four-door sedans, 
four-door hardtops, two-door hard- 
tops, station wagons and converti- 
bles.” 

* + * 


NTRODUCTION of the new Ford 
Motor line will be this fall, 
Krafve said, adding that this date 
was determined several months ago 
and “has not been changed within 
the past two weeks despite reports 
to the contrary.” 
Larry Doyle, general sales man- 
ger of the new 
division, said that 
40 percent of the 
2,244 applications 
to date have been 
from dealers 
handling Ford 
and Mercury, 
while the re 
mainder have 
been from dealers 
handling other 
makes, used-car 
dealers, managers 





of new-car dealerships and non- 
automotive business men, 

He expressed disappointment 
over the relatively small number 
of used-car dealers who have 
applied, noting that this group 
comprised only about 6 to 8 per- 
cent of the total. He said his 
division’s survey showed used-car 
dealers to be top prospects for 
the new line and he had hoped to 
get more applications from them. 
Doyle said Edsel division’s goal is 

1,200 to 1,500 dealers by introduc- 
tion time, most of whom will be 
exclusive dealers. In areas where 
the potential for Edsel sales is not 
sufficient for an exclusive dealer, 
the Edsel will be dualed with Ford 
and Mercury dealers, There are no 
plans at present to dual with Lin- 
coln dealers. 
* ¥ * 

pros and Mercury dealers who 

take on the Edsel line will be 
required to set up separate facilities 
and organizations, Doyle declared. 

Krafve revealed that his divi- 
sion has asked for funds from the 
Ford Motor Co. dealer develop- 
ment fund to help set up dealer- 
ships, if needed. He said a “min- 
imum deal” would require at least 
$15,000 operating fund, exclusive 
of land and buildings. 

He announced that thus far only 
the Milpitas (Calif.) and the 
Somerville (Mass.) assembly plants 
have been selected to produce the 
new Edsel. He admitted that pro- 
duction of the Edsel will cut into 
the output capacity of various Ford 
assembly plants, but said that this 
added burden will be made up by 
second operating shifts and by 
boosting Ford and Mercury output 
in other assembly plants. 
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Dealers tell me 





eae C. FREED (Dodge- 
Plymouth), Salt Lake City, con- 
tributes today’s column. He is not 
only a successful operator but has 
been active in dealer affairs since 
the beginning. He is a very suc- 
cessful chairman of the member- 
ship and national affairs committee 
for NADA, which he has served 
as both president and secretary. 

It was largely through his leader- 
ship that the young executive 
group of NADA was formed. He 
was also a member of the building 
committee, whose efforts were re- 
sponsible for its beautiful NADA 
office building in Washington now 
housing the executive offices, 

I am sure that he gets an im- 

t idea across in his observa- 
tion that follows: 
* * 


His Thirtieth Year 


A$ ANOTHER year rolls by—my 
30th in the automobile business 
—I suppose it is only natural to 
reflect back over these many years 
of good business and bad, sitdown 
strikes, deflation and inflation, 
wars and peace, and, in my mind, 
arrive at the same conclusion today 
as I have done many times before: 

This is an excellent business 
and, were I to begin all over 
again, it would be a repeat per- 

formance, but, of course, with a 
few changes in judgment. 

Today, if a young college man 
were to ask me what he should do 
in the future, I would say our busi- 
ness offers as great an opportunity 
for trained young men as any 
business in America today. It is 
profitable, it is interesting, it re- 
quires some hard work but so does 
everything else, and, above all, it is 
challenging and fun. 

I think one of the greatest 
wrongs done to the retail automo- 


bile business is that so many of| 


us constantly criticize it publicly 


as well as privately. By doing SO, | 
we have brought about the most) 


serious problem confronting us — 
the lack of young men entering 
this great industry. These young 
men to whom I talk are constantly 
telling me that they are “going to 
be an engineer; a chemist; a law- 


yer; or a doctor,” because in those | 


fields they believe the greatest op- 
portunity exists for success and a 
happy, dignified life. 

+ > * 


Challenge to Youth 


yas I challenge, because I know 
throughout our country literally 
thousands of men in my business 
who have been successful in all 
these things but, in many cases, 
just don’t like to admit it, Many 
of them own large, beautiful build- 
ings; they are members of local 
clubs, boards of banks, leaders in 
civic activities. Just think, too, 
what would happen to our cities 
and towns if we removed the retail 
automobile business out of them. 
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Used-Car Notes 





By John 0. Munn 


Yes, it is America’s No. 1 retail in- 
dustry. 

I think it is about time that the 
oldtimers in our industry begin 
taking stock of themselves and 
lending a hand in a nationwide ef- 
fort to tell the young people of 
America really what they have ac- 
complished and what lies ahead in 
this great era of improvement in 
the very basic foundations of an 
already good business. 

I think my own case pretty 
well proves that not only is this 
business worthwhile, but exciting, 
to say the least. I give our his- 
tory only to prove that both sides 
of the industry have their 
troubles just as do other busi- 
nesses, but that success is still 
obtainable, even though you make 
mistakes as you go along, 

Thirty years ago last September 
I started selling Moon and Diana 
cars, only because I had worked 
for a finance company handling the 
former dealer’s paper and he went 
out of business, leaving us with 
about 100 repossessed cars to sell. 
We sold these cars and secured the 
agency for them. 

After a year or so, this manu- 
facturer went out of business. We 
were luckier this time and secured 
the franchise for Star and Durant. 
After selling them in substantial 
volume, trouble happened again 
and this manufacturer ceased to 
exist. 





* * = 
Opportunities Unlimited 
— again, with the enthusiasm 

of youth, we were most suc- 


cessful in securing the dealership | 


for Hupmobile. We went great 
guns for awhile until this car, too, 
faded out of the picture. Our next 
case of perfect judgment was to 
secure the franchise for Devaux 
from Devaux-Hall Motors Corp. 
Then troubles really started to hap- 
pen and a bit faster than the other 
cases, for, in a short while, the 
Devaux remained only a memory. 

Finally, in December, 1931, still 
believing in the automobile busi- 
ness and in the midst of the great 
depression, replacing a dealer who 
had found the going too rough, we 
signed a new franchise for DeSoto 
and Plymouth and have been sell- 
ing them ever since, 

I cite this case history to prove 
not only that experience is a great 


| teacher, but that this is a chal- 


lenging business and offers un- 
limited opportunities. 

My banker friends back in the 
Moon - Diana - Star - and - Durant 
days constantly cautioned me to 
be careful—the saturation point 
for automobiles would soon be 
reached and we would be left 
without a market. The en- 
thusiasm of youth paid no at- 





tention to this, because the new 
models in those days were just as 
exciting as they are today, and 
we always knew that next year 
would be better than the last 
and could barely wait for an- 
nouncement time to roll around. 

Because of America’s dynamic 
growth—something we didn’t dream 
of 20 years ago—our future at this 
moment appears to me to be far 
greater than ever before. We are 
growing up in this business. But 
we must remember that, after what 
seems to us a very long time, it is 
still a comparatively young busi- 
ness. Many mistakes have been 
made but today, different than in 
the past, they are being recognized 
and, I believe unlike some other in- 
dustries, they are and will continue 
to be corrected, 

Ten years ago we were talking 
of five million cars as a normal 
year; now we know it will soon be 
10 million. How I would love to be 
thirty years younger and starting 
all over again! 

As we begin this new spring, let’s 
say to our oldtimer friends: 

“Start talking about the good 
things we have, and tell our 
young people what lies ahead for 
them. If we had opportunities 
80 years ago, we should label the 

next 30 as Opportunities Un- 
limited.” 
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Portland’s Roy Burnett 


Observes 30th Birthday 

PORTLAND, Ore—Roy Burn 
ett Motors (DeSoto-Plymouth) 
has celebrated its 30th anniver- 
sary in the auto business here 
with a special birthday party. 

James B. Wagstaff, DeSoto 
sales vice-president, was guest of 
honor. The event had a “Roaring 
Twenties” theme and a 1928 De- 
Soto was exhibited alongside of 
a 1957 model. The firm was 
established by Roy O. Burnett sr. 
in 1927. 





After Six Months of Livi 





with It... 





NADA, Dealers Like 
New ‘Safeguard’ Law 


By Maynard M, Gordon 
News Editor 


ERE do dealers and factories 

stand now after six months of 

the first Federal law directly regu- 
lating their relationship? 

Dealers, for whom the law was 





NADA Cites Dealer Associations— 


The NADA Public Relations Committee presented regional and special awards to 
eight dealer associations represented by the men shown here. The awards, presented 
by Walter B. Cooper, committee chairman, were for outstanding public relations dur- 
ing 1956. Standing, from left, are J. M. O'Mara, Hutchinson (Kans.) Automobile 
Dealers Assn.; H. C. Myers jr., Automotive Trade Assn. of Virginia; George A. Blanch- 
ard, Boston Chevrolet Dealers Assn.; Joseph S. Santin, Connecticut Automotive Trades 


Assn., and Nelson K. Mintz, New York State Automobile Dealers, Inc. 


Seated: Les 


Olson, Great Falls (Mont.) Automobile Dealers Assn.; George H. Benjamin, Arkansas 
Automobile Dealers Assn., and Ralph Caverlee, Montgomery County (O.) Automotive 


Dealers Assn. 


House Committee Kills Chance 
For Any Cut in Auto Excise 


By William Ullman 
Washington Correspondent 

WASHINGTON. — The House 
Ways and Means Committee voted 
last week to extend for another 
year beyond Apr. 1, the current 
rates of manufacturers’ excise taxes 
on new cars, parts and accessories. 

The committee also recom- 
mended extensiion of the corpo- 
rate income tax at its present 52 
percent rate for another year. 

Excise rate on new autos is now 
10 percent and that on parts and 
accessories 8 percent. Unless specifi- 
cally extended through legislation, 
the imposts would automatically 
drop Apr. 1 to 8 and 5 percent, re- 
spectively. 

The corporate income tax levy 
would dip to 47 percent Apr, 1 un- 
less legislatively extended. 

Extension by Congress of current 
excise rates on the automotive 

items, plus liquor and tobacco, is 
expected as a foregone conclusion 
in the face of Administration op- 
position to any tax action this year 
which would lead to revenue losses 
and unbalance the budget. 

The current excise rates on cars, 
parts and accessories alngady have 
been extended three times, begin- 
ning in 1954. 

The House committee, where all 
tax legislation originates, voted to 
extend the excise schedules im- 
mediately following an appear- 
ance by Treasury Secretary 
George M. Humphrey. 

Humphrey testified that one-year 
extension of the rates would pull 
over $3 billion into the Treasury, 
with the automotive items account- 
ing for some $436 million of the 
revenue. 

He warned that failure to extend 
the excise rates would unbalance 
the fiscal 1958 budget because the 
anticipated surplus is a slim $1.8 
billion. 

Humphrey emphasized his opinion 
that present taxes are too high and 
are inequitable for many groups, 
including small business. But he 
vigorously opposed giving special 
tax relief now to any particular 
group of taxpayers, on the ground 
it would deplete Federal revenues 
and postpone the time when a 
general tax cut could be achieved. 
“No tax changes should be 


made if it appears that any rev- 
enue loss would be involved,” he 
told the committee. 

In other developments: 

1. Raymond J. Saulnier, chairman 
of President Eisenhower’s Council 
of Economic Advisers, disclosed be- 
fore a joint economic committee 
that the council is in the process of 
deciding whether the chief execu- 
tive should ask Congress for stand- 
by powers to control consumer 
credit, 

The decision is likely to await 
the results of the special study on 
consumer credit made by the 
Federal Reserve Board at the Pre- 
sident’s direction. Instituted a year 
ago, the study has been completed 
and the report on it due around 
mid-March. 

2, William McC, Martin jr., chair- 
man of the Federal Reserve Board, 
testified before the same committee 
that if he had to do it all over 
again he would have imposed even 
tighter credit restraints during the 
past two years as an inflation 
brake. 

Brushing aside harsh criticism, 
(Continued on Page 41, Col, 1) 


written and named, appear to be 
content. Factory executives are 
not convinced, And an attorney 
who helped write the law is satis- 
fied with developments to date, 
but worried over what might hap- 
pen to it in the courts. 

The minute implications of the 
Automobile Dealer Act of 1956 re- 
main more a matter for debate in 
the law schools than the show- 
rooms. Eventually, it is certain, the 
foremost judges of the land will 
have their say. 

+ * + 
Bu dealers generally have ac- 
claimed the broad effect of the 
law in improving factory relations 
since President Eisenhower signed 
it last Aug. 8. 

“I don’t know if it was the law, 
or all that testimony or a combina- 
tion of both,” said an Iowa General 
Motors dealer, “but the factory boys 
have taken on a new attitude all 
through ’56 and ’57.” 

NADA Executive Vice-President 
Frederick J, Bell, hailing the law 
as “good, reasonable and neces- 
sary” before the San Francisco 
convention, added this wish: 

“I trust that its presence will act 
as a safeguard and I most earnestly 
hope that the splendid industrial 
climate of these good ‘new days’ 
will obviate any need for dealer or 
manufacturer to call upon the law 
for protection because of the exist- 
ence of bad faith on the part of 
either party to a contract.” 

So far, Bell’s wish has been re- 
alized. No cases have been filed 
under the Act, according to Donald 
P. McHugh, chief counsel for the 
Senate Antitrust and Monopoly sub- 
committee. 

* . > 
‘Impartial Forum’ 


escas agrees with Bel] that 
the law was intended to be at- 
mospheric rather than remedial. 

“The prime objective of the law 
is to permit dealers to obtain an 
impartial forum for settlement of 
disputes with the factory,” he told 
the Assn. of American Law Schools 
in a discussion of the law recently. 

Leading the unconvinced is GM 
President Harlow H. Curtice, 
whose talk to the NADA conclave 
warned that “well-meaning legis- 
lation could in its ultimate effects 
contribute to the downfall of the 
franchise system.” 

Curtice carefully did not link 
this general warning with his spe- 
cific comment on the good-faith 
bill, confining the remark to “pro- 

(Continued on Page 8, Col. 1) 


Harriss Elected 
In Wilmington 


WILMINGTON, N. C. — James 
Harriss has been elected president 
of the Wilmington New Car Dealers 
Assn. 

Other officers named for 1957 in- 
clude: Ivey Sutton, vice-president, 
and Roger Norris, secretary-treas- 
urer. 


On the House .. . 


Realizing “we may be stepping on some member's 
toes,” the Illinois dealer association is going after 
new-car bootleggers and their suppliers in down- 
state Illinois. Association is starting to list the 
serial numbers of each car sold each month, with 
the selling dealer listed by his dealer plate number 
rather than by name. A master list will provide 
dealers with the name of the seller identified by 


number... 


Missouri association figures it cost a dealer $300 
per month to lend cars to customers . . . Chicago- 
area Ford dealers report used-car inventory down 
28 percent in January, compared with December, 


Wemhoff 


while volume was up 7.2 percent. Number of cus- 


tomer repair orders decreased 2 percent in same period, while cus- 


tomer labor dropped 13.7 percent . 


Ohio association’s legislative committee is headed by W. A. Bran- 
denburg . .. San Francisco group reports four new members, Brook- 


lyn and Long Island association six . 


. . Tax on petroleum products 


reached almost $6 billion in 1955, equal to 50 percent of the wholesale 
value of the finished products derived from the crude oil produced. 





—Perte Wemuorr, Editor, 
Automotive News 
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Dealer Profits Spurt 
To Three-Year Peak 


(Continued from Page 1) 


be listed as standard equipment. 

With more buyers switching to 
the lower-priced field, the dealer 
has new vistas in sales opened to 
him, Not only are more persons 
buying the lower-priced cars, a 
greater percentage are insisting on 
automatic transmissions and power 
equipment, 

As a result, the dealer's market 
has actually increased despite the 
more-or-less constant volume in 
new-car units. 

* 


+ + 

OOKS of the representative 

dealers, therefore, show 1957 off 
to a handsome start. Some dealers 
say the situation is not quite so 
good ‘as it was in the first 30 to 60 
days after the 57 models were in- 
troduced, but they still are highly 

optimistic over the outlook for the 
year. 

Several, however, express the 
fear that if a few dealers get 
panicky, they could ruin the mar- 
ket for everybody in their re- 
spective areas. 

In compiling new-car sales es- 
timates this year, automotive ob- 
servers find that one particular fac- 
tor is having more effect than usual 
in clouding the picture. That is: 
“When is a sale a sale?” 

Tight supply in several lines is 


Referee Upholds 
GM in ‘Genuine 
Parts’ Dispute 


(Continued from Page 1) 
ment parts were identical to the 


evidence that this was not true. 
He also tossed aside two other 
charges of misrepresentation. 

Purcell pointed out that more 
than 99 percent of all fast-moving 
Chevrolet parts are made by or for 
General Motors to its own specifica- 
tions. GM, he continued, has an in- 
terest in “making it possible for 
a motorists driving a Chevrolet to 
identify replacement parts tested 
and approved by the manufacturer 
of his automobile for replacement 
use.” 


. > > 
T THIS point, the decision rep- 
resents a smashing victory for 
GM attorneys, because FTC counsel 
was unable to substantiate a single 
charge to the satisfaction of the 
hearing examiner. 

Purcell’s ruling, however, is not 
@ final decision of the s- 
sion and may be appealed, stayed 
or docketed for review. 

Purcell himself pointed out the 
implications of his decision for at 
least one other manufacturer. For 
example, he said, Ford has adver- 
tised “Who puts the ‘Genuine’ in 
Genuine Ford Parts? The same 
men who originally built your Ford 
set the specifications for Genuine 
Ford Parts.” He added that other 
GM competitors have used similar 
phrases. 

If the GM decision stands, FTC 
is not likely to bring similar 
charges against other manufac- 
turers, whether they are making 
automobiles, TV sets or washing 
machines. 


Mercury Offers 


Dual Headlights 


DEARBORN. — Dual headlights 
now are available on alP Mercury 
Monterey, Montclair and station 
wagon models. They already are 
standard on the Turnpike Cruiser 
series. 

H. C. McDonald, Mercury chief 
engineer, said dual headlights now 
are permitted in all 48 states. 

Although there has been no re- 
port of any state barring the dual 
lights, the National Highway Users 
Conference has reported that legis- 
lation is needed in 11 states to make 
sure that the headlamps are within 
the letter of the law. In addition, 15 
other states require changes in 
their laws to permit a mounting 
height of 24 inches above the 
ground. 


responsible for the aggravation of 
this situation, Many times a dealer 
takes a downpayment and writes 
up an order for a “hot” model, 
which he knows will not be de- 
livered for six weeks or so, 
+ + * 

S FAR as the dealer is con- 

cerned, this is a sale, and it is 
reported as such through the field 
channels until it makes its way to 
the factory sales chiefs. 

In the method of counting new- 
car registrations which is used by 
R,. L, Polk & Co., industry statis- 
ticians, no sale is visible until 
the car is delivered and titled. 

Because of widespread delays in 
deliveries at the moment, registra- 
tions totals for the current period 
are falling far below “sales” totals 
as compiled by factories. 

Many January transactions 
claimed as “sales” by the factories 
will not show up in the accepted 
registrations count until February, 
with a considerable portion de- 
layed until March. 

= oa = 

HERE have been scattered re- 

ports of disgruntled customers 

demanding their deposits returned 
so that they could switch to an- 
other line. 

Thus, a “sale” reported for Car 
A may never be consummated, and 
that particular buyer’s ultimate 
choice will show up as a registra- 
tion for some other make. 

Of course, factory 10-day sales 
reports make no allowance for 
such “lost” sales, 

As a result of this confusion, fac- 
tory sales reports for January, 
when they are finally compiled, will 
reflect business in excess of the true 
amount. That accounts for figures 
published in some quarters showing 
January sales of 480,000 to 500,000. 

According to dealers polled last 
week by Automotive News, the 
seasonal decline from December to 
January in new-car sales was less 
severe this year than in the past. 


Plymouth Hikes Output 
Of Hardtops, Wagons 

DETROIT. — Plymouth has 
scheduled a “substantial” increase 
in production of two-door and 
four-door hardtops and station 
wagons during Februray, a fac- 
tory spokesman said last week. 

He attributed the revised as- 
sembly mix to a continuing in- 
sistent demand from Plymouth 
dealers, 


Lawyer Addresses AMC Stockholders— 


Sol Dann, standing, left, Detroit attorney, urges American Motors stockholders to 
remove the firm's management at the annual stockholders meeting in Detroit last 
week. Dann received little support. Richard Cross, AMC director, (back to camera) 


was chairman. 


Lower right: Roy Abernethy, AMC general sales manager. 


57 Auto Sales Expected 
To Top °56 in Trinidad 


Eprror’s Notre: Mrs. George M. 
Slocum, chairman of the board of 
Automotive News, is on a world 
cruise contacting key auto 
dealers and distributors on busi- 
ness conditions. Here is one of 
her reports: 

= * * 
By Mrs. George M. Slocum 
Chairman, Automotive News 

PORT OF SPAIN, Trinidad. — 
Outlook for car and truck business 
is bright in this British West Indies 
island, and 1957 
sales are expected 
to exceed 1956. 

About 600 cars 
are removed an- 
nually from the 
register of the 
Licensing Author- 
ity, according to 
officials of Neal 
& Massy Engi- 
neering Co. Ltd. 
(Chevrolet-Buick- 
Vauxhaul/Bed- Mrs. Slocum 
ford). This represents about 16 per- 

cent of the total number of cars 
registered yearly. 

Auto travel is considered a 
necessity on Trinidad, which has 
2,464 miles of paved roads, and 
traffic is mostly cross-country. 

According to Neal & Massy offi- 
cials, sales of new cars are made 
principally to individuals for pri- 
vate and business purposes. A small 
percentage is purchased by large 
companies and fleet owners for 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Feb. 6 


(Sold 113 cars out of 227 entered.) 

BUICK—'57 Special Riviera, $2,565°. 
"55 RM Riviera, $1,575* (ps); Super 
4-dr., $1,555* (ps); Century Riviera, 
$1,430°; 4-dr., $1,355*° (ps); Special 
Riviera, $1,400%; 2-dr., $1,100°; 4- 
dr., $920. '54 Super Riviera, $1,300*, 
$1,135*, $1,030°; Special 2-dr., $930*. 
"51 Special Riviera, $370*, $210°. 

CADILLAC—’'56 (62) coupe de Ville, 
$3,425* (ps). ‘55 (62) coupe de 
Ville, $2,745* (ps); (60) Special 
sedan, $2,750*° (ps). '52 (60) Special 
sedan, $640*. 

CHEVROLET—'57 Bel Air (8) Hardtop, 
$2,040* (ps), $2,020*. '56 Bel Air (8) 
Hardtop, $1,775*, $1,685*; 4-dr., $1,- 
700*; One-fifty (6) station wagon. 
$1,600*; Bel Air (6) 4-dr., $1,490. ’55 
Nomad station wagon, $1,720* (ps); 
Bel Air (8) Hardtop, $1,340*, $1,205*; 
4-dr., $940; Bel Air (6) Hardtop, $1,- 

, $1,225*; Two-ten (8) 4-dr., $1,- 
125. '54 Bel Air Hardtop, $860*; 2-dr,, 
$715*; Two-ten 2-dr., $725. '53 Two- 
ten station wagon, $750, $715*; 4-dr., 

; . "52 SL 


90. 
‘55 NY 4-dr., $1,480* 
(ps). "54 NY 4-dr., $930°*. 
= Firedome Hardtop, $1,- 
. 

DODGE—’56 Royal Hardtop, $1,675*, 
"55 Coronet Hardtop, $1,225*; 4-dr., 
$1,025*; Royal 4-dr., $1,200°. ‘53 
Coronet 4-dr., $460, $435°; Meadow- 
brook 2-dr., $385. °52 Coronet sta- 
tion wagon, $510. 

FORD—'57 Fairlane (8) 500 Victoria, 
$2,300* (ps). '56 Ranch Wagon, $1,- 


385. "55 Fairlane (8) Crown Victoria, 
$1,420*; conv., $1,360* (ps); 2-dr., 
$1,095; Country sedan, $1,170*, $1,- 
150; Ranch Wagon, $1,030; Main (8) 
4-dr.. $900. "54 Crest (8) Hardtop, 
$900*; 4-dr., $770*; Main (8) 2-dr., 
$480*. "53 Crest (8) Victoria, $540*, 
$575*; 2- 


$525*; Custom (8) 4-dr,, 
(8) 2-dr., 


dr., $580°. °52 Custom 
$395. 
LINCOLN—’54 Capri Hardtop, $1,210* 


(ps). 

MERCURY—’57 Monterey Hardtop, $2,- 
550*. ’55 Montclair Hardtop, $1,485°*; 
conv., $1,400*; Monterey Hardtop, 
$1,350*, $1,335*, $1,300°; 4-dr., $1,- 
175*, $1,150*; 2-dr., $1,075*; Custom 
Hardtop, $1,280*. 54 Monterey Hard- 
top, $1,030*; Custom 2-dr., $740. "53 
Monterey Hardtop, $700. °52 4-dr., 
$455; Hardtop, $285*. '51 4-dr., $220. 

OLDSMOBILE—’56 (88) Holiday, $2,- 
190* (ps). '55 (88) Holiday, $1,600*, 
$1,530°; 2-dr,, $1,400*, $1,390° (ps). 
’54 (88) Super Holiday, $1,330*; De- 
luxe 2-dr., $1,215°. 

’53 (88) Hardtop, $900°*. 
PACKARD—'51 Clipper 4-dr., $190°. 
PLYMOUTH—’57 Belvedere (8) Hard- 

top, $2,410*. '55 Belvedere (8) Hard- 

top, $1,255*, $1,120*; Savoy (8) 2-dr., 
$900, $760; Plaza (8) 2-dr., $750. 

’53 Cranbrook 2-dr., $470*, '52 Subur- 

ban, $425. 

PONTIAC—’56 Chieftain (8) Catalina, 
$1,840*. '55 Star Chief (8) Catalina, 
$1,510* (ps), $1,500° 
(ps); conv., $1,430°*, 

(8) Catalina, $1,115*; $925°, 

$610* ‘53 Chieftain (8) 2-dr., $560*°; 

4-dr., $525. "51 (8) 2-dr., $235°. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 35, 36, 37, 39, 40 


general business, while about 10 
percent of the total is bought by 
taxi operators. 

For use in construction work and 
general transport, most of the new 
trucks purchased here each year 
are bought by fleet owners. Other 
purchases by individuals are used 
mainly for estate work and mar- 
keting. 

Salesmen’s personal contacts, 
vehicle demonstrations and ad- 
vertising are the chief methods 
employed to sell cars and trucks 
in Trinidad. Greatest part of the 
advertising budget goes into 
newspapers, with occasional com- 
mercials on used cars over local 
radio stations. 

There is also some advertising 
placed in magazines, while some 
direct mail is used. 


Auto Executives 
In Good Condition 
After Illnesses 


DETROIT. — Automotive execu- 
tives who have been on the sick 
list in recent months are recovering 
nicely..One of them, Virgil M. Ex- 
ner, Chrysler Corp. styling director, 
already is back at work. Exner suf- 
fered a heart attack last summer. 

L. D. Crusoe, Ford Motor Co. 
executive vice-president, and Ivan 
L. Wiles, General Motors dealer 
relations executive vice-president, 
are recuperating in Florida. The 
condition of each man was reported 
“very good,” but no definite date 
has been set for their return to 
work, 

Crusoe is recovering from a heart 
attack and Wiles from surgery. 

George Romney, American 
Motors president, was reported in 
excellent condition after an ap- 
pendectomy last week. 

W. E. Fish, Chevrolet general 
sales manager, is resting at home 
and is expected back at work soon. 
Fish suffered a mild coronary Dec. 
31. 


Market for Soviet Cars 


Cold as Minn. Weather 
MINNEAPOLIS, — The market 
for Russian cars is not exactly 


Inc., sponsor of the Upper Mid- 

west Automobile Show here, 
Winter recently sold for $1,700 

a Russian-made 1956 Pobeda 


which he had purchased through 
a Swedish agent as a crowd- 








AMC Fends Off _ 
Critics of Policy 


Loss for Quarter 
Put at $2.9 Million 


By Joseph M. Callahan 
Staff Writer 

A THREATENED uprising 

against the management of 
American Motors failed to get off 
the ground last week—although the 
225 stockholders present in Detroit 
were treated to a good show and 
& meal, 

In the absence of AMC President 
George Romney, who was recover. 
ing from surgery, Richard E, Cross, 
one of AMC’s attorneys, ruled the 
annual meeting with a stern and 
unruffled hand. Management held 
the proxy votes for 76.2 percent of | 
the outstanding 5,587,793 shares of § 
common stock, 

It was explained that Romney 
was recovering nicely from his 
Monday appendectomy, but that 
he wasn’t well enough to attend 
the meeting. 

Between the flights of rhetoric, | 
which ranged from a lofty para- 
phrasing of the Gettysburg address 
to an AMC truck driver's demand 
that the sales department be com- 
pletely reorganized, a few moments 
were found for making the firm's 
financial report for the quarter 
ended Dec. 31. 

* * * 

MC said that an automotive 

supplier strike and late new- 

model appliance introductions 
slowed American Motors’ drive to 
improve its financial results, but 
first quarter losses for the company 
were sharply reduced. 

Operations for the quarter 
showed a net loss of $2,994,613, as 
compared with a loss of $4,629,352 | 
for the like period a year ago. How- 
ever, the company realized $7,141, 
920 from the sale of Ranco stock 
during the 1955 quarter, producing 
a net profit of $2,512,568. 

Sales for the 1956 December 
quarter amounted to $88,903,414, 
compared to $99,180,965 a year 
ago. 

After a brief delay in which 
Cross’ right to conduct the meet- 
ing was questioned by Maurice 
Schmerling, a Kenosha (Wis.) at- 
torney, Cross made a lengthy man- 
agement statement which he said 
consisted mostly of the notes which 
ey had prepared for the meet- 
ng. 

Cross said, “We shall try to an- 
swer questions raised by stock- 
holders about the company’s af- 
fairs, either in letters or in person. 
We shall also bring stockholders up 

(Continued on Page 43, Col, 1) 


N SPA Opposes 


Reactivation of 


ASI Exposition 


CHICAGO.—The directors of the 
National Standard Parts Assn. have 
voted unanimously as being opposed 
to the reactivation of the Auto 
motive Service Industries Show. 

A major reason for the opposi- 
tion, the directors said, is the 
enthusiastic reception which has 
been accorded the convention rota- 
tion plan now in effect. 

They explained that over a three- 
year period, the rotation plan will 
permit wholesalers in all sections 
of the country to attend economi- 
cally and support their national 
convention and a major industry 
show. 

Also, the directors asserted, at- 
tendance records of the last few 
ASI shows indicate that it has 
“dwindled from a national show to 
a luxurious, costly regional show 
drawing 62.7 percent of its attend- 
ance from the eight Midwest states 
with 59.7 percent of this attendance 
being from only three states.” 

They reaffirmed previous al- 
nouncements that the national con- 
vention will be in Boston in 1957, 
in Los Angeles in 1958 and in 
Chicago in 1959. 

After that, they said, “every con- 
sideration will be given to holding 
the convention in any area where 
adequate hotel facilities are avail- 
able and a strong regional organi- 
zation can offer sufficient incentive 
to assure adequate attendance by 
wholesaler members and guests.” 

° 
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January Figures Cited . . . 


Sales Catch Fire, Factories Say 


(Continued from Page 1) 
January surpassed the former high 
of 13,932 sales during January, 1955, 
‘and topped January, 1956, sales of 
13,546 by more than 1,600 cars — 
an increase of 12 percent, Roche 
said. 

The new January mark repre- 
sents the second best sales month 
ever turned in by Cadillac, Only 
December, 1955, when 15,582 cars 
were sold, tops last month. 

* * *. 


Lincoln 

Lincdin car sales in January were 
the highest in eight years, accord- 
ing to Henry B, Daniels, general 
sales manager. The January de- 
liveries of 3,685 were 8 percent 
above the same month last year 
and within 88 units of the record 
month of 3,773 in January, 1949. 


* * + 


Ford 
Ford car sales for January were 
more than 30 percent higher than 
for the same month a year ago and 


5 
Detrol 


The automotive industry, which 
has been the proving ground for so 
many structural and fabricating 
materials in the past half century, 
had its latest success unveiled to its 


home town public 
Detroit Auto Show. 


Only two years ago, auto makers 
were seeking a material for safety 
padding dash panels, sun visors and 
other interior projections that would 
absorb shock rather than bounce it 
back. Urethane foam was introduced 
in a few special models and its func- 
tional properties were measured 
against strict cost and design re- 
quirements. This year, it is estimated 
that more than two million automo- 


Molded automotive sun visor of ure- 
thane foam provides lightweight unit 
which can be easily fastened to sup- 
arm, and incorporates latest 


etety leatures. 


been at record heights, McNamara 
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broke all January sales records in. 
the Ford car’s 53-year history, ac- 
cording to R. S. McNamara, Ford 
division general manager. 

He said preliminary tabulation of | 
sales by dealers shows that more} 
than 120,000 new Fords were sold 
during the month, compared to 92,-| 
163 in January last year. The pre- 
vious record was set in January, 
1955, when 106,711 Fords were sold. 

Ever since the new Fords were 

introduced on Oct, 3, sales have 


said. During the November-De- 
cember period, Ford dealers sold 


Marietta (O.) Dealers 


Elect Summers for °57 

MARIETTA, O. — The Marietta 
Automobile Dealers Assn. has 
elected Francis Summers as presi- 
dent for 1957, 

The other officers chosen by the 
local dealers are Joe Graul, vice- 
president, and Muriel Griffiths, sec- 
retary-treasurer. 








tyle... 


t 


at the recent 
specifications 


Mobay. 


nical 


Flexible urethane foam, a soft, 
lightweight cushioning material, can 
be produced to meet a wide range of 


more new cars than for any Nov- | 
vember and December in the car’s 
history, he said. 
Despite record production, deal- 
ers’ stocks are 17 percent less than 
for the same period last year, Mc- 


Namara said. 
* * * 


Chrysler 


Unfilled orders for 1957 Imperials 
total more than 9,000, E. C, Quinn, | 
Chrysler division president, said 
last week. 

Sales for the first 20 days of Jan- 
uary are running 16.5 percent ahead | 
of the year-ago period, he added, 

oa « a | 
Mercury 

Sales of 1957 Mercurys during the 
final 10-day period of January were 
43 percent above the previous 10- 
day period, George S. Coats, general 
marketing manager, said last week. 

Coats said sales during the period 
were exceeded only by January’s 
closing 10 days in 1955. 

The January full-month total was 
20 percent above December and 14 





“How about knocking off the 


| ad price? We don’t have a TV.” 


|percent above January, 1956, he 


said. 
* > + 
Nash, Hudson 

Nash and Hudson dealers posted 
sales gains in January and for the 
10-day period ended Jan, 31, reports 
Roy Abernethy, American Motors 
vice-president. 

He said January retail sales were 
10.9 percent over the December to- 


A portion of the thousands of 
Detroiters who visited the Mobay 
Preview of Progress exhibit at 
the 1957 Detroit Auto Show 
sponsored by the Detroit Auto 
Dealers Association. 


biles will have urethane foam in 
safety padding and other interior 
appointments. 


Mobay supplies basic chemicals for the 
manufacture of urethane foams which are 


already in use or under development for 


in density, resiliency 


and toughness. It may be cut, sliced, 
sewn, laminated, heat-sealed, 
cemented or molded and is supplied 
by a dozen major manufacturing 
firms which have been licensed by 


Write for full information on 
sources of supply, research and tech- 
development assistance. 
Mobay Chemical Company, 
Dept. AN-1, St. Louis 4, Mo. 


these applications 


Auto safety padding 
Furniture upholstery 
Carpet underlay 


Interlining for outerwear 


Footwear 
Household items. 


An associate company of Monsanto M ORB nye : 


First in Urethane Chemistry 


a cot Sal 


Safety dash panel employs preformed 
urethane foam which may also be 
cemented or sewn to almost any type 
of covering material. 


You can form continuous-strip moldings 
of urethane foam with a hot wire cutter, 
or die cut it so easily ordinary cookie 
cutters have been used. 


Urethane foam is so tough you can hog- 
ring it right to seating springs; roll and 
crimp it to suit your fancy; tack or 
staple it in place. 
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tal, while sales in the 10-day periog 
were 46 percent ahead of the pre 
ceding 10 days and 29.8 percent 
over the last 10-day period of 
Decmember. 

* « * 

Buick 

Incomplete figures for the final] 
10 days of January show Buick 
sales running 25 percent ahead of 
the previous 10-day period, Edward 
T. Ragsdale, general manager, said 
last week. 

Ragsdale said higher sales in the 
closing January period were a 
result of Buick’s price-advertising 
campaign. 

+ = 


DeSoto 


DeSoto said retail deliveries in 
January were the second-greatest 
in its history, being topped only by 
January, 1950. 

January sales, it added, were 
more than 3 percent greater than 
in January, 1955, the first month of 
DeSoto’s record year. 

* 7 


* 
Plymouth 

Retail deliveries by Plymouth 
dealers during January ran 148 | 
percent above January a year ago, § 
a factory spokesman said last week, | 

Dealers generally are still press- 
ing for higher factory deliveries, he 
added. 


Asselin Directs 
Legislative Battle 
For R. I. Dealers 


PROVIDENCE, — With the 1957 
General Assembly now in session, 
the Rhode Island Automobile Deal- 
ers Assn.’s executive board unani- 
mously has elected former presi- 
dent, Romeo Asselin, as chairman 
of the legislative committee. 

Asselin told Automotive News he 
plans to pursue the same militant 
policy through which dealers have 
succeeded in blocking measures 
detrimental to the industry, and 
passing measures favorable to them. 

RIADA has scored victories in 
recent years by twice preventing 


| passage of a bill which would have 
| denied them the right to engage in 
|the insurance business in connec- 


tion with car sales. 

This was accomplished despite 
presence of an active force of in- 
surance agents, led by a prominent 


| Rhode Island legal firm. 


Dealers since have kept a close 


watch on Assembly doings and 
|have enjoyed close cooperation of 
|Senator George M. Westlake (In- 
| ternational Trucks) and Senator C. 


George DeStefano (Ford). 
Chairman Asselin said he plans 
to keep a sharp lookout against 


|resumption of the anti-insurance 


drive, and is interested in repeal of 


_ the State sales tax on tradeins. 


‘Schmidt Joins 
‘Chrysler Styling 


DETROIT. — Virgil M. Exner, 
Chrysler Corp. styling director. an- 
nounced that William M. Schmitt, 
formerly vice- 
president an styl- 
ing director for 
Studebaker-Pack- 
ard, has joined 
his staff as execu- 
tive stylist. 

Schmidt, 35, 
entered the auto- 
m o bile industry 
in 1941 with Ford 
Motor Co and 
during World 
War II was con- W. M. Schmidt 
cerned with defense product design. 
In 1945 he moved into automotive 
design in Ford’s advanced styling 
section where he was responsible 
for conception and development of 
“idea” cars. 

In 1952 he was assigned to 
Lincoln-Mercury division, and 
before he left in April, 1955, to join 
Studebaker-Packard he was chief 
stylist for Lincoln in addition to 
being chief stylist of Lincoln- 
Mercury division. 


Zimmerman Elected 

CHICAGO, — Bill Zimmerman, 
Automobile Sales Co. has been 
elected president of the Chrysler 
Dealer Assn. of Chicago. Other of- 
ficers are John Lodi, Lodi Motor 
Sales, vice-president; Clarence 
Madsen, J. A. Madsen Motor Sales, 
Wheaton, secretary, and Lloyd J. 
Fried, Landers-Fried Motors, Inc., 
treasurer, 
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for example, look at The Inquirer’s Page One 
ner, 
idt Reader interest guides make-up of this The transfer of such loyalty from editorial 
“showcase” page. Its neat, crisp format matter to advertising columns takes place 
draws and pleases the eye. Dramatic head- _ regularly, effortlessly, seven days weekly. 
lines and pictures add impact toa thought- Certainly a look beyond advertising will 
ful balance of news from city, nation prove The Inquirer’s effectiveness on your 
and world. next schedule. 
Look further . . . through the rest of The This view has moved more advertisers 
| Inquirer . . . and front-page impact meets to place more linage in The Inquirer 
you at every hand. Into every page goes than in any other Philadelphia news- 
at the same painstaking attention toanemi- paper... and in 1956, The Inquirer 
oo nent newspaper’s prime responsibilities... published the largest volume of adver- 
ing to inform, to aid, to entertain. Reader tising ever carried by any Phila- 
— loyalty is both aim and achievement. delphia newspaper. 
to 
and 
: The Philadelphia Puguirer 
to 
1 n- 
a hen F he . 
Now in its 24th consecutive year of total advertising leadership. 
“= Exclusive Advertising Representatives: West Coast Representatives: 
on NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
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les, Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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After Six Months of Living with It... 





NADA, Dealers Like 
New ‘Safeguard’ Law 


(Continued from Page 3) 


posed” rather than enacted legisla- 
tion. But the GM chief referred 
back to McHugh’s talk to the law 
professors, in which the Senate 
counsel pointed out that the act 
may specifically require factories to 
act in good faith with bootleggers, 
cross-sellers and price-slashers. 

“May I repeat the conviction,” 
Curtice said pointedly, “that the 
sound solution of the problems that 
beset the automobile industry rests 
solely with the manufacturers and 
dealers themselves.” 

Another dissenting comment was 


Dealer Heads BBB 


SPOKANE. -— Clayton D. Kauff- 
man, president of Kauffman Buick 
Co., has been elected president of 
the Spokane Better Business Bu- 
reau for 1957. 








given the press at the NADA con- 
vention by American Motors Presi- 
dent George Romney, who said 
“some AMC dealers already have 
discovered” that the factory may 
be restricted by the law from drop- 
ping retailers whose performances 
are admittedly below par. 


* * + 


cHUGH, who devoted an 18%- 
page text to the dealer law, 
expects such finer points as boot- 
legging and “stimulator dealers” 
to be hammered out in the Federal 
courts. 
He is fearful, though, that a “se- 
vere” court test might effectively 
emasculate the law. 


senting issues of factory coercion 
or intimidation to a jury. 

The current Miller Motors vs. 
Ford case in Winston-Salem is be- 
ing tried before a Federal judge 
without a jury. This case was filed 
two years ago, before adoption of 
the O’Mahoney-Celler statute, but 
Detroit attorneys are watching it 
closely to see whether the new law 


the plaintiff dealer. 


What Jury’s Face 


dealer law, McHugh forecast, 
| will be faced with these types of 
problems: 

| 1. Does any effort by a factory 
| to curb bootlegging violate the anti- 
| trust laws? The Justice Department 
| says it does, and the House of Rep- 


| statutes. 
2. Factory motives in appoint- 
ing additional dealers, “Stimula- 
| tors” might provide a cause for 
legal action, McHugh said. 

3. The cancelled or terminated 





will be introduced by counsel for) 


| FURIES involved in tests of the| 








S-P Oil Filter— 


An oil filter which motorists can attach 


resentatives insisted that the law|themselves has been announced by 
does not conflict with antitrust | Studebaker-Packard for its 1957 models. 


| According to S-P, the new filter replaces 
| the cartridge-type filter and can be in- 


| stalled in a matter of seconds. 


The filter 


| location has been moved to the top of the 


engine to make it more accessible. 


| dealer who refuses to yield to com- | that faulty sales performance re- 


The law, he states, can become | pany suggestions that he make a/ sulted from lack of dealer expan- 


an effective weapon if the court 


substantial additional capital 


takes a “liberal approach” in pre- |‘ vestment. Could the factory prove’ 


in- | sion. 


4. A cancelled dealer whose only 





FREQUENCY 


the most frequent schedules in airfreight enable American 
to serve automobile executives better than any other airline 











You can ship 100 Ibs. of 
automobile accessories 
from Detroit to Los An- 
geles for only $20.00. 














With over 1000 scheduled departures daily, American offers more flights to more key areas 
than any other airline. American’s greater frequency of flights assures fast forwarding, de- 
pendable, on-time deliveries. This enables automotive executives to avoid assembly line 
delays whenever inventories of component parts run low. 


AMERICAN AIRLINES A/RFREIGHT 


— flies more freight than any other airline in the world 


—_ 


discrepancy had been public critj. 
cism of factory policy. 

5. Cancellations for failure to im. 
prove sales performance, ‘ 

6. Failure of factories to act 
in good faith in supplying needed 
cars. Would such refusal, asks 
McHugh, be actionable only if 
employed to penalize a dealer? 

7. The issues posed by a dealer's 
fear of financial loss upon liquida- 
tion of the franchise, his state of 
mind in deciding whether there hag 
been coercion and any evidence of 
dealer resistance to factory preg- 
sure which resulted in non-renewa] 
or termination. 

. + * 

. HE first few cases decided wil] 

be important in charting the 
future course of the law,” McHugh 
declared. He noted that the tasks 
facing the courts in deciding such 
commercial matters will be “ex. 
tremely difficult,” but said that the 
factories forced the issue by neg- 
lecting to adopt a “truly bilateral] 
contract.” 

“If the franchise had contained 
objective criteria of performance, 
and had not been written in such a 
manner as to preclude court re- 
view, dealers would not have sought 
relief from Congress,” he added. 

While advising dealers against 
asking too much of the law, 
McHugh said the fact that dis- 
putes could be taken to Federal 
courts was a lever by which Con- 
gress hoped to induce factories to 
“exercise greater restraint in poli- 
cies which have immediate conse- 
quences in the market place.” 

McHugh took exception with a 
charge, repeated by Curtice in the 
latter's NADA address, that the 
law constituted “special” or “class” 
legislation. 

“Not only dealers, but 12,000 
wholesalers and 2,000 producers of 
automotive parts are affected,” 
McHugh said. 

“Because of the franchise, dealers 
were a captive market from which 
independent parts producers and 
wholesalers were largely excluded. 
Legislation tending to free the 
dealers from factory domination 
would aid in opening the market 


to them.” 
> 7 om 


Anxious Congress 


T= counsel expressed doubt that 
antitrust laws could have given 
the dealers adequate relief from 
factory abuses. 

“Some type of dismemberment of 
the dominant producers may ulti- 
mately be obtained, but Congress 
could not afford to wait,” he said. 

McHugh denied that the law 
interfered unduly with freedom of 
contract, as critics have charged. 

“Examining the circumstances in 
this industry reveals that while 
nominally an automobile dealer 
franchise may be executed for a 
fixed term, in fact the parties con- 
template a continuing relationship 
of indefinite duration,” said 
McHugh. 

“To obtain a franchise, the dealer 
must invest substantial sums in fa- 
cilities not readily convertible to 
other uses. Such a circumstance in- 
dicates the intention of both parties 
that the contract be renewed at 
the end of its term, in the absence 
of countervailing reasons. 

“The Act places the burden of 
proof upon the dealer. In effect, it 
gives the dealer the right to assert 
his equities before an impartial tri- 
bunal if the manufacturer arbi- 
trarily disappoints his reasonable 
expectation that the franchise will 
be removed.” 

* = * 
GOULD the principles of the 
O’Mahoney-Celler law be ex- 
tended to other industries? 

Not necesarily, acording to Mc- 
Hugh. He pointed out that the auto 
dealer relationship to his factory 
was unique, and in fact, the House 
confined the bill to domestic deal- 
ers, having heard no evidence of 
coercive practices abroad. 

“The passage of this Act, with 
overwhelming bipartisan support, 
should be a warning to those in 
other industries who would abuse 
power,” McHugh said, “Internal 
housecleaning, voluntarily under- 
taken, might obviate the need for 
Congressional action.” 

Predicting that auto factories will 
be “more circumspect” under the 
threat of court litigation, McHugh 
summed up the impact of the Auto- 
mobile Dealer Act as follows: 

“In a real sense, the mere enact- 
ment of the law may create the 
strategic threat to protect the 
dealer from pressures which de 
prive him of freedom to act as an 
independent businessman.” 
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How do you want to figure newsstand sales — the 
major yardstick of circulation vitality? Per issue? 
> e By the week? By the month? 


NEWSSTAND SALES (Per Issue) 


As reported to ABC 
for the 6-month period ending June 30, 1956 


onal No matter how you add up the figures, TY GUIDE 
leads all other magazines in newsstand sales 
ct, t by a substantial margin—according to ABC Pub- 
| tri- lishers’ Statements for the 6-month period ending 
sable June 30, 1956. 


MAGAZINE ee 


TV GUIDE 2,97 1,959* 
Reader's Digest 1,627,361 
Ladies’ Home Journal..............:. 1,551,793 
McCall's 1,509,396 
TV GUIDE zoomed into an important position Saturday Evening Post 1,490,353 
ex- among America’s top 10 magazines because it este se al agg “Gana 
Mc- reports, pictures, programs, analyzes and interprets : 91 1.007 
story the most important new influence in American lives 90 1,256 
deal- today—television. If you want 7-day exposure for i 724,957 
e of your advertising, before a vast, loyal audience, "Caveat Newsstand Sales 2,963,000-—Pubtioher’s: Seltmate 


vith take a good look at TV GUIDE! 


The weekly magazine the whole family reads every day... : | 


GUIDE 
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TOTAL CIRCULATION NOW OVER 5,000,000—pusuisner’s EsTIMATE 
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Coming 
Events 


Dealer Conventions 
March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 
March 25-26 — lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
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AUTOMOTIVE NEWS PLATFORM 
11. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of gasoline and oil taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


NADA Re-Focuses Spotlight 
On Employe Relations 


ADA’s directors have performed an important and timely 

service by re-focusing the dealer spotlight on the related 

areas of employe recruitment and employe relations. 

After a year of successful campaigning at the national 
level, NADA now is centering its efforts on the individual 
dealer’s front and rear lines—the showroom and the shop. 

It remains to be seen in what ways NADA “will come more 
effectively into the open” to cope with labor unions’ drive for 
dealership employes. But Fred Bell, NADA executive vice- 
ee pointed up the prospect faced by many dealers in 

is address concluding the San Francisco convention: 

“A year from now, or five, or 10,” Bell said, “the men and 
women, more than half a million in number, who make up 
our industry, will belong to trade unions, or they will not. 
The decision does not rest with them. It rests with us as 
managers.” 

NADA will be performing a service to dealers if its new 
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Moines. 

March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans, 
April 45—Illinois Automotive Trade Assn., 

Leland Hotel, Springfield, III. 

Apr. 10-12—Automobile Dealers Assn. of 
Indiana, Claypool Hotel, Indianapolis. 
April 12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 
Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 
May 5-7—Idaho Automobile Dealers Assn., 

Pocatello. 

May 9-11—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 7-9 — Automobile Trade Assn. of 
evens. Commander Hotel, Ocean 

ty. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General Ogiethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto. 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 6-8 — Maine Automobile Dealers 
Assn., Inc., Samoset Hotel Rockland, 
Me. 

Sept. 8-10—New York State Automobile 
Dealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 

Sept. 8-10—Autometive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke. 

Sept. 15-l6—Kentucky Automobile Dealers 
Assn., Sheraton Seelbach Hotel, Louis- 
ville. 

Sept. 16-17 — 
Dealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee. 

Oct. 1-3—New Jersey Automotive Trade 
Assn., Hotel Haddon Hall, Atlantic 
City. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

* o . 


Auto Shows 


Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond, Calif, 

Feb. 17-23—Syracuse Automobile Show, 
Onondaga County Wear Memorial Bidg., 
Syracuse. 

Feb. 18-21—St. Petersburg Auto Show, Gay 
Blades Autotorium, St. Petersburg. 

Feb. 19-21 — Altoona Auto Show. Jaffa 
Mosque, Altoona, Pa. 

Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S. C. 
March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 

March 14-17— Orlando Automobile and 
Truck Show, Orlando, Fla. 

March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Coli- 
seum, Lubbock. 

March 29-31 — Hutchinson Automobile 
Show, Hutchinson, Kans. 

Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 

Jan. 412, 1958 — Chicago Auto Show, 
International Amphitheatre, Chicago. 

e 3 - 


General 


March 6-8—Annual Spring Technical Meet- 
ing, Metal Institute, Hotel 

Carter, Cleveland. 

March 7-10—9th Annual Pacific Automo- 
tive Show (jobber sponsored regional), 
Civic Auditorium, Seattle. 

March 11-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’ Assn., Windsor Hotel, 
Montreal. 

(See CALENDAR, Page 38, Col, 1) 
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"I'm not sure he'll accept 


our generous tradein offer, 


Boss, but this seems to be a very intelligent man who 
would never pass up a good thing.” 


Letterbox 


‘More Momentum ..... 


2 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Shell vs. Car 


Your Jan. 28 issue has on page 
24, in the “Auto Oddities” cartoon, | 
to the effect that a 50 pound shell) 


fired at a velocity of 3,000 feet per) 


I am sure you will receive dozens | 
of letters from various engineers, | 
but I would like to join the chorus | 
in believing that the shell would) 


of a 3,500 pound car traveling at 22) 


| feet per second. The actual figures | 


would be 150,000 foot pounds per) 
second for the shell and 77,000 foot 
pounds per second for the automo- 
bile-—J. M. Simpson Jr., co-ordina- 
tor of engineering, Warner Gear 
Division, Muncie, Ind. 

* . * 


Sold Out 


I would like to take this oppor- 
tunity to thank every one for the 
comment on my book, “Used Cars, 
a Gold Mine.” There has hardly 
been a letter to me which did not 
stress the need for a more serious 
approach towards present-day mer- 
chandising. 

I also never realized that AvuTo- 


motive News has such a wide circu- 
lation, not only in the U. S., but all 
over the world. 

Because of the unprecedented de- 
mand for “Used Cars, a Gold Mine,” 


| second represents less momentum | the first edition has now been sold 
| than a 3,500 pound automobile trav- | 
| eling at 15 miles per hour. 


out, and there will be a slight delay 
before the second edition will be 
coming off the press.—Enric Cas- 
siren, Automobile Exchange, Ox- 
nard, Calif. 


* * . 


| have almost twice the momentum Qwner’s Pocketbook 


Have been an interested reader 
of all your fine and timely articles 
in your “Turnings” column in 
AUTOMOTIVE News. 

Your column last week titled 
“Fuel Economy Improvement Dis- 
cussed by Engineers” interested me 
quite a bit but it seems to me that 
the auto manufacturers only talk 
about fuel economy but actually 
have done comparatively nothing to 
give a lesser fuel cost per mile. 


Even if our modern auto engines 
do get more efficient because of 
higher compression ratios, better 
breathing abilities, etc., this effici- 
ency does not help the automobile 
owner’s pocketbook, due to larger 
and heavier cars and poor stream- 
lining. 

It would be interesting in your 
future articles if you would discuss 


labor-relations activities promote a re-examination by 
dealers of their own personnel programs. 

Backward employe relations give unions an invitation to 
sign up mechanics and salesmen. Unions feed on dissatisfac- 
tion to achieve their organizing goals. 

Dealers also have been plagued by the dissatisfied em- 
ployes who do not wait for unions, but leave the industry 
al er. The NADA proposal seeking to establish an 
Automotive Retailing Institute promises to fill a void in the 
recruitment of salesmen and managers. 

Commenting on the need for such an institute, Bell re- 
ported to the convention that “haphazard” employment 
and training methods have induced high turnover rates and 
employe restlessness. 

It is commendable that NADA now is proceeding to help 
dealers improve as employers. 


the effect of weight reduction on 
stop-and-go city driving. 

Also very timely would be some 
writing on how well our modern 
American cars are aerodynamically 
streamlined in comparison to our 
better sports cars and what can be 
done to improve our cars in the 
future in this respect. It seems to 
me that in hooding our front head- 
lights we have made a backward 
step as it affects wind resistance 
and wind noise. 

The new Mercury car made 4 
nice fuel-saving step in introducing 
its fan cut-out which saves power 
when the engine is cold.—Jvu.ivs 
Matis, Los Angeles. 


TELA ee 
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The Big Stories 


Chevrolet produced slightly more than 73,000 cars and trucks in 
January, compared with 44,000 units in January, 1926. This was the 
largest January production in the history of the company. 

Buick is operating on a schedule of slightly more than 1,000 cars 
a day, with a total of 22,000 scheduled for February. January’s out- 
put totalled 18,260 cars, which compares with approximately 12,000 
in January of last year. 

Oakland Motor Car Co. produced 5,824 Pontiacs and 2,217 Oaklands 
in January. This compares with 1,476 Pontiacs and 4,309 Oaklands 
in January, 1926. 

Testifying in the government’s tax case- against former minority 
stockholders of the Ford Motor Co., John W. Prentiss, a partner in 
the brokerage firm of Hornblower & Weeks, told of offering Edsel 
Ford $1 billion within the past 30 days for the company’s holdings. 
Ford’s response was a laugh, Prentiss said. 

—From the files of Automotive News. 
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The BLUE CORAL LIQUID and the BLUE CORAL PRESERVATIVE 


SEALER were made for each other too! For over twenty-five 
years this wonderful team has been devoted to preserving, 
enhancing and restoring fine car finishes. They should 
never be used alone! Together and only TOGETHER do 
they become the world famous BLUE CORAL TREATMENT! 


Tell your customers about BLUE CORAL’S priceless com- 
bination of ingredients. Show them how to keep their 
cars a thing of beauty and a joy to drive! They'll love 


you for it! 


© — H.D.T, COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 





News to Note... 
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Auto World in Brief 


Car-Mon Moves 


CHICAGO. — Car-Mon Products 
Co., manufacturers of underground 
and overhead exhaust removal sys- 
tems for carbon monoxide removal, 
has moved from 4554 N. Broadway 
to larger quarters at 1541 W. Devon, 
Chicago. 

> e 7 
National Propane Forms 
Appliance Subsidiary 

HYDE PARK, N. Y.— Propane 
Appliance Corp., a wholly owned 
subsidiary, has been formed by Na- 
tional Propane Corp. The subsidi- 
ary will supply water heaters to 
National's gas customers for sale 
or lease. 

Officers of Propane Appliance are 
H. N. Forman, president; W. A. 
Schmalberger, vice - president, and 
V. J. Parziale, secretary-treasurer. 

= * * 


$2 Million Plant Opened 


By Bridgeport Thermostat 


NEW YORK.—A $2 million man- 
ufacturing plant has officially 
opened in Milford, Conn., by the 
Bridgeport Thermostat division of 
Robertshaw-Fulton Controls Co. 
The plant more than doubles the 
size of the facility it replaced. 

Anthony D. Rapuano, general 
manager of the division, said that 
the new plant is already producing 
precision instruments and compo- 
nents for use in industry and jet 
aircraft. 


+ > * 


Cooke Buys a Bank 


CRESTWOOD, Ky.—V. V. Cooke 
(Chevrolet-Pontiac), Louisville, and 
associates have bought Crestwood 
State Bank here. Cooke is chairman 
of the board. The bank has a net 
worth of $80,477 and was organized 
in 1893.  * 

= 


Auto Club Builds 


LOUISVILLE. — The Blue Grass 
Automobile Club is building a new) 
headquarters building on Walnut 
St., near Barr St., here at a cost of 
approximately $53,000. 

> ” 7 


Lloyd Quits Florida Post 


DAYTONA BEACH, Fla.—J, Sax- 
ton Lioyd, Buick-Cadillac dealer 
and former NADA president, has 
resigned as chairman of the Florida 
Development Commission. He said 
his physician had ordered him to 
lighten his work load. In Tallahas- 
see, Gov. Leroy Collins praised 
Lloyd as “one of the state’s most 
able, unselfish and devoted public 
servants.” 

> ” * 
Somerset (Ky.) Site 
Eyed for GE Glass Plant 


LOUISVILLE. — General Elec- 
tric’s lamp division is considering 
plans for a new $3,500,000 plant, at 
Somerset, Ky., to produce pressed 
glass, including reflectors and 
lenses for sealed beam auto head 
lamps. The company operates a 
similar plant at Lexington, Ky. 

E. A. Howard, lamp glass depart- 
ment manager, said plans would be 
dependent on satisfactory arrange- 
ments for services and utilities, The 
plant would contain 95,000-square- 
feet floor space and be erected on 
a 70-acre site. 

. + ” 
Prestone Price-Cutters 


Blocked by Injunctions 

NEW YORK.—A series of in- 
junctions have been obtained by 
National Carbon Co. to restrain re- 
tailers from selling Prestone anti- 
freeze at less than fair-trade prices. 

Named in the writs were Masters 
Jersey, Inc., Paramus, N. J.; Great 


THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER NAME PLATES 


ore made by 
Worgren-STEMAC. inc. 
(FORMERLY STEMAC., INC.) 


1281 Se. Cherokee, Denver 23, Cole. 
Ask for typical sample, complete details 


| Minneapolis Surplus Store, Inc., 
Minneapolis; Skaggs Drug Center, 
Inc., Great Falls and Butte, Mont., 
and Queen’s Department Store, Inc., 
Hoboken, N. J. 
* + o 
Police Check Cars 


HULL, Que. — Police have or- 
dered some 150 motorists to correct 





defective lights or brakes, Officials| of Gould-National Batteries has 
said the vehicles would be banned| been announced by A. H, Daggett, 
from the road unless repairs were| president. 

made. The building, at 14500 Nelson 
| Ave., La Puente, Calif., covers some 
60,000 square feet. At full produc- 


as : tion 150 workers will turn out 3,- 
OTTAWA, — According to Cans-| ooo natteries a day. William Pace 


dian Government reports, 1,338 auto/ has been named factory manager. 
mechanics and repairmen were| ‘ 
Wilkins Expands 


among the immigrants who entered | 
Canada during the first 10 months NORFOLK, Va. — Wilkins Chev- 
rolet, Inc., is adding 13,500 square 


of 1956. 
* = * 

Gould-National Erects feet of floor space and will have 
|more than 70,000 square feet of 
Factory on West Coast under-roof space when the work is 
ST. PAUL. — Completion of a 
million-dollar Los Angeles factory 
to supply the Southwestern United 
States and Pacific export markets 


* * * 


1,338 Mechanics Added 


Wilkins, president. The company 
also has added 225 feet of frontage 
for car storage. 


_ 


completed, according to Jack R.| 


IH Engine Plant 
Starts Production 


LOUISVILLE. International 
Harvester Co. has started produc. 
tion of truck engines at its Crit- 
tenden Drive plant here. Tractors 
| also are produced, 

The production date was moved 
up, the firm said, because of in- 
|creased demand for light trucks, 
| powered by six-cylinder engines, 
|The trucks are made at IH’s 
| Springfield (O.) plant. 





| The AUTOMOTIVE NEWS ALMANAC is 
a year-round friend. Use it often for statis. 
| ties, buyer information and personne! data, 


The Life Line in the Jeep Line 
Rec) cade am MT 


, in the world-renowned Willys Jeep Li 


ne is the revolution- 


ary Forward Control FC-150 4-Wheel Drive Truck. 


This Forward Control truck innovation puts a 74” pickup box on an 
81” wheelbase—a record-breaking cargo space per inch of wheelbase! 


These exclusive features of Forward Control and 


cargo capacity, plus 


famous Jeep "go-anywhere” maneuverability, are attained with the 


advantages of the Spicer 4-wheel drive line. 


Born and baptized under the emergencies of World War Il, the Spicer 
4-wheel-drive assembly has served military and civilian needs with 
performance records impossible to attain with any other type of drive. 


90% of the world’s small-vehicle 4-wheel-drive assemblies, which in- 
clude axles, joints, shafts and transfer cases, have been supplied by 
Spicer. The experience gained by Dana in the design and production 
of these efficient drives is your assurance of dependable service. 


DANA CORPORATION - TOLEDO 1, OHIO 


k 
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Buick E ives  |sompenying him will be Albert co compaced with; SL7600T% in 1900 
Buic xecutives H, Belfie, general sales manager; The year ended Oct. 31, 1956, 


* - ® 
ee | Jerry Nash, administrative assist- O th Bp | F t This was earned on sales of $46,- 
Visit Dealers on | ant in charge of dealer airectos | n e inancia ron 581,948, according to A. A. Garth- 
| and Waldo E. McNaught, director walte, president, Sales in 1008 
Ad, Sales Plans Se , ro | amounted to $45,912,226, he said, 
FLINT Top Buick executives | stumshin Wieoman. aiaaia, tees | With new plants coming on, —— to the Harris, Upham & Co.| which meant Lee showed a gain of 
mated 1 ia. 7 | im- | study. for the fiscal year. 
have started a four-week nation- | sonville, Fla. Philadelphia, New| Stream, and startup eee ese ¥y ee va $669,717 for _ a ae 
wide business tour of 16 cities to| York, Boston, St. Louis, Kansas| inated, the outlook for Armstrong 
explain details of a new sales and | City, Phoenix, Ariz, San Francisco, | Cork Co. in 1957 is good, according a a Black & Decker 
advertising program to some 3,800| Los Angeles, Portland, Ore., Den-|to a field report on the company, Budd Co., 1956 vs. An rnings, Black & Decker Mfg. Co., first 
Buick dealers and their sales man- | ver and Omaha. |made by the research department | $9,165,274 and $13,790,578; sales, quarter of fiscal year, 1957 vs. 1956: 
agers. Scns: Sei | of Harris, Upham & Co., investment | $307,829,326 and $316,572,778. Net sales, $13,399,410 and $10,863,- 
Buick has launched a price ad- Altman Named brokerage firm. * * * 948; net earnings, $1,565,875 and 
vertising campaign in daily and CHARLESTON, S. C. — James “Despite an expected lower level Lee Rubber Reports $938,105. 
weekly newspapers from coast to| J. Altman, president of Altman in housing starts and but slight im- 
coast. Cadillac Co. here, has been named | provement in the automotive indus- $1,612,800 he Oo ini: Inland Steel 
Edward T. Ragsdale, general man-| president of the Greater Charleston try during 1957, dollar sales are) Lee ae ‘ a rp., ae Inland Steel Co., Chicago, annual 
ager, will head the contingent. Ac- Chamber of Commerce. ‘expected to run ahead of 1956,” ac-| shohocken, Pa. has ported report, 1956 vs. 1955: Net profit, 
De ee eee oe aecemdieet anil eee een neemeeeneomennce RnR RRS AO 


$52,998,726 and $52,466,098; sales, 
$727,151,687 and $659,706,291. 


* * > 


H. K. Porter 


H, K, Porter Co., annual report, 
1956 (preliminary unaudited fig- 
ures) vs, 1955: Net profits, $7,504,534 
and $6,433,107; sales, $140,668,096 
and $106,099,816. 


6 2 
Diagrammatic view of the new Willys Forward Control Jeep Moral Capita? 


FC-150 showing the Spicer 4-Wheel-Drive Assembly, in- A Vital Need, 
cluding axles, joints, shafts, transfer case; and front, center 


and rear Power Take-Off points. Colbert Says 


NEW YORK.—A prime factor in 
building a prosperous company or a 
strong nation is “moral capital,” 
declared L. L. Colbert, Chrysler 


Ps Corp. president, at a dinner in his 
honor sponsored by the National 
/ Conference of Christians and Jews. 


Ey Colbert defined moral capital as 
Kw ; “ideals that men will work hard to 
i ee realize.” He cautioned that the raw 
materials of concrete and steel, or 
even the brains and skills of men, 
were insufficient in building an en- 
terprise without the moral ingredi- 
ent. 

He also emphasized the need for 
better communication among indi- 

viduals, groups and nations. 


“Few things are more important 
to the peace and progress of the 
world than successful communica- 
tion—or education,” he said. “And 
communication — between individ- 
uals and groups—is the first con- 
structive force upon which the 
National Conference of Christians 
and Jews places its main reliance.” 

The dinner, attended by 1,000 
civic, welfare and industrial leaders 
was climaxed by the presentation 
of the Brotherhood Award of the 
National Conference of Christians 
and Jews to Colbert “for distin- 
guished service in the field of hu- 
man relations.” 

Brig. Gen. David Sarnoff, chair- 
man, Radio Corp. of America, made 
the presentation, and Adm. Ben 
Moreell, chairman, Jones & Laugh- 
lin Steel Corp., was chairman of 
the dinner committee and presided. 





* * * 


Engine Meetings 
Staged by Ford 


DEARBORN.—Marketing of Ford 
division’s industrial engines, includ- 
ing a new diesel unit, are being 
highlighted at a series of sales 
meetings which started here Feb, 4, 
according to Leo E. Henn, dealer 
sales manager of Ford’s industrial 
engine department. 

The new diesel engine and power 
unit will be shown for the first time 
to many who attend the meetings. 
It is a four-cylinder power plant 
with 220-cubic-inch displacement, 
and is specially designed for eco- 
nomical operation. 

Field representatives met Feb. 4 
to discuss sales expansion plans. 
Afterward, 30 Ford industrial prod- 
uct dealers attended the national 
sales and service conference here. 





USED CAR DEALERS 
We can supply you with 


CHEVROLETS 
FORDS 


1955 - MODELS - 1956 
other makes too 


lowest wholesale prices 
SPICER PRODUCTS: oll cars clean 


°F As Near As Your Telephone 
EMKAY, INC. 
6850 Cottage Grove Avenue 
37, Winois 


Chica 
Phone: MUseum 4.6969 
Ask for Ben Geller 





The Golden Hawk, with built-in supercharger. 
The Studebaker Hawks are America’s fastest- 
selling sports cars. 





The Studebaker Broadmoor, one of a full line of 
Studebaker and Packard Station Wagons that meet 
the growing demand for style, comfort and utility. 


Studebaker-Packard recognizes that as a dealer, you’re the man who knows your own sales pic- 
ture best. So, Studebaker-Packard has developed the unique “Balanced Volume” Franchise. It 
allows you to order only the units you want when you need them. Yes, throughout the whole 


line—sedans, station wagons, sports cars...even trucks—you control your own volume. Find out 
about all the advantages you get with a “Balanced Volume” Franchise of your own. Call or 
write: Dealer Development Department, Studebaker-Packard Corporation, South Bend 27, Indiana. 


The Packard Clipper adcs the luxury market to 
your list of prospects ... brings you more sales... 
larger profits per unit. 


Studebaker-Packard 


CORPORATION 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Denver 

Denver new-car dealers sold 1,098 
new cars during December, or 17 
percent fewer than in the previous 
month when they moved 1,331. 

New-truck sales dropped 21 per- 
cent, from 154 in November to 121 
in December, 

During 1956, Denver dealers 
sold 18,023 new cars and 2,382 
new trucks, compared with 21,374 
new cars and 2,817 new trucks in 
1955. 

In December new-car sales, Ford 
led with 367, compared with 285 for 
Chevrolet. 

Other registrations were: Plym- 
outh, 103; Oldsmobile, 70; Buick, 60; 
Pontiac, 41; Mercury, 35; Dodge, 33; 
Cadillac, 24; Chrysler, 10; DeSoto, 
8; Lincoln, 8; Rambler, 8; Stude- 
baker, 8; Checker, 8; MG, 6; Nash, 
5; Volkswagen, 5; Hudson, 4; 
Clipper, 2; Metropolitan, 2; Willys, 
1; Austin Healey, 1; Porsche, 1, and 
Triumph, 1. 


Sales by make in the new-truck 
field were: Chevrolet, 51; Ford, 24; 
International, 7; Willys, 7; GMC, 6; 
Dodge, 4; Kenworth, 3; Divco, 2; 
Mack, 2; White, 1, and miscellane- 


ous, 11.—(Ira R, Alexander.) 
am * * 


Louisville 

Both new and used-car business 
has been good in the Louisville area 
and in outlying districts where 
tobacco is grown. 

The burley crop this year was 
larger than had been estimated, 
and brought phenomenal prices at 
the market. 

There is an increasing demand 
for the better grades of used cars, 
from one to four years old, with 
many tobacco farmers buying 
cars better than they had ever 
hoped to own. 

New cars in Louisville are not 
selling quite as well as had been 
expected, with many owners not 
trading one and two-year-old cars 


|as quickly as they formerly did. 
Inducements offered by dealers in 
the daily newspaper indicate that 
they are anxious to hike their new- 
| car volume —(As Auf Williams.) 

= 


| Mt. Vernon, Ill. 


New-car sales are fair in Mt. 
Vernon, Ill., with dealers reason- 
ably optimistic about business, 
which has firmed up considerably | 
since two years ago when one of | 
the large industrial plants went) 
out of business here. Other in-| 
dustry is holding up well. | 

Used-car sales are low but both} 
new and used inventories are below 
normal. 

Credit and repossessions are con- | 
sidered normal, Farmers had a bet- 
ter year and employement and 
earnings are apparently up from 
last year.—(L. H. Houck.) 

> * : 
Sikeston, Mo. 
The first dealer contacted in 








Sikeston, Mo., reported he had 
made every sale this year for cash 
except one and didn’t anticipate 
any credit deals until after the 
spring rush, 


He did speak of intense rivalry | 


among dealers for the customer. He 
said he was not receiving enough 
cars to supply his demand. 

Dealers reported new cars com- 
ing on special order at about three- 
week intervals. Used cars are not 
moving too well and high-priced 
luxury cars are reported selling 
slowly. A dealer or two was re- 
ported to have a fairly heavy in- 
ventory in new cars. Dealers blamed 
cross-selling for most of their 
troubles. 

Repossessions were normal to 
low, credit and employment normal 
and active—(L, H. Houck.) 


* * * 


Pittsburgh 


New-car registrations in the 
Pittsburgh area during the week 
ended Jan. 26 declined from the 
relatively high number reported in 
the previous week, according to the 
Bureau of Business Research of the 
University of Pittsburgh. 

The bureau’s seasonally ad- 
justed index of general business 
activity rose to 117 percent of the 
1947-49 average during the week. 
















Frustrated battery customers are duck soup to handle now. You can take 
care of them in a jiffy with a Dry Charge Delco—the battery that can’t 
get old before it's sold! It takes no time at all to fill this bone-dry 
battery with electrolyte—and since Dry Charge Delcos require no 
booster charge, your customers are quickly on their way with the freshest 


power it’s possible to pack into a battery. 


You can stock all sizes, too—and for long, long periods, knowing they'll 
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and my batterys dead! 


relax! I stock 


Dry Charge Delco 
batteries 





ORIGINAL 
be factory-fresh when you use them. Even Delco cartons are designed rane 
for safe storage. They're extra sturdy so batteries can be stacked right 
on top of each other. Add to this—a complete line, long-life warranties 
backed by Delco and General Motors, and unsurpassed quality—and 
you've got a brand of batteries made to order for your best customers 
as well as your most frantic ones. 


ace 





EQUIPMENT LINE 


eek! eek on 


ON TV... Spectacular “Wide Wide World” on NBC Network, 


ON RADIO . . . Lowell Thomas Newscast on CBS Network. 


See local listings for time and station. 


GENERAL MOTORS LEADS THE WAY—STARTING WITH DELCO BATTERIES 








It had been 114.4 a week earlier, 
The area’s steel-ingot rate edged 

up to 100 percent of practical ca- 

pacity.—(Leon M. Leffingwell.) 


* * * 


Cincinnati 


Motor-vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Jan, 31, showed a sub- 
stantial gain over the previous 
week and is the best week reported 
so far in 1957. 

The 1,781 vehicles sold reflect an 
increase of 251 over the previous 
week and 323 over the like week of 
1956. 

During the week a total of 833 
new cars and 23 new trucks were 
registered, compared with the 676 
new cars and 55 new trucks in the 






































— 


| previous week. 


A total of 880 used cars and 45 
used trucks changed hands dur- 
ing the period, compared with 
765 used cars and 34 used trucks 
in the preceding week. 


Repossessions for the week in- 
creased rather sharply over the 
previous week. The 69 units repos- 
sessed represented an increase of 
33 over the previous week.— (Frank 
Kappel.) 

* aa 
Indianapolis 

January new-car registrations in 
Marion County (Indianapolis), Ind, 
totalled 1,851, approximately the 


|same as the 1,830 registered in the 


previous month, 

New-truck registrations jumped 
from 197 in December to 229 in 
January. 

Ford maintained its comfort- 
able margin over Chevrolet in 
new-car registrations by a count 
of 506 to 341, In the fight for third 
place, Plymouth was well ahead 
of Buick, 222 to 157. 


Other registrations were: Olds- 
mobile, 112; Cadillac, 104; Mercury, 
79; Pontiac, 79; Dodge, 66; DeSoto, 
37; Chrysler, 28; Studebaker, 27; 
Volkswagen, 19; Imperial, 16; Lin- 
coln, 16; Nash, 9; Rambler, 8; Hud- 
son, 4; Jaguar, 4; Austin Healey, 3; 
Mercedes, 3; Metropolitan, 2; MG, 
2; Alfa Romeo, 1; DKW, 1; Hill- 
man, 1; Packard, 1; Porsche, 1; 
Triumph, 1, and Willys, 1. 

Chevrolet accounted for more 
than half of the new-truck market 
by registering 125 units. Other reg- 
istrations were: Ford, 40; Interna- 
tional, 19; GMC, 15; Dodge, 13; 
Studebaker, 6; Willys, 3; Divco, 2; 
Reo, 2; Autocar, 1; White, 1, and 
miscellaneous, 2—(C. L., Kern.) 

- ~ - 


Sioux City, Ia. 


The new-car market was off 10 
percent in January in Woodbury 
County (Sioux City), Ia., with reg- 
istrations totalling 234, compared 
with 260 for the previous month. 

New-truck registrations, however, 
jumped from 25 in December to 35 
in January. 

By make, new-car registrations 
in January were: Ford, 53; Chev- 
rolet, 51; Buick, 26; Oldsmobile, 

25; Dodge, 19; Plymouth, 19; Mer- 
cury, 13; Pontiac, 9; Chrysler, 4; 
DeSoto, 4; Cadillac, 3; Hudson, 2; 
Lincoln, 2; Nash, 2; Studebaker, 
1, and Volkswagen, 1. 

Truck registrations were: Chev- 
rolet, 14; Ford, 9; International, 5; 
Diamond T, 3; Dodge, 3, and White, 
1. 
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Cleveland 


Despite bad weather, January 
sales of new vehicles in the Cleve- 
land area totalled 5,845, nearly 500 
units above the total for January, 
1956. 

Used-car sales amounted to 5,662, 
compared with 6,034 a year ago. 
Also on the downbeat were com- 
mercial vehicles, with 398 new and 
201 used in January, compared with 
470 new and 260 used a year ago. 

New-car sales during 1956 
amounted to 79,391, compared 
with 91,469 in 1955. Ford, which 
was tops in 1955, slipped to sec- 
ond place in 1956. 

Registrations for the year were 
divided as follows: Chevrolet, 18,017; 
Ford, 17,869; Buick, 7,861; Plym- 
outh, 6,292; Oldsmobile, 6,102; 
Dodge, 4.972; Pontiac, 4,787; Mer- 
cury, 4,421; DeSoto, 1,851; Chrys- 
ler, 1.838; Cadillac, 1,782; Lincoln, 
842; Nash, 833; Studebaker, 596; 
Volkswagen, 346; Hudson, 217; Im- 
perial, 206; Packard, 196; Metropoli- 
tan, 91; Rambler, 61; MG, 37; Jag- 
uar, 25; Triumph, 20; English Ford, 
20; Mercedes, 18; Continental, 13; 
Willys, 8, and miscellaneous, 70.— 
(Sanford Markey.) 
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Universal ‘Jeep’ 


ew car Sales drop when snow falls ? 


Snow and ice bring peak sales volume to ‘Jeep’ dealers! 


Do icy roads and heavy snows freeze up your new-car sales volume? Do you 
have to sweat out snow and ice before you know whether your sales volume is 
adequate to cover your fixed costs? 


End your winter slumps. Franchised ‘Jeep’ dealers experience a peak 
demand with the first heavy snowfall. ‘Jeep’ 4-wheel drive traction gives them 
a year-round sales feature for people who must get through, regardless of the 
weather. Power supplied to all 4 wheels of a ‘Jeep’ vehicle reduces the tendency 
to skid... keeps the vehicle moving surely and safely through deep snow or 
over ice-glazed roads and streets. 


Two profit opportunities to choose from: 
1 A ‘Jeep’ Franchise can be your exclusive line. Many former 


passenger car dealers and large service operators are earning substantially 
more profits selling ‘Jeep’ vehicles exclusively. 


2 Or you can add a ‘Jeep’ Franchise to your present line. And 


The {EOP family of 4-Wheel-Drive vehicles 


-_ 


All-new Forward Control 


‘Jeep’ Truck 


WILLYS ...the company on the move 


you don’t have to give up a thing. With a modest addition to your present 
investment, and practically no increase in operating expense, you can 
spread the cost of your present physical facilities over two lines. Thus, 
Willys profits become practically “net profits”. 


$475.16 Gross profit per vehicle sale, after washout. Wash- 
out sheets from many Willys dealers have averaged gross profit retention of 
$475.16 after the washout! How does $475.16 compare with your average 
profit after washout? 


Snow plow your way to sales. A 4-Wheel-Drive ‘Jeep’ vehicle, equipped 


with snow plow, builds good will by helping prospects with snow-clearing 
operations, or earns its keep as a demonstrator in snow-clearing assignments. 


What you can do about it. It will pay you to find out how-a ‘Jeep’ 
Franchise can give you a healthy, profitable sales volume all year long—even 
when the snow is deepest. For details, mail the coupon below. Do it now! 


Dealer Development Department 
Willys Motors, Inc., Toledo 1, Ohio 


Name 


Address 
‘Jeep’ FC-150 
Cie scatter 


Business Position 





Without obligation, please have a representative call and 
give me information about the ‘Jeep’ family franchise. 





AUTOMOTIVE WASHINGTON 


Small-Business Neglect 
Laid to Administration 


By William Ullman 


Washington Correspondent 


a. . are reports that President Eisenhower’s mail is 
full of complaints about his record-high peacetime bud- 
get. There seems to be no coordinated movement behind all 
the correspondence; it is evidently the spontaneous outburst 
of a disappointed public. Sensing the public disappointment 





over higher spending and no® 
tax cuts, Democrats are criti- 
cizing the Administration 


with far more confidence than they | 7 


have shown during the last four 
years. 

One of the most outspoken critics 
is Senator John Sparkman, Ala- 
bama Democrat and chairman of 
the Senate Small Business Com- 
mittee. 

In a recent address, Sparkman 
charged that the President has re- 


neged on his campaign promise to| William Ullman 





“The patience 
of small-business 
men is long,” pro- 
claimed the sena- 
tor, “but it is not 
inexhaustible, For 
myself, I am con- 
vinced that the 
time has come for 
those pledged to 
tax relief for 
small business 
to honor their 


support tax relief for small business. | pledges or be prepared to stand 
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before the entire small business 
community disbelieved and dis- 
credited.” 

These are strong words, but 
recent statements of Rep. Wright 
Patman, Texas Democrat, are just 
as tough. 

+ + + 


Charges in House 


ATMAN is chairman of the 
- House Small Business Commit- 
tee, which has just made the fol- 
lowing charges against the Ad- 
ministration: 

1, The Small Business Adminis- 
tration has supplied much propa- 
ganda but little help to small 
businesa Its loans to small bus- 
iness were stepped up shortly 
before the November elections, 
but the three-year total of its 
loans has been insignificant. 

2. SBA has failed to help small 
firms get a share of Federal 
research subsidies. More than 95 
percent of Department of Defense 
research awards go to big business. 

3. Administrative agencies are al- 
lowing big corporations to take out 
and control patents on Government- 
financed inventions. 

It seems clear from these charges 
that the Democrats will make much 
of small business issues during this 
session of Congress. But it should 





be remembered that SBA, for ex- 
ample, gets its authority to lend 
money from Congress. This year, 
it ran clear through its authoriza- 
tion and had to go back to Con- 
gress to get more. 

* * 


Government Willing 


T IS also true that the Govern- 

ment is just as willing to help 
small business with useful techni- 
cal information as it is willing to 
help bigger firms. Without question, 
the Department of Commerce is the 
nation’s biggest depository of tech- 
nical information on new processes 
and techniques of value to busi- 
nessmen. 

A good many of our big firms 
know this, and make full use of 
Commerce facilities. Many small 
businesses either don’t know the 
information is available or choose 
to ignore it. Perhaps that is one 
reason that they stay small, 

Small firms with a real contribu- 
tion to make to the American 
economy succeed every day. While 
the difficult credit situation has 
deprived some deserving firms of 
capital, the failure to get credit 
is not the only reason why small 
firms fail. Many close their doors 
because they don’t have much to 
offer the buying public. 

And no one really believes the 









PACKARD 
ELECTRIC 


‘ 
. 


—™~ 
~ 





NS “ 
SA a 
a 
= 


=— 


- — 


Click— snap! Here’s new car wiring that... 
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WIRING 
HARNESS 


...goes on in seconds, without mistakes! 


talents to produce lower cost, higher 








It takes just a few simple Packard 
Electric harness units to completely 
connect a new car’s electrical system. 

Each unit is designed for easy in- 
stallation, with all the terminals 
attached. As many as 16 separate 
wires connect instantly through 
mistake-proof multi-connectors con- 
ceived and built by Packard Electric. 

Packard Electric is the world’s 
largest producer of automotive wir- 


ing harnesses. This volume produc- 
tion and years of Packard experience 
help auto makers save millions of 
dollars a year. What’s more, Pack- 
ard Electric alone makes every vital 
part needed to wire automotive elec- 
trical systems. 

With big thermo-plastic equip- 
ment and a complete plant for rubber, 
metal and wire working, Packard 
Electric has the facilities and the 


efficiency wiring for the automotive 
and other wire-using industries. 
Branch Offices in Detroit, Chicago 
and Oakland, California. 


Packard (Electric 


Warren, Ohio GM 


rons 


“Live Wire” division of General Motors 








i 
Government can do anything to 
help such firms. 


* ® * 


The Other Guy 


Powers and labor have finally 
figured out who is responsible 
for inflation. It’s the other guy. 

In spite of President Eisen. 
hower’s hope that management and 

unions could get together to halt 
inflation, spokesmen seemed farther 
apart than ever in a recent appear. 
ance before Congress. 

Two industry economists, 
George P. Hitchings, Ford Motor 
Co., and Bradford B. Smith, of U. 
S. Steel Corp., blamed current 
high prices on wage demands by 
labor. 

Two labor economists, Nat Wein. 
berg, United Auto Workers, and 
Otis Brubaker, United Steel 
Workers of America, accused “g 
few leading corporations” of “arbi- 
trarily” boosting prices and trying 
to lay the blame for their action on 
labor. 

The two factions testified before 
the Congressional Joint Economic 
Committee. After hearing all the 
charges and countercharges, one 
committee member remarked, “I 
am led to wonder whether you 
gentlemen are using the same fig- 
ures.” 








* * « 


No Answer 


HE committee asked the $64,000 

question when a panel of crack 
Government economists took the 
stand. 

“How can we develop a mecha- 
nism whereby business and labor 
can equate wages to productivity 
increases?” queried Grover Ensley, 
the committee chief of staff. 

“Nowhere in the Western world 
have we found the answer to 
that,” replied one economist, The 
others nodded. 

Output per man hour of produc- 
tion workers went up only one to 
2% percent last year, the panel 
claimed. In previous years, it has 
risen as much as 3.6 percent an- 3 
nually. 

The economists thought 1957 
would be a good sales year, with 
more spending for durable goods 
like automobiles. 


Price Ads Boost 
Buick Sales, 
Ragsdale Says 


INDIANAPOLIS. — Increased 
sales in the last 10 days of January 
indicate that Buick’s price-adver- 
tising campaign is paying off, Ed- 
ward T. Ragsdale, division general 
manager, told 200 dealers at the 
start of a nationwide tour by fac- 
tory executives. 

“Incomplete figures for the period 
indicate that Buick sales will show 
a 25 percent increase over the pre- 
vious 10-day period,” Ragsdale said. 
“I am convinced it is the direct re 
sult of our price-advertising cam- 
paign.” 

He continued, “Our dealers tell 
me that the campaign has not only 
increased showroom traffic gener 
ally, but has been directly respon- | 
sible for the increased sale of all | 
model Buicks.” 

He said he viewed rising sales 4 
an indication that the annual spring 
upsurge, missing from last year’s 
automobile market, will return this 
year. 

Buick’s advertising campaign 
spotlights the Special two-door 
sedan, the company’s price leader. 
It carries a manufacturer’s sug- 
gested delivered price of $2,595.83, 
including Federal excise taxes and 
delivery and handling charges. 


600 Fruehauf Gas Tanks 


Ordered by Utica-Bend 


NEW YORK.—Fruehauf Trailer 
Co. will build more than 600 1,200- 
gallon gasoline truck tanks for the 
armed services in a subcontract 
from Utica-Bend Corp. of South 
Bend, according to J. J. Bohmrich, 
in charge of Government contracts 
at Fruehauf, 

The order, which will cost more 
than $1.3 million, will be built at 
Fruehauf’s plant in Omaha. 


Underwood Resigns 


P. James Underwood has resigned 
as executive secretary of the So 
ciety of Plastics Engineers, Inc. 
Underwood is returning to Wasbh- 
ington, D. C. and plans to work to 
ward a career in law. 













































: Biggest ad medium 
+ in the world’s 
biggest car market 


= |S The New York Times. 


In 1956 in the big New York 
city and suburban market 
The New York Times was: 


BIGGEST of — — 
16 million lin 
newspaper 


BIGGEST IN NATIONAL ADVERTISING 


gaining five times as much as the next 
newspaper 


= Must be because 


it sells more cars. 








BIGGEST IN 
FULL-RUN RETAIL ADVERTISING 


more than twice what the next newspaper 
published 


Can you think of a 







BIGGEST IN 
ayn STORE —- 


gaining more than any other New Yor 
newspaper 


BIGGEST IN CLASSIFIED ADVERTISING 
more than all other-New York newspapers 
combined 












better reason for 
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And oh yes — 
BIGGEST IN AUTOMOTIVE ADVERTISING 
AND IN NEW CAR ADVERTISING, T00. — 









using it more yourself ? 
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Che New York Cimes 


New York's advertising leader for 38 consecutive years 
Represented in Detroit by Sawyer Ferguson Walker 
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Across the Nation... 








Auto Dealer Changes 


Seventeen automobile retailing 
organizations have signed Chrysler 
dealer agreements, They are: 

Hurd Motor Co., Calhoun, Ga.; 
John T. Hurd, owner. (Chrysler- 
Plymouth). 

Goodman Chrysler-Plymouth, Inc., 
Tampa, Fla.; Ben Goodman, presi- 
dent, (Chrysler-Plymouth-Imperial). 

Tifton Motors, Tifton, Ga.; 
Johnny Ford and Malcom Tyson, 
partners. (Chrysler-Imperial dual 
with Dodge-Plymouth-DeSoto). 

Parrish-Hamby Motor Co., An- 
drews, Tex.; Raymond Hamby and 
Jack Parrish, partners, (Chrysler- 
Plymouth-Imperial). 

Joy Motor Co., Dumas, Tex.; J. C. 
Dye, general manager, B. W. Joy 
and Mrs. M. B. Joy, partners. 
(Chrysler dual with Dodge-Plym- 
outh). 

Updyke Motor Co., Kirksville, 
Mo.; James W. Updyke, owner. 
(Chrysler-Imperial dual with 
Dodge-DeSoto-Plymouth). 

_ Briggs Sales Corp., Lake Wales, 





LV 


“This is 


The salesman who puts the because into 


ra 


Fla.; Frank Contway, general man- 
ager; Walter O. Briggs jr., presi- 
dent, (Chrysler - Plymouth - Imperial 
dual with Dodge). 


O’Neal Bros. Motor Co., Troy, 
Ala.; George Davis O’Neal, owner. 
(Chrysler-Imperial dual with 
Dodge-Plymouth). 

Birch Motors, Berwyn, IIll.; Ches- 
ter G. Birch and Edwin F. Birch, 
partners, (Chrysler-Imperial). 

J. & W. Motors, Sturgeon Bay, 
Wis.; Arthur Jones and George W. 
Walker, partners. (Chrysler-Plym- | 
outh). 

R. N. Ardrey, Inc., London, O.; | 
R, N. Ardrey, president. (Chrysler 
dual with Dodge-Plymouth). 

Murphy-Clark Co., Inc., Peoria, | 
Iil.; Frank J. Tully, president.| 
(Chrysler-Plymouth-Imperial). 

Stutzman Motors, Inc., Millers- 
burg, O.; Orris Stutzman, "manager. | | 
( Chrysler- Plymouth- -Imperial). 





A-P Super Service, Rogers city, | 
Mich.; Anthony J. Przybyla, owner. 


te 


a good car...” 


his sell turns this morning’s prospect into 
this afternoon’s buyer. But far too many 
prospects are allowed to get away. 


Through Willmark’s national shopping 


staff of research analysts, trained in the 
art of automobile point-of-sale testing, 


you may now employ a complete nation- 
wide program designed to teach success- 
ful automobile presentation, stimulate 


salesmen’s 





interest and increase sales. 






Dodge-Plymouth), 
Hanson Garage, Orofino, Id.; Kes- 


ter Hanson and Kenneth Kouni, | 


partners. 
with Dodge-Plymouth), 

Bill Jones Motor Co., Albany, 
Tex.; William F. Jones, owner. 
(Chrysler dual with Dodge-Plym- 
outh). 

Duke Motor Co., Inc., Dickson, | 
Tenn.; J. B. Duke, president.| 
(Chrysler dual with Dodge-Plym- 
outh). 

* * * 
Walters Joins Grace 


Wynn Walters has been ap- 
pointed sales manager for Grace 
Motor Sales (Lincoln - Mercury), 


11180 Gratiot, Detroit. He has 26) 


years’ experience as an auto sales- 
man, sales manager and dealer in| 
the Detroit area. 

a a * 


Cassetti Adds S-P 


(Chrysler - Imperial dual | 
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\South African Milestone— 


A Rambler, the 20,000th car built by 
Car Distributors Assembly, Ltd., East Lon- 
| don, South Africa, is shown coming off 
the assembly line. R. L. de Lange, right, 


Cassetti Motors, 1451 Lyell Ave., | East London mayor, was on hand to con- 


Rochester, N. Y., has been named | 
a Studebaker - Packard dealer. 
Joseph M. Cassetti, owner of the) 
agency, has been in the auto busi-| 
ness more than 10 years. He said| 
his firm will continue to handle| 


| Willys. 
+ * + 
Brady Sells to Gould 
Brady Motors, Inc., DeSoto- 


\ 
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| 
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“‘This is a Good car, 
BECAUSE...!” 


gratulate P. Maxwell, left, company chair- 
man, as W. Essex-Clark, plant general 
manager, looks on. 





Plymouth dealer in Des Moines, 
has been sold to Eldon Gould, of 
Chicago and formerly of Des 
Moines. The firm will continue 
under its present name and L, J. 
Brady, the former president, will 








Every national program specifi- 


cally designed to fit into your 


sales story 


tation 


All reports devised after consul- 


Forty years of successful point- 


of-sale testing placed at your dis- 


posal 


Tens of thousands of automobile 


showroom tests made in 1956 


alone 


For further information, please 
inquire on company letterhead. 
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continue as vice-president in 
charge of wholesale operations, 
Gould becomes president and 
Peter A. Renda, secretary-treas- 
urer, 

* * * 


Jurgella Buick Formed 


Jurgella Buick Co. has been 
formed at Stevens Point, Wis., to 
succeed the former Schwartz B Uick 
Co. Leonard A, Jurgella is presj- 
dent of the corporation; Raymond 
Jakusz, secretary-treasurer, and R. 
W. Stueck, assistant treasurer 

* * * 


Merritt Takes Dodge 


Gene Merritt has opened a Dodge 
agency at Sixth and Crittenden Sts, 
Arkadelphia, Ark. 

* * * 


Corpus Christi Gets 
Nash, Hudson Agencies 


New Nash and Hudson dealer- 
ships have been opened in Corpus 
Christi, Tex., by H. L, Kirkman 
and W. D. Moyer. 

Kirkman has opened Kirkman 
Car Exchange (Hudson) at 1601 
S. Staples, and Moyer has opened 
his Nash dealership at 1224 N, 
Chaparral, Kirkman plans to con- 
struct an 8,000-square-foot build- 
ing to house a new showroom, 
offices and service department. 

Moyer also operates a Nash 
dealership in McAllen, Tex. 

o * a 


Elliott Buys Deal 


Nevin S. Elliott is the new owner 
of the Ford dealership at Laguna 
Beach, Calif. He has been con- 
i with the auto business since 


* * * 


Ellington Drops Nash 
Josh Ellington, owner of Josh 
Ellington Nash. 1501 Swift, North 
Kansas City, Mo. has given up 
his Nash franchise and will con- 


tinue as a used-car dealer. 
= * + 


Parkins Picks Packard 
Parkins Motors, 521 Broad St, 
Charleston, W. Va., has been fran- 


chised as a Packard dealership. 
. * + 


Bohn Joins Brother 


Donald Bohn has joined his 
brother, Richard Bohn, as a part- 
ner in Dick Bohn Ford, Inc, 
Gretna, La, Richard Bohn formed 
the firm in 1948 in partnership with 
A. A, Claverie jr., and operated as 
Claverie Motors Inc. After Mr. 
Claverie’s death in 1954, the firm's 
name was changed to its present 
form. 


st eis Minds 


Renault Signs Up | 
4 More U. S. Dealers 


Four more dealerships have been 
appointed to handle the French- 
built Renault. 

They are Harry May & Sons, 903 
S. Monroe St., Monroe, Mich.; Euro- 
pean Motor Cars, 2828 Dupont Ave. 
South, Minneapolis; Northern Cad- 
illac-Buick Co., Inc., St. Johnsburg, 
Vt., and Nemith Auto Co., Latham, 
 & 


x * * 


Wilcox Adds Rambler 


: 

' 

Wilcox Motors of 600 E. Pike St, 
Seattle, has been named franchised 
dealer for Rambler, Hudson and 
Metropolitan cars, according to R & 
M. Stephenson, Northwest zone 
manager. 

J. C. McClung has been named 
general manager and R. O. Curley 
sales manager. Wilcox has been 
Western Washington and Alaska 
distributor for Willys cars. The 
Willys dealership will be retained. j 

” * oe 


S-P for Bauman 
Bauman Implement Co., Spencer, 
Ia., is a new Studebaker-Packard § 
dealership. A. J. Bauman is the 
dealer. 


* * * 


Rauschnots Open 


Rauschnots Studebaker, 868 Rice 
St., is a new dealership in St, Paul, 
Minn. Charles A, Rauschnot and 
Hilda L. Rauschnot are owners. 

” * oa 


Willys for Kohls 


Kohls Auto Co., Eau Claire, Wis. 
is a new Willys dealership. Edward 
Kohls is president. 

*~ * 


* 


Lexington Motors Sold 


Homer Derrick jr. and a partne! 
have purchased Lexington Motors, 
Ine. (Pontiac), Lexington, Va. Der 
rick, formerly of Columbia, S. C., is 
‘president and treasurer of the com 
pany. 
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Case Histories of a Salesman 

















e 
tions, Meeting the Practical Problems .. . 
and 
reas- 
pd 
1 Eprror’s Note: This is one of 
Buick a series of letters on practical 
‘ problems encountered in auto 
beset selling. It is written by a veteran 
nd salesman, Bert Simons, who is 
r : active in today’s market. 
; * * * 
> Dear Ed: 
HE other day I had the pleas- 
_— a on of sitting in on another 
a dealer’s regular sales meeting, 
This particular dealership is in 
Detroit and has been the world’s 
largest of its kind for several 
years now. I felt I could learn 
paler- something new or different from 
orpus “champions” and I wasn’t wrong. 
kman Ed, January wasn’t the best 
month for any of the dealers 
kman in the north because of the 
| 1601 severe snow storms and cold 
pened spells, And this one with its 
4 N. team of 12 champions was no 
) COR- exception. 
build- But here’s the point I gathered 
room, - 
nt. 
Nah | Mercury to Pace 
+ | 
500-Mile Race 
. 
owner At Darlington 
. DETROIT. — A 1957 Mercury) 
3 since Montclair convertible has been) 
chosen as pace car for the “South- | 
ern 500” at Darlington, S. C., Labor | 
h Day, Sept. 2. Mercury will also pace | 
Josh the Indianapolis 500-mile race on| 
North Memorial Day. | 
‘m up Mercury’s selection as pace car) 
| con- for all the 1957 Darlington racing) 
events was announced jointly by) 
F. C. Reith, general manager of| 
rd Mercury, and Robert E. Colvin, | 
id St. 3 president of the Darlington race-| 
.fran- | Way. 
hip. The Pace Car is painted white 
with a black top and black and) 
white interior trim. It has a 290-| 
ae horsepower engine. 
neal : Mercury also is providing the) 
— Darlington raceway with a 1957 | 
formed | Mercury Commuter station wagon | 
p with | painted yellow, which will be used 
ted as | 9% & Safety car. Both the pace car| 
a on : and the station wagon are on dis-| 
fi n't | play at the NASCAR international 
. | safety and performancetrials in) 
resent | Daytona Beach, Fla. 
i In addition to the “Southern 500,” 
the Mercury convertible will pace 
| Darlington’s new “Rebel 300,” a 
' championship 300-mile classic which 
e been | Will be run on Confederate Me- 
rench- | Morial Day, May 11. This will be| 
| the first major competition for con- | 
ns. 903 : vertibles ever run over a major 
Euro j paved speedway and is expected to 
‘t Ave. be the fastest stock event ever run 
n Cad- ) at Darlington. 
isburg, * oy atime git prance 
than | GM Employes 
a . 
i Save $45 Million 
ke St. DETROIT.—General Motors’ sal- 
chised aried employes invested $45,615,000 
n and during 1956 in the company’s sav- 
to R. ings-stock purchase program, GM 
t zone @- Said last week. 
A total of 92,300—or 86 percent of 
named those eligible—participated in the 
Curley Program in the U. S. and Canada 
; been last year. The participating em- 
Alaska Ployes saved an average of 8 per- 
. The cent of their salaries. 
ined. The program provides that em- 
Ployes with one or more years of 
Service may save a maximum of 10 

encer, Percent of their salaries. Half the 

ackard employe’s savings is invested in GM 

is the common stock and half in Govern- 
ment bonds. GM contributes $1 for 
each $2 of employe savings which 
is invested entirely in GM common 

: stock. 

8 Rice 

. Paul, 

t and Heldt Joins Weldaloy 

eee, Orville E. Heldt has joined the 
engineering department of Welda- 
loy Products Co., Van Dyke, Mich., 

, Wis. as a material analyst. 

dw: 
AUTO-TURNTABLE 

ld Assembled in 30 Minstes _z 

artnet For indoor- outdoor display @ 

Motors, Send for 

A. Der free folder. 

Co BR AMER-sTAGE 


e com: 805 East 134 St. 


Bronx 54, N. Y. 


that makes champions stay on 
top, Rather than the usual cold 
and hard shot- 
in - the - arms 
given by the 
average sales 
manager when 
the chips are 
down, this fel- 
low Jack Mor- 
gan opened this 
meeting by say- 
ing he under- 
stood complete- 
ly, and sincerely 
felt that if any 
one was to blame it certainly 
wasn’t his boys.” No, sir. The 
boys, he said, deserved more 
praise for a stormy month which 
was loaded with so many obsta- 
cles such as 15 inches of snow 
and lots of sub-zero weather. 
oa * at 

yo Bill Thompson, the 

owner, took over, his ap- 
proach was the same and he said: 














“Fellows, we're champions, both 
you and us, and we're both going 
to act like champions. No one 
man here needs any more 
prompting than remembering 
what it takes to stay on top. 

“We're all here to do a job 
and when we do a job none of 
us will settle for less than the 
best. We are facing more rough 
sledding in this next month of 
February and too, we will have 
less working days to do a job 
in. And because you fellows 
will have to work much harder 
to accomplish the same goal, I 
am going to pay more bonus for 
less quota, 

“And when this miserable 
month of February is over with, 
we're all going out on the house. 
Yes, winners and losers and your 
wives, too. We'll throw a party 
like you never saw before. 

“And if I know my champs, 
we'll be celebrating a victory — 
with two accomplishments, One 


x 


7 





will be a successful sell for Feb- 
ruary regardless of the weather 
and one for a great morale 
builder which we can all stand 
once in a while.” 
* * * 
E?. THE big point I want to 
bring out to you is the sin- 
cerely warm feeling these boys at 
this dealership were left with 
when it was all over. 

I can’t help but think that 
every man in that sales meeting 
walked out with an understand- 
ing between them and “the old 
man” that would only lead to 
more sales and continued cham- 
pionship. 

And it will happen without the 
usual screaming, threatening and 
banging on the desk, which some- 
times leaves the salesman won- 
dering whether they would, or 
should, or could, 

—Bert Simons. 


Pittsburgh Names Cochran 


Appointment of John K. Cochran 
as manager of production for the 
fiber glass division of Pittsburgh 
Plate Glass Co. has been announced, 
Cochran had served as vice-presi- 
dent and general manager of Dup- 
lan Corp., New York. 


21 
sson to Head 


Bengt 
Volvo Distribution 
In North America 


DETROIT. — Bertil Bengtsson 
has been appointed president of 
Volvo Distributing, Inc., here, dis- 


tributor 
Swedish 
car in 
America, 

Volvo, which 
has been sold in 
several states 
since 1955, will 
shortly be availa- 
ble through a net- 
work of several 
hundred dealers, 
Bengtsson said. 

“A complete ad- 
vertising, merchandising, sales, dis- 
tribution and repair setup has been 
organized and we expect the Volvo 
car to become one of the top- 
selling foreign cars within six 
months,” Bentsson said, 

Bengtsson previously was man- 
ager of the Swedish Chamber of 
Commerce in San Francisco and 
also spent a year in the U, 8, study- 
ing market techniques on behalf of 
the Swedish Government, 


of the 
Volvo 
North 











Born for a purpose...delivered on schedule 


When the Car Manufacturer’s Service or Service Engineering depart- 
ment sees the need for a new tool, Manzel specialists are called upon 
for consultation. 
WORKING FROM ADVANCE BLUEPRINTS — usually six to twelve months 
ahead of release dates for new car models— Manzel’s Engineering 
Staff designs the tool. A prototype is made and submitted to the 
Manufacturer. Alterations are made if necessary, and only when final 


approval is given, is the tool produced in quantity. 
CONTINUOUS PRE-PLANNING between the Car Manufacturer and 


Manzel enables Service Manuals, Labor-Time Schedules, Training 
School Instructions . . . and required Service Tools ... to be ready 


before a service problem arises. 


















Every Manzel-made service 
tool is fully warranted. Ade- 
quate stocks permit tools to 
be obtained years after their 


original manufacture. 


@ Factory-authorized manufacturer and supplier of 
approved tools and equipment for servicing Ford. 
Continental, Lincoln and Mercury vehicles. 
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Lawsuits Affecting Dealers... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 
ECENTLY a Mr. Whitton, of 
Brooklyn, wrote, as follows: 
“For a long time I have been a con- 
stant reader of your legal discus- 
sions and articles in AUTOMOTIVE 
News. I have your cases classified 
in a scrap book and when I have 
a legal problem I refer to my book 
hoping to find at 
least one of your 


reported cases 
which will assist 
me to avoid 


financial loss. 

“In the past I 
have saved my- 
self much money. 
One legal ques- 
tion in which I 
am now interested 

“ is whether or not 

i. 2. a state or city 
law can be enforced which requires 
franchised automobile dealers to 





Parker 


dealers need not pay license fees. 
I do not find such a law suit listed 
in my scrap book.” 

Fortunately I located a higher 
court decision decided only last | 
month which held that a regula- 
tion or state law is valid and en- 
forceable which is intended to 
prevent fraud and to promote the 
general public welfare. 

But this court also held that the 
Legislature, under the guise of regu- 
lation, may not lawfully indulge in| 
what is known as class discrimina-| 
tion. Hence this court held invalid) 
and unconstitutional a state law) 
which required franchised automo-| 
bile dealers to pay a license fee 
while exempting unfranchised com-| 
petitors. 

For instance, in Rebsamen Motor 
Co. v. Phillips, 289 S. W. (2d) 170, 
the testimony showed facts, as fol- 
lows: A state enacted a law which 
made it unlawful for any person, 
firm, association, corporation or 
trust to act as a franchised motor 
vehicle dealer without first obtain- 
ing a license and pay a stipulated 
fee, Unfranchised automobile deal- 
ers were not required to obtain 


licenses. 
> . > 


Law Held Invalid 


higher court promptly held 
the law invalid and unenforce- 
able, saying: “In reading and con- 
sidering this act in its entirety 
it is readily apparent that under its 
terms, appellant, along with his) 
salesmen and other franchised deal-| 
ers and their salesmen, were regu-| 
lated and required to pay a license) 
fee for the the privilege of engag-| 
ing in the business of selling new) 
and used motor vehicles while their 
competitors in the same community, | 
who are not franchised, were not 
regulated or required to pay the 
license fee and could operate with-| 
out penalty, even though they were) 
engaged in the same business. We 
hold it unconstitutional and in- 
valid.” 

For comparison, see Parte 
Deeds, 87 S. W. 1030, 1031. In this 
case a state law was litigated 
which pronounces a penalty 
against “any person either as 
owner, manufacturer or agent,” 
who, without having first procured 
a license, “shall travel over or 
through any county and peddle 
or sell vehicles” but provides that 
the law “shall not apply to any 
resident merchant in said county.” 
In other words, this law permits 
any resident dealer in the county, 
but no other person, to sell auto- 
mobiles in the county without a 
license. 

All other persons and salesmen 
must pay for a license. The higher 
court held the law unconstitutional 
and invalid, saying that such a 
discriminatory law falls clearly 
within that clause of the 14th 
Amendment to the Federal Consti- 
tution which prohibits a state from 
denying to any person within its 
jurisdiction the equal protection of 
the laws. 

And the Supreme Court of the 
U. S., in Connolly v. Union Co., 184 
U. S. 540 said: 

“In. prescribing regulations for 
the conduct of trade, a state can- 

not divide those engaged in trade 
into classes, and make criminals 
of one class if they do certain 
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forbidden things, while allowing 
another and favored class en- | 
gaged in the same trade to do 
| the same things with impunity. 
“It is one thing to exert the power 
| of taxation so as to meet the ex- 
|penses of the government. It is 
| quite a different thing for the state 
|to enter the domain of trade or 
commerce, and discriminate against | 


| 





| the 


finance company holds a valid lien, 
the former is not liable in damages 
to the latter. 

For illustration, in Radcliff Fi- 
nance Corp. v. Industrial State 
Bank, 289 S.W. (2d) 645, the testi- 
mony showed that an automobile 
owned by one Levy was badly 
wrecked. He sold it to Monte 
Hasha, an automobile dealer, The 
latter repaired it, using all new 
parts, and subsequently sold it to 
Worsham Motor Sales. 

Radcliff Finance Corp. advanced 


| Worsham $1,301.30 with which to 
| pay Hasha for the car. The finance 


company received from Worsham 
latter’s note for $1,301.30; a 


particular classes. Such a statute chattel mortgage on the automobile; 


|is purely arbitrary, and plainly de- 
|nies the equal 


: and an application for a corrected | 
protection of the! certificate of title, same to reflect! eral 


Oldsmobile's J-2— 


Jack F. Wolfram, right, Oldsmobile gen- 





manager, and Harold N. Metzel, 


| laws to those against whom it dis-| Worsham Motor Sales as owner of| Oldsmobile chief engineer, look over a 


| criminates.” 
| + + * 


|nance Corp. as holder of a first) ‘Rocket’ engine. 
| lien on it to secure payment of the| arranged in tandem help the J-2 develop 


FEW days ago a higher court; amount above stated. 


A ‘Junker’ Sold 


A rendered an unusual decision 


|to the effect that one who inno- 
| cently borrows money on a car 


| previously junked is obligated to 





the automobile and Radcliff Fi- 


Soon afterward Worsham Motor 


pay the amount of his note. And|t,, money nor did it procure and 


further if a finance company levies 





i 
i 


rnc 


ale 


LW 


deliver to Moody the correct cer- 


ita 7. Rep 


| display version of Oldsmobile’s new J-2 
Three dual carburetors 


| 300 horsepower at 10-to-1 compression 
| ratio. At all normal crusing speeds the 


Sales sold the automobile to/|J-2 runs on a single two-barrel carbure- 
Thomas O. Moody and _ received| ter. 
| money. However, Worsham did not} not begin to function until the throttle is 
| pay Radcliff Finance Corp. any of | opened more than three-fourths. 


The two additional carburetors do 





| Instead, it delivered to Moody a! 
pay license fees and unfranchised| on an automobile on which another | tificate of title to the automobile.| certificate of title to an automo-| 
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“WE'LL NEVER BUY 
ANYTHING BUT 


TUBELESS TIRES... FIRESTONE TUBELESS” 





*That, in the words of Mr. C. F. Copeland, briefly sums 


up the way the Pontiac Auto Transport Compan 
Buffalo, N. Y. feels about tubeless truck tires. Mr. 


y of 


Copeland is vice president and former maintenance 


supervisor of the line, which makes deliveries of new 
cars from Buffalo to dealers in New York state, Penn- 
sylvania, New Jersey, West Virginia, Virginia, and 
Ohio. The company operates 95 trailers and approxi- 
mately 30 of their own tractors. They have equipped 
most of the tractors with tubeless tires, and Mr. 
Copeland was interviewed to find out what Pontiac’s 


experience to date has been. 











Q. How long have you been running on tubeless 
truck tires, Mr. Copeland? 


A. About a year. We first got interested in tube- 
less when we started haulin 
cars equipped with them. In the past, we had to fix 
about 25 to 30 flats a day on cars in our storage 
lot. But since the car manufacturers put tubeless 
tires on the cars, we don’t have more than one flat 
a day—and that’s out of 300 cars. That’s why we 
switched to tubeless truck tires. 


bile which previously had 
junked, 

Worsham financed the automo. 
bile for Moody through the Indus. 
trial State Bank. Moody executeg | 
and delivered to the bank a chattg | 
mortgage conforming to the cer. 
tificate of title he had received on 
the previously junked car anq 
signed an application for certificate, 
showing himself as owner and the 
bank as holder of a first lien to 
secure payment of $1,384. 

Several months later Moody dis- 
covered that the automobile in 
his possession was not the car 
originally purchased by Worsham 
from Hasha, Moody declined to | 
make further payments and 4 
suit followed. 

The higher court held that the 
Industrial State Bank was not 
liable to Radcliff Finance Corp. al- 
though the bank levied on the auto. 
mobile originally sold by Hasha 
when erroneously believing that it 
held a chattel mortgage on this 
car. Also, this court held that | 
Moody must pay the bank the | 
amount of the note he signed when | 
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he borrowed money from the bank 
to finance the deal. 


| 
| 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Central Hydraulic System 
Reported Near Production 
aden papas advancements 

classed as possibilities for auto-| 
mobiles of the distant future often | 
are discussed freely by industry | 
people. As certain of these ideas 
move along closer toward produc- 
tion reality in the car of the imme- 
diate future, however, there is an 
understandable tendency to be more 
guarded in discussing them. 

Thus, when an idea that has | 
had widespread attention in pub- | 
lic discussions disappears from | 








apparent whether experiments 
ended in failure or were success- 
ful in evolving a design for pro- 
duction release, 

One important feature which has | 
been given this “now you see it, 


|}now you don’t” treatment is the) 


central hydraulic system. Inherent | 
advantages of such a layout and/| 
design details of a number of sys-| 
tem variations were presented on 
many occasions about three years 
ago. 

It now seems that the reason for | 
absence of this concept from the 
area of public discussion during 





tion versions have been accepted|draulic engineering efforts in the 


for 1958 and 1959 models. 
* * * 

E authoritative statement that 

appears to support this conclu- 
sion is that made recently by L, H. 
Middleton, vice-president and direc- 
tor of engineering, Electric Auto- 
Lite Co. 

During an informal question-and- 
answer session after the dinner 
which concluded 
Auto - Lite’s first 
anniversary cele- 
bration for the 
Power Tip spark 
plug, Middleton 
said that several 
car manufactur- 
ers have had the 
central hydraulic 
system under “in- 
tensive develop- 
ment” and that 
we may expect to . ©. H. Middleton 
see good evidence of this on next 
year’s cars. 

Of the three makers which have 
shown the most interest in such a 
development, two companies are be- 
lieved to be leading in the produc- 
tion release—with present indica- 
tions being that 1958 models will 





view, it isn’t always immediately | the past two years is that produc-| show the first fruits of central hy- 


United States. 

In automotive electrical sys- 
tems, Middleton said he does not 
anticipate any radical changes on 
1958 models, Looking farther 
ahead, however, and envisioning 
electrical systems three years 
hence, he predicted that substan- 
tially more electrical energy will 
be called for. 

This added electrical load will be 
caused by continuation of the re- 
mote-control and power-assist con- 
cepts in automotive design. Diverse 





23 


ment is that pursued by a large 
segment of the industry which is 
working toward the use of an 
alternating-current type of gen- 
erator. This may be mounted on 
the automatic transmission and 
use a suitable rectifier, with trans- 
formers located at the points of 
usage in various positions on the 
vehicle. 

3. A third direction of electrical 
developments mentioned by Middle- 
ton is that which would lead to 
auxiliary power sources or separate 
sources of energy which do not de- 





power applications include lifting| pend upon the main engine of the 


of rear deck lids and hoods, as well 
as for opening, closing and locking 
car doors. Other electrical possibili- 
ties were said to include self-con- 


automobile for driving force. 

When asked about the status of 
dry-charge batteries in the replace- 
ment field, an Auto-Lite official said 


tained “plug-in” or packaged type|the company already is devoting 


air conditioning systems and, per- 
haps, a separate remote electrical 
drive for engine accessories, 
on + = 

(© PROVIDE the increased elec- 

trical energy required for fu- 
ture cars, Middleton said three 
principal lines of attack are being 
followed: 

1. Development work to increase 
the output of present types of gen- 
erators, with the goal being to dou- 
ble or triple the capacity. 

2. Another avenue of develop- 





“We get at least 45,000 miles on the tubeless tires on the trac- 
tors before recapping,”’ Mr. Copeland reports. ““We haven't had 
to recap any tubeless more than once so far, but it looks like 
we'll get two or three recaps out of them.” 


Q. From your standpoint, and from your ex- 
perience with them, what are the advantages 
of tubeless truck tires? 


A. Well, our only tire service facilities are here in 
Buffalo. Our drivers normally carry s and 
change flats on the road themselves, which delays 
deliveries and ties up our trucks. With tubeless 
tires though, punctures show up as slow leaks, and 
we can cut down-time and costs by making repairs 
when it’s convenient. Also, we’ve had considerable 
breakage with wheels on tubed tires, and that’s 
plenty expensive. With our tubeless tires, which we 
run with Firestone rims, that problem is eliminated, 
too. And, of course, there’s no valve trouble with 
tubeless—or at least, we’ve never had any. 


Q. What about mileage, Mr. Copeland? 


A. I know tubeless tires run cooler and give better 
mileage, but I think the people who y notice a 
big difference there are the boys with long over-the- 
road hauls. We’re sold on tubeless for several 
reasons, but, of course, we like the extra mileage, too. 


SUPER TRANSPORT 


SUPER ALL TRACTION 


Firestone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1957, The Firestone Tire & Rubber Co. 


Pontiac Transport specifies Firestone Tubeless on all new equip- 
ment. Here Jerry Mason, Firestone Representative in Buffalo, 
inspects a newly delivered Firestone-equipped tractor being 
readied for the road. 


Q. Ever had any trouble with tubeless tires? 


A. We had a few leakage problems on the first 
ones we bought, but that was before we switched to 
Firestone Tires and Firestone Rims. Since then, 
no trouble. 


Q. In summing up. you’d say your biggest sav- 
ings with tubeless has been maintenance? 


A. Maintenance and inventory costs. Since we’ve 
been buying Firestone Tubeless, we don’t have to 
stock so many. tires. I get fast service whether I 
buy two tires or two-hundred, so there’s no need to 
tie up money and space in inventory. As for mainte- 
nance, right now our tire bill comes to about $4000 
a month. Tubeless tires are bringing that cost down, 
and when we’re running 100% on tubeless, we’ll 
really have a savings. 


Q. Then you'd recommend tubeless tires to other 
truckers? 


A. I certainly would. And I am sure tubeless truck 
tires will save them money. 








ALL TRACTION 





TRANSPORT HEAVY DUTY 


Enjoy the Voice of Firestone on radio and television every Monday evening over ABC 





more than 60 percent of its replace- 
ment battery production to the dry 
battery, and will move rapidly to- 
ward 100 percent production of this 
type of storage battery. 

An interesting bit of informa- 
tion for those who are responsible 
for servicing automobiles was 
contributed by W. E. Blank, vice- 
president and director of market- 
ing, who revealed that Auto-Lite 
plans to announce a new type of 
spark plug tester using meter 
readings to indicate plug per- 
formance. 

The mechanic will see a simple 
indication telling whether the plug 
is “good” or “bad”—and no longer 
will have to depend upon individual 
judgment based on visual observa- 
tion of the spark. No further de- 
tails were given by Auto-Lite, but 
it is probable that the new plug 
tester is to be of the electronic type. 

* a 7 


Corning Glass Researchers 


Describe Future Products 

ASILY formed, lightweight, in- 

expensive glass may someday 
become the principal structural ma- 
terial, This is just one of the in- 
triguing possibilities revealed in a 
glimpse of the future afforded by 
a new booklet, entitled “This is 
Glass.” 

The Corning Glass Works’ pub- 
lication indicates that future de- 
signs may embody glass struc- 
tural elements cemented or fused 
together without conventional 
fasteners. The weight of such a 
structure allegedly “would be one- 
third that of steel,” while the 
strength (at equal weight) “many 
times that of aluminum.” 

As an outgrowth of such an ad- 
vance in glass technology, the re- 
port says we may expect to see 
lighter automobiles, as well as 
lighter buildings, trains, bridges, 
ships, etc. 

Another intriguing automotive 
possibility is hinted at in an asser- 
tion that glass itself someday may 
be a source of light. One applica- 
tion referred to for this concept is 
a “self-lighting” road—with “phos- 
phorescent glass used as a wear- 
resistant road material, softly but 
distinctly outlining the highway at 
night and elastic enough to prevent 
disintegration by frost.” 


Olds Picks Nolan 
In Indianapolis 


INDIANAPOLIS. — A. Stuart 
Nolan has been named manager of 
Oldsmobile’s new Indianapolis zone 
which will serve 
130 dealers in In- 
diana, western 
Kentucky, north- 
western Ohio and 
two counties in 
Illinois. 

Nolan formerly 
was assistant zone 
manager in Cin- 
cinnati. He joined 
General Motors 32 
years ago as a 15- 
year-old clerk in 
Buick’s New York office. 

John A, Treanor, business man- 
agement manager in Washington, 
is assistant zone chief in Indian- 
apolis, and J. R. Staneart is office 
manager-car distributor, the post 
he formerly held in St. Louis, W. H. 
McMillan is service manager, and 
J. T. Kolencic is business manage- 
ment manager. 





A. 8, Nolan 


Parker Appoints Rep 
PENSACOLA, Fla. — Industrial 
Piping Supply, Inc. has been 
formed here to become a distribu- 
tor of Parker tube and hose fittings 
and related materials. 
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"A. billion dollar business in 1957 — 


exclusively yours... 


(On January 23rd we invited the nation’s leading financial and auto- 
motive editors to a National Truck Conference at the Ford Rotunda in 
Dearborn. Its purpose was to help focus national attention on the 
important role the trucking industry is playing in our national economy 
and on Ford’s increasing contribution to the industry. 

One of the principal speakers at this Conference was R. S. McNamara, 
Vice President, Ford Motor Company, and General Manager, Ford 
Division. Because his predictions about the trucking industry’s immediate 
future have great meaning for our truck dealers, we are summarizing 
them here.) 


“We all know that trucks have become the dominant means of 
hauling in this country because they provide the fastest, most 


economical way to move goods. 


“Every day trucks carry the equivalent of 30,000 pounds of goods 
one mile for each family in the United States. 


eer 


The number of trucks on the road has doubled from five to ten 
million in the last decade. 


“One out of 10 people employed in our country today owes his 


job to truck transport. 


“But the glowing terms in which we describe the growth of the 
trucking industry become almost pale when we look ahead. 
In the next few years the combined efforts of federal, state and 
local governments will pour $90 billion into the nation’s new 
highway building program. This tremendous expenditure obvi- 
ously will furnish the opportunity for truck transport to estab- 
lish a still higher plateau of volume. 


“The national economy will probably be at a $555 billion level in 
10 years. Since the need for trucking services closely parallels 
the ‘operating level’ of our economy, it is obvious that the truck 
transport industry will require production at an annual rate of 
1% million units within the next decade. That represents a 


30 per cent increase over present annual volume. 


“Requirements of the trucking industry are moving fast, and we 
at Ford are moving with them. Trucks and truck service will be a 


$1,000,000,000 business this year for our dealers. 


“We have set up completely separate product planning, engi- 
neering, manufacturing and marketing organizations for trucks. 
In the past two years, we have incorporated separate truck 


C. J. Williams, Chairman of the Board, American Trucking Association, talking 
with R. S. McNamara, Vice President, Ford Motor Company, and General 


+ Manager, Ford Division, and James O. Wright, Assistant General Manager, 


Ford Division, at the recent National Truck Conference held at the Ford 
Rotunda, Dearborn, Michigan. The truck is a Ford C-800 Tilt-Cab, one of six 
series of new Tilt-Cabs in the 1957 Ford Truck line. 
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assembly facilities in each of four new plants we have opened in 


New Jersey, Kentucky, Missouri, and California. 


“Our engineering and tooling for the 1957 line of Ford trucks has 
cost $77 million—compared to the $25 million we spent for the 


1956 line. 


“We think that our new products are the most tangible evidence 
available today of the impact of the new era in transportation 


upon truck design. 


“Trucking today demands shortened maintenance time, greater 
maneuverability and bigger payloads. We are answering these 
requirements with our new Tilt-Cab line. It’s the most complete 


Tilt-Cab line and the lowest priced line in the market. 


“We have increased horsepower 8 per cent to handle heavier 
loads and keep trucks abreast of faster flowing traffic. 


“We've given our trucks the same sleek, modern yet functional 
styling that business demands everywhere else today. The 
Styleside pickup, for instance, not only streamlines the vehicle 
for its full length, but adds 25 per cent to its load space. The 
new Ranchero model is another prime example—a completely 
new concept in trucks and truck styling. 


“The massive styling of our big trucks reflects their more rugged 
construction, greater utility and added payload capacity. Through- 
out the line there are mechanical advancements that will improve 


performance and increase durability. 


“Our goal for 1957 has been to produce a broadened line of 
vehicles for an increasing number of specialized jobs, and at the 
same time preserve for the truck buyer the cost savings that 


come only from mass production. 


“I think you can judge from these comments that I am very 
enthusiastic about the sales outlook for Ford trucks in the 


coming year.” 


FORD © THUNDERBIRD ¢ MERCURY ° LINCOLN °¢ CONTINENTAL 
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Dodge Dealers Celebrate Birthday— 


Members of the Dodge Dealers Advisory Council took time out from convention 
matters at Charlotte, N. C., to honor Russell B. Lentz, president, City Motors Co., 
Sportansburg, S. C., on his 60th birthday. From left are Matt Howell, Winston Salem, 
N. C., DDAC secretary; Sam Jones, Columbia, S. C., retiring chairman; Lentz; William 
Witham, Dodge Charlotte regional manager; Glen Knox, Richmond, Va., vice-chairman; 
John Hughes, Lynchburg, Va., incoming chairman, and William Kough, Chrysler Corp. 
Charlotte zone manager. 


Auto Personnel 


The promotion of Donald J. Smyth 
to manager of passenger-tire sales 
for General Tire & Rubber Co.’s 
Denver division has been an- 
nounced, 

Formerly Denver territory man- 
ager, Smyth has been associated 
with General Tire since 1953. He 
previously worked for the General 
Tire distributor in South Gate, 
Calif. 


* * * 


Richardson Promoted 


Leon D. Richardson has been ap- 
pointed assistant general sales man- 
ager of Eutectic Welding Alloys 
Corp., Flushing, N. Y. Richardson 
had been Eutectic’s sales manager 
for the Eastern states. 

as ¥ * 


Chrysler Ups Mitchell 


F. S. Mitchell, formerly staff ex- 
ecutive in Chrysler Corp.’s stamp- 
ing and general manufacturing 
group, has been promoted to plant 
manager of the company’s Eight 
Mile Rd. plant, Detroit. He joined 


Chrysler as a graduate student in 
the Chrysler Institute of Engineer- 
ing in 1938. 

* * 
Clayton Appoirt: Adams 
Divisional Sales Director 


R. D. Adams his been appointed 
sales director for the steam cleaner, 
dynamometer anc chemical divi- 
sions of Clayton Mfg. Co., El] Monte, 
Calif. 

Adams will succeed Walter Wood, 
who, at his own request and for the 
purpose of reducing travel time, 
will take over as regional manager 
for the 11 western states under 
Adams. 

* + = 


GMAC Promotes Callan; 


Names 5 Vice-Presidents 
James A. Calan, General Mo- 
tors Acceptance Corp., vice- 
president who has been in charge 
of overseas and Canadian branch 
operations, has been appointed 
general assistant to J. D. Deane, 


NEW IMPROVED 


RAYBESTOS BRAKE LININGS 


lick HEAT and 


WEAR problems 


These new products feature not one, but six impor- 
tant new advances in design and performance for power 


and manually operated brakes! 
1. 


improved linings. 


2. 


New Heat Resistance—New 14-in. wheels mean less air-cooling space 
and higher brake drum temperatures. To withstand this greater heat, 
Raybestos uses new compounds and manufacturing processes to provide 


New Fade Resistance—For certain cars with special braking problems, 


USE 


new “fire band” grooving gives greater heat dissipation at all speeds, 


reduces fade, results in longer life. 


New Braking Power—New Raybestos compounds, resins and binders 
produce lining materials that give extra braking power, also give better 


pedal “feel” for all cars, including those with power brakes. 


New Quiet Performance—A new manufacturing process, plus exclusive 


VRayleite 


THE 
POINT 
BRAKE 


iz 


Includes Adjustment 


Pull front wheels, inspect linings 


Check brake drums 


Inspect front wheel bearings 


“contour grinding,” produces linings that give quieter-than-ever per- 


formance during critical breaking-in period and throughout lining life. 


New Long Life—New compounds, new resins, and new binders give 
linings greater inherent durability. Lining life is greatly increased on all 


cars ... including those with power brakes. 


New Positive Safety—Linings are checked and rechecked by proving 
ground tests. Many grueling test stops from 80 to 125 mph, plus other 
proving ground tests, assure that extra safety factor so vital to car owners 


traveling on congested highways and superspeed turnpikes. 
RELINE WITH 


AMERICA’S BIGGEST SELLING FRICTION MATERIAL 


Clean brake assembly 

Check hydraulic system 

Adjust brakes or recommend a reline 
Road test brakes 


You get paid for every car you check 
Ask your Raybestos jobber for full details today 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONN. 


RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks © Ciutch Facings 
Fan Belts ¢ Radiator Hose © Industrial Rubber ¢ Engineered Plastics « Sintered Metal 
Products @ Rubber Covered Equipment ¢ Asbestos Textiles ¢ Laundry Pads and Covers 


M 


Packings © Abrasive and Diamond Wheels © Industrial Adhesives © Bowling Balls 
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operations executive vice. 
president. 

GMAC also named five new 
vice-presidents. The men and 
their assignments are: Albert P, 
Slocum, overseas branch opecra- 
tions; Thomas F. Gentlemen, 
Canadian branch operations; Al- 
lan M, Casey, assistant manager, 
western U. S, branch operations; 
Thomas W. Towell, assistant 
manager, eastern U. S. branch 
operations, and Elmer C. Sanders, 
planning and development man- 
ager. a oe 


Hollingshead Names Whipple 


To Head Automotive Sales 


Richard Whipple has been ap. 
pointed sales manager of the auto. 
motive division, ‘ 

R. M. Hollings- 
head Corp, Cam- 
den, N. J. 

Whipple joined 
Hollingshead in 
1948 as a district 
manager for the 
automotive divi- 
sion, was pro- 
moted to national 
accounts manager 
in 1953, and moved 


east from Indian- R. Whipple 


apolis to become assistant sales | 


manager at the Camden headquar- 
ters in 1954, In 1955, he transferred 
to the special brands division as 
account manager. 

= 


Aumand Appointed 


O. W. Aumand, formerly a Mon- 
treal sales representative for the 
commercial truck trailer and truck 
equipment manufacturer, Canadian 
Trailmobile Ltd., has been named 
regional sales manager for Eastern 


Canada. 
= * * 


Jarmain Moves Up 


E. Graydon Jarmain has been ap- 
pointed treasurer of Canadian Ac- 
ceptance Corp., Ltd. Ottawa. He 
joined firm in 1954. 

e z > 


Clark Names Thayer 


Bruce W. Thayer has been ap- 
pointed manager of the new Chi- 
cago sales and service branch of 
Clark Equipment Co.’s Industrial 


Truck division. 
+ > > 


Inco Appoints Clarke 


Kenneth H. J. Clarke has been 
appointed manager of Canadian 
sales, advertising, market develop- 
ment and research for International 
Nickel Co. of Canada, Ltd., Toronto, 
succeeding C. E. Macdonald who 


has retired. 
* . : 


Aro Equipment Appoints 
Wilson, Raymond in Sales 


Two sales representatives have 
been appointed to the Chicago staff 
of Aro Equipment Co., Bryan, O., 
manufacturer of lubricating equip- 
ment. 

John E. Wilson will cover north- 
ern Illinois, excluding Cook County, 
and Leo F, Raymond jr. has been 
assigned to Cook County and Lake 
County, Ind. 


* > ” 


Standard Boosts Larson 


L. S. Larson, recently promoted to 
treasurer of Standard Products Co. 
Cleveland, has been elected finan- 
cial vice-president. He joined 
Standard 12 years ago after 17 
years with General Motors. 

* + 


Cole Heads Supply Firm 


Gerald O. Cole has been named 
president of Auto Haulers Supplies, 
Inc., Detroit, and John Noonan will 
Serve as secretary and treasurer. 
The company distributes Fruehauf 
parts and represents other manu- 
facturers of supplies for the haul- 
away industry. 

* : + 


Thor Picks Bertram 


Martin A. Bertram, a service en- 
gineer for Thor Power Tool Co. 
Aurora, Ill, has been appointed 
manager of Thor’s new Great Lakes 
electric tool sales zone. 

x a 


Alloy Picks Director 


J. Harry Flavell, president of W. 
Q. Barnes Co. of Detroit, has been 
elected as a director of Alloy Steels, 
Inc., specialists in tool steels, alloy 
steels and aluminum. 

* + 


New Lincoln Staffmen 


Three new staff appointments to 
the Lincoln district sales office in 
Cleveland are announced. They are 

(Continued on Page 27, Col. 1) 
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Auto Personnel 





(Continued from Page 26) 


Vincent Donovan, zone manager; 
Robert E. Guina, district planning 
and administrative manager, and 
Robert S. Smith, merchandising 
manager. tee Be 


Johnson Elected President 


By Goshen Rubber 


The directors of Goshen Rubber 
Co. have elected William J. John- 
son, formerly vice-president and 
treasurer, to be president and 
general manager, succeeding 
Elmo E. Niccum, who was killed 
in an auto crash in November. 

Richard G. Bigler was ap- 
pointed assistant to the president 
and will continue as secretary. 
Wayne E. Burger was elected 
treasurer. Named to the board 
were Johnson, Joseph 8S. Royal, 
H. A. Anglemyer, Bigler, Burger 
and Joseph L. Lantz. 


Ford Market Research 


To Be Directed by Brown 


The appointment of Dr. George 
H. Brown as Ford division mar- 
keting research manager has been 
announced by R. 
S. McNamara, 
Ford division gen- 
eral manager. He 
succeeds R. J. 
Eggert, recently | 
named marketing | 
research manager 
at Ford Motor| 
Co.’s central staff. 

Dr. Brown, a 
past president of 
the American 
Marketing Assn., 
has been consumer research man- 
ager at Ford division since 1954. He} 
came to Ford from the University | 





G. H, Brown 


of Chicago, where for 17 years he | 
was professor of marketing. 
. * = | 


Stortz, Anderson, Gerling 


Appointed by Norlipp 

Norlipp Co., Chicago, manufac- 
turer of mirrors and other automo-| 
tive products and accessories, has 
announced the appointment of three | 
key executives. 

They are Robert Stortz, design 
engineer; Art Anderson, tool design 
and die chief, and Henry F. Ger- 
ling, director of sales, sales pro- 
motion and advertising. 

+ od . 
Firestone Picks Lord 


Harry Thomason, district sales 
manager for Firestone Tire & 
Rubber Co., has announced the ap- 
pointment of Blaine Lord as Los 
Angeles district service represent- | 
ative. He is successor to Roy Bar- 
rett. 


Good Named President 


Of Lackawanna Leather 


Carl F. Good has been named 
president of Lackawanna Leather 
Co., Hackettstown, N. J. 

Ross L. Dimm jr. is the new ex- 
ecutive vice-president and treasurer. 

om > * 


Pearson Named Manager 


For Studebaker in Portland 


New zone manager for Stude-| 
baker in Portland, Ore., is Lyle N.| 
Pearson, former assistant zone | 
Manager in San Francsico. 

He succeeds Robert Pistor, who | 
has been assigned to Philadelphia. | 


* * * 


McGrath to Move 


John E. McGrath, director of the 
transportation program at the| 
American University, Washington, 
has been appointed assistant direc- 
tor of education for the new trans- | 
portation center at Northwestern | 
University. 

* * * | 


GM Appoints Bramblett 


Labor Relations Director 


Earl R. Bramblett has been ap- 
Pointed director of labor relations 
for General Motors. He joined the 
corporation with Chevrolet at Flint 
in 1928 and has been a member of 
the GM personnel staff since 1936. | 

In 1941, Bramblett was named 
director of the personnel service 
section, and in 1944 was assigned 
to labor relations -where he repre- 
sented GM in arbitration proceed- 
ings, In recent years, he has par- 








ticipated in the negotiations and 
the daily administration of con- 
tracts between the company and 
unions, 

* * ~ 
Parker Names Thompson 


General Sales Manager 


E. B. Thompson, assistant sales 
manager, Parker Rust Proof Co., 
Detroit, has been promoted to gen- 
eral sales manager. 

Thompson joined Parker 19 years 
ago and was assigned to Parker’s 
New York office sales-service staff. 
He later was promoted to western 
region and Chicago office manager. 

* * * 


McTernan, Gotsch Get 


S-P Financial Posts 


James J. McTernan jr. has been 
named controller and Arthur E. 
Gotsch, .treasurer of Studebaker- 
Packard. 

McTernan, who joined Packard 
in 1952, has been controller for 


AT OPEN THROTTLE 
HIGH SPEEDS AND AT 


HIGH VACUUM 
LOW SPEEDS 


CHROME CONTROL 
LEAK-PROOF PISTON 


RINGS HAVE 


CRACKED THE OIL 
MILEAGE BARRIER! 


INSTANT BREAK-IN! 


TOP PERFORMANCE 
IMMEDIATELY. 


Chrome Control rails are 
prepared for instant mating, 
before installation, by the 
exclusive McQuay-Norris 
heat shaping process, followed 
by lapping. They start with 
perfect bearing on the cylin- 
der wall surface. To facilitate 
immediate top performance, 
Chrome top rings are used 


only where needed. 


NO OIL WASTE! 


Studebaker division and prior to 
that was manager of general ac- 
counting for Packard division. 
Gotsch has been manager of the 
export credit. He joined Stude- 
baker in 1928. 


ea * * 
NSPA Names Latimer 


Washington Consultant 


Appointment of J. Austin Lati- 
mer, Washington attorney, as con- 
sultant on governmental affairs to 
the National Standard Parts Assn. 
has been announced by J. L. Wig- 
gins, executive vice-president of 
the association, 

Latimer will be associated with 
NSPA general counsel, Harold T. 
Halfpenny, and will make his head- 
quarters at the NSPA Washington 
office, 1001 Connecticut Ave., N. W. 


a * * 
GMAC Boosts Wilson 
W. Eric Wilson has been elected 
vice-president and general manager 
of General Motors Acceptance 
Corp. of Canada, Ltd. He has been 
a director and manager for eastern 
Canada since March, 1955. 
* * * 


Borden Boosts Sullivan 


Eugene J. Sullivan has been ap- 
pointed sales vice-president for 


NO FRILLS...NO TRICKS... JUST 


AT HIGH SPEED DRIVING. 


Special patented flexible ex- 
pander prevents high speed 
ring “‘flutter” and “‘surfboard- 
ing.”” Chrome Armored steel 


rails wipe oil from cylinder 


walls and safeguard cylinders. 


AT LOW SPEED DRIVING. 

Specially designed and 
machined separator ring sup- 
ports. and stabilizes Chrome 


Armored steel rails— prevents 


rocking—seals the groove 
—prevents low speed oil 
around the ring 
due to high vacuum — yet per- 
mits free action in the groove. 


**c-r-e-e-p”’ 





Borden Co.’s Chemical division. He 
joined the division 10 years ago and 
most recently was general manager 
of the resins and chemicals and 
polycomonomer departments. 

* * * 


AC Spark Plug Appoints 


Caserio to Sales Post 


Martin J. Caserio, former chief 
engineer of automotive products 
and research at the AC Spark Plug 
division of GM, has been named 
AC’s director of engineering and 
equipment sales. 

Caserio joined AC as a metal re- 
search engineer in 1937, Since then 
he has held numerous engineering 
positions, including chief metallur- 
gist, military products engineer and 
resident assistant, chief engineer. 

* * 


Thacker Retires 

Glen Thacker, formerly sales 
manager for Angelus Chevrolet, 
Highland Park, Calif., has retired 
after 30 years in the auto business 
and has bought a motel in Pismo 
Beach, Calif. 

* 2 * 


General Tire Picks Dalzell 


As Eastern Division Rep 


Robert C. Dalzell has been named 
manufacturers representative for 


te 





fan, xGREAT PERFORMANCE. 
22s THE FAMOUS 


McQUAY-HORRIS 


HROME 
ONTROL 
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The General Tire & Rubber Co.’s 
eastern division. 

Dalzell, formerly New York divi- 
sion office manager, will headquar- 
ter in New York, covering that city, 
upper New York State and parts of 
New England. He has been associ- 
ated with General Tire since 1935. 

* ok * 


Firestone Names McKenzie 


Merchandise Manager 

The promotion of L. O, McKenzie 
to division merchandise manager of 
batteries, spark plugs and anti- 
freeze has been announced by Fire- 
stone Tire & Rubber Co., Akron, O. 

McKenzie succeeds B, E, Hogan, 
who was promoted to division mer- 
chandise manager of television and 


radio. 
+ * x 


Perfect Circle Appoints 


Frandsen Sales Engineer 

George Frandsen has been named 
sales engineer for Perfect Circle 
Corp. 

Formerly a manufacturers’ en- 
gineer at the company’s Hagers- 
town, (Ind.) headquarters, Frand- 
sen will be working under Rufus 
Austin, head of the firm’s Detroit 
office. 
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designed for 
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Top Chrome 


Ring where 
needed. 





|one again. 


JUMPED out of the way of a 

speeding car in a Big City the 
other day. The chassis left dust on 
my sleeve and the woman driver 
glared at me. I’d been in her way 
as she broke a light, turning left 
from a righthand lane. A cop 50) 
feet away did a French what-yuh-| 
going-to-do-with-women shrug and | 
grinned. 

Well, the cop had a glut of | 
other cars on his hands, and in 
his hair. The woman was a block | 
away by then and — a woman, 
is a woman, isn’t she? .. . spe- 
cially to a cop. But I was a bit 
shaken. I'd rather get dust on my 
sleeves from a fence post in the 
country than from a quarter- 
minute from the morgue. 
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work for this woman, until she can 


save, with the extra time, as much | 
as the man stole from her?” 


“Sure. It won’t help the woman 
to lock the man up,” said the judge. | 


So the marshall, being more of a} 


Wise Man than we sometimes find|@ = 
| today, talked to the culprit — and 


he worked for the woman three | 
months. She saved more than she | 
saved before in two years. And the 
thief had time to think. He’d think | 
a long time before he robbed any- 


* * x 


White Man’s Justice 


S SOME of our law too punitive? | 

Maybe it’s Mosaic—“an eye for} 
an eye.” 

Now let’s hop over to Africa, 
which we sometimes call “back- 
ward.” In much of Africa, the 
British rule the roost, and their | 
law has, since our colonial days, 
been the basis for ours, The Afri- 
cans, a practical people, get pretty 
puzzled by the white man’s sense 
of justice. 

When an African steals from 
another African, the white court 
throws him in jail. The “backward” | 
African law is to keep the thief out | 


cma . 


ee | 


|Warren-Cadillac Adds Warehouse— 


| 

|make them effective. Our great 
| mistake is in looking upon men ag 
| virtuous — or in thinking laws cag 
make them virtuous. Consequently, 
| the great art of the law-maker jis 
'to devise laws that make humag 
| vices useful to virtue.” 

P. S.—Virtue is a queer and beau. 
tiful thing. I think that restitution, 
not punishment, makes more sense, 

| Once I knew a virtuous army. sur. 
| geon. He was an incompetent little 
man who had the high com. 
petence of knowing he was incom- 
|petent. When he couldn’t heal 


For the second time since Warren-Cadillac, Inc., constructed its building in Minne- | wounded troops, he found a doctor 
apolis in 1950, the company has outgrown its facilities. H. E. Warren, president of the | who could. He should have been a 
Cadillac distributorship, has let a contract for this $110,000 parking and parts ware- 
house addition. The unit, 56 by 135 feet, will be erected on pillars to permit covered | 
parking for cars. It will contain 7,500 square feet and will adjoin the present building. 


to pay back to the damaged per- 
son what was stolen. 

If an African kills a child in 
drunken driving — or just plain 
drunkeness — the law requires 
the killer to turn over one of his 
own children in restitution, 

Africans being backward, can’t 
see what good it does to dump a 
criminal in the klink without his 
making good the damage he’s done. 
In our courts, we use the word 
“equity” a lot. In Africa, they prac- 


child would not suit our psychology. 
But in Africa it does, because a} 
child is a child, regardless of whom 
its parents are. 

Should we judge a country as| 
backward because its customs differ | 
from ours? I think a woman driver | 
in New York a week ago—and a 
woman in Dodge City, Kans., 80 
years ago, have something to teach | 
us about equity and justice. 

The English jurist, Lord Bling- 
broke, once said: “It is easy to 


So a gent grayer than I put his of jail until he earns enough money | tice it. Of course, a chil d-for-a-| devise good laws. But it’s hard to 


arm through mine on the curb and 
said, “A miss is a good as a smile, | 
you know. And like men who've 
had wife-worrying secretaries for 
years, New York is car-carless. | 
Less cautious.” 
Then he reminisced, as we live-| 
long-ers do. “Years ago, when 
horses pulling phaetons skittered 
when a four-cylinder motorcar 
back-fired, the law required a car 
in the city limits to be “preceded 
by a man on foot carrying a warn- 
ing lantern.” I think the law is still 
on the books. But wouldn't that| 
cop have a time enforcing it now!” | 
7 * > 
Single-Footing Calm | 
GOT me to thinking, Maybe 
there was value in a law like 
that. It didn’t merely punish; it 
tried to keep horses — with women 
drivers—calm, single-footing, and| 
sedate. So many of our laws throw 
a guy, who damages somebody, into 
the klink. His self respect goes into 
low gear, and his engine misses. It 
costs the City or State money. That 
means taxpayers’ money. But it 
doesn’t pay back the damage to the) 
guy who was hurt. | 
Suppose I'd been hit. If the | 
car-owner’d had insurance ... 
fine. If she hadn’t—and there are 
many arguments against com- | 
pulsory motor vehicle insurance | 
laws — I'd have been in a bad | 
fix. 
A driver without insurance might | 
be convicted of homicide or prop- 
erty damage, might go to jail for 
drunken or negligent driving. What 
happens to the guy who goes to the 
hospital — or the morgue? 
A man told me about the rugged | 
law in Dodge City, Kans. in the 
early ‘70s. A woman in her 60s was 
beaten until she revealed where in 
her cabin she had hidden two year’s 
savings — $48.13. Her assailant had | 
no money. When caught, he'd! 
drunk all but 87 cents of the poor | 
woman's money. 
What was the law? Throw him| 
in jail. What about the woman? | 
Well, a human marshall put the 
case before the judge, and proposed 
this: 
“Can you postpone the case — 
and make this bum, who really has 
a fair amount of decency in him, 


MIASTE R 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 
EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Iilinois 
Phone: MUseum. 4-6969 


lawmaker. He had character 
enough — and equity enough — to 
make his authority count for some. 
thing human. He made human 
mean the same as humane. 


Armour Appoints Nash 


Dr. James E. Ash has been ap- 
pointed supervisor of the fluid 
mechanics and fluid power section 
at Armour Research Foundation of 
Illinois Institute of Technology, 
Chicago. Ash will supervise re- 
search relating to turbo machinery, 
combustion, lubrication and bear- 
ings and fluid mechanics problems, 
He joined the foundation in 1951. 





























Rolfe, Wood Receive Dodge Award— 


William A. Rolfe, right, and Hollis Wood, holding gift radio, coowners of Rolfe and 
Wood, Inc. (Dodge-Plymouth), Bozeman Mont., receive Dodge's Quality Dealer Award 
for outstanding performance. Gordon James, left, Dodge Northwest regional man- 
ager, makes the presentation as Arnold Swanson, mayor of Bozeman, adds his con- 
gratulations. Rolfe and Wood are the first dealers in the Pacific Northwest to receive | or learner’s permit in Pennsylvania 


1, the Dodge Award. 





DELCO-REMY ANNOUNCES NEW 
PREASSEMBLED IGNITION CONTACT SETS 
IN MOISTURE-PROOF FOIL PACKAGES 


Now, new convenience, efficiency and sales appeal have been added to 
the quality features of Delco-Remy ignition contact sets. Preassembled, 
precisely adjusted and aligned, the new sets make installation easier 
and faster—assure top contact performance. And, what’s more, each new 
set is enclosed, with instructions, in a trend-setting new package wrapped 
in moisture-proof, heat-sealed metal foil. These colorful, distinctive new 
packages stack neatly on the shelf, are easily identified, and assure the 


customer factory-fresh merchandise. 


Specially developed to simplify service on hard-to-get-at distributors these 
convenient new Delco-Remy contact sets offer these important advantages: 


. 
= 
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performance. 


lation. 


Always replace with Delco-Remy contact sets when you service Delco- 
Remy equipped cars and trucks. They’re the only ones with all the 
original equipment features. Available from your car or truck dealer or 


the United Motors System. 


DELCO-REMY « 








DIVISION OF GENERAL MOTORS « 
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Highways 


A “driver-of-the-month” program, 
with year-end recognition for the 
top driver among the 12 previously 
selected, has been instituted by Al- 
lied Van Lines, Inc., one of the na- 
tion’s top movers of household 
goods. 

As part of a road safety and 
courtesy program, Allied Vans has 
asked each of its 700 movers in 
520 cities to submit the name of 
the long-distance driver he feels is 
most deserving of the award for 
the month, 

First prize each month will be a 
trophy, Second and third place 
winners will receive certificates, At 
year’s end, the monthly winners 
will again be screened to find the 
“driver-of-the-year.” This man and 
his family will be awarded a two- 
week, all-expenses paid vacation. 

* * * 


Peril to Driver Training 
Age limit for an operator’s license 


would be increased from 16 to 18 


Completely assembled unit for easier, quicker installation. 


Precision spring adjustment and point alignment assure top contact 
Securely attached breaker spring holds adjustment during instal- 


Patented plastic “‘point-holder’”’ protects contact surfaces, maintains 
rigid alignment until installation is complete. 


New moisture-proof, heat-sealed foil package protects contacts from 
dirt and oxidation—is easy to stock, identify, and sell. 


/ 


ANDERSON, 
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& Safety 


under the provisions of a bill in- 
troduced in the Legislature. Vigor- 
ous opposition is expected since the 
proposal would mean the end of 
driver-training programs in the 
state’s high schools, 
+ . 
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Highway Engineering Parley 
Scheduled in Los Angeles 


The western regional conference 
on increasing highway engineering 
productivity will be held March 5- 
7 in Los Angeles. 

It is sponsored by the Institute 
of Transportation and Traffic En- 
gineering of the University of Cal- 
ifornia. 












* * . 


25 Cars to Be Crashed 
In UCLA Research 


In a new UCLA research proj- 
ect intended to develop safety 
factors which may help reduce 
auto accident injuries, 25 auto- 
mobiles are to be smashed in 
headon collisions in Los Angeles. 
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women, 
Eisenhower's Committee for Traffic 
Safety, will be conducted in six 
sections of the country this year by 
the Northwestern Traffic Institute. 


television 
station WNBQ by Maj. Gen. George 
Stewart, executive vice-president of 
the National Safety Council, who 
said the modern car is easy to drive 
safely or dangerously. The modern 
car, with its great horsepower and 
speed, 
death rate, he said, but “the manu- 
facturer 
American people want.” 


29 


Derwyn M. Severy is director of 
the project, which is part of a 
long-term collision-research pro- 
gram of the university’s Institute 
of Transportation and Traffic 
Engineering, and is being sup- 
ported by the Air Research and 
Development Command of the 
Air Force. 

Guide tracks and remote con- 
trol devices will be used, and the 
automobiles in the tests will be 
crashed in precision collisions 
with one another or with fixed 
barriers, at a speed of 50 m.p.h. 
Instrumented dummies in the 
cars will help show the ways in 
which injuries occur. 

a * ca 


Allstate Boosts Grants 
For Teacher Training 


Allstate Foundation grants to 


train high school driver education 
teachers will go to 42 colleges and 
universities this year, the largest 
number since the program started 
in 1953, according to Calvin Fen- 
tress jr., president of Allstate In- 
surance Co. The grants will total 
more than $100,000. 


Since 1953, college courses aided 


by the Allstate Foundation have 
produced more than 4,000 teachers, 
who have 
465,000 high school students in the 
proper skills and attitudes of safe 
driving, Fentress said. Of the 4,- 
000 teachers, 2,717 received Founda- 
tion scholarships to attend the 
courses. 


instructed upwards of 


* > 


Women to Study 
Traffic Safety 


Six traffic safety seminars for 
sponsored by President 


Purpose of the seminars, to be 


attended by state officers of parent- 
teacher and other women’s organ- 
izations, is to provide background 
for action programs, which state 
women’s groups are being asked to 
support. 


The seminars will be held at the 


University of California, Northeast- 
ern University, University of Okla- 
homa, University of Utah, North- 
western University and the Univer- 
sity of Tennessee. 


HP Control? 


Safety Council Official Fears 


U. S. Intervention 
Federal auto regulation legisla- 


tion, which may go beyond restrict- 
ing the horsepower of automobiles, 
is a probability facing the American 
people if they don’t get speed and 
traffic safety under control. 


This opinion was expressed in a 
interview over Chicago 


is a factor in the traffic 


is making the car the 


He added that the manufacturers 


are going to go as far as they can 
to be successful in business and at 
the same time to build the safest 
car they can. 


WORLD'S BEST FISHING! 
LA PAZ. B.C., MEXICO, in Gulf of California 


Many different kinds of game fish in La Paz waters. Marlin, 

Swordfish and Sails, the broncos of the ocean, latter part of 

March to December. Smaller fish plentiful the year round. 

Good skippers and guides. S-hour flight in DC3. 8-day tipa, 

I conduct every trip. Good boats, hotels. $290.00 includes 

everything. Ideal climate Plan as far in advance as pos 
ble. You wi ke thus trip. Write for brochure. 


JOHN D. ARDAIZ Phone LAmbert 5-0792 
1008 No. Highland. Fullerton. Calif. 


AUTO 
TURNTABLES 
e 


Manufactured by 


Macton Machinery Co. 
DYKE LANE 


Stamford 
. Cona. 


How They're Pushing Sales... 


Dealer Ad Ideas 


Check the Difference 


HECK the cash difference be- 

fore you buy!” urges McMil- 
len and Baer Motor Sales (Dodge- 
Plymouth) in ads in Pittsburgh 
newspapers. 

The ads continue: “We list fac- 
tory price on every car. An item- 
ized invoice is given you . .. No 
rushing, no high pressure!” 

* +. + 


‘Lost: $500’ 


LOST-AND-FOUND ad directed 


readers to Adcock Buick, St. 
Petersburg, Fla. 
The 4-by-4-inch ad was headed: 
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| Buick, 805 N, Ninth, before you 
buy any new car.” 
* *” * 


‘1 Was a Humdinger’ 
ED WESSEN (Buick), Los 
Angeles, has placed a 1923 
Buick roadster, which still runs 
well, in his display window. 

It bears this legend: “I was a 
humdinger in my day. But see 
the new ’57 at Wessen Buick Co.” 

Wessen and his general man- 
ager, Dev DeVarennes, take 
turns driving the 1923 model. 


* * * 


Slogan Happy 





“Lost: $500. In the vicinity of St. | 
Petersburg.” 

The copy explained, “During De- | 
cember, I lost $500 in hard-earned | 
money because I bought a car at 
first sight—not knowing I could 
have purchased a 1957 Buick and 
got more car for my money. 

“Hoping this will help you save 


Ba gevveorg slogans abound in Connec- | 
ticut new-car advertising this| 
season. Among them are: 

“New England's largest Ford| 
dealer and we're still growing”’—| 
O’Meara Motors, East Hartford. 

“In excess of 75,000 satisfied cus- 
tomers” — Capitol Motors, Inc. 
(Chevrolet), Hartford, 








money, To be sure, see Adcock 
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Slots in reel mounting 
bracket permit piping to 
reels from any direction to 
offer your choice of any 
delivery line installation. 


Self-aligning case ribs 
assure positive locking and 
even aligning of cases dur- 
ing installation. Heavy 
gouge reinforced steel. 


“Better buy Burnside”—Burn- 


On 1 Ae 


side Motors, Inc. (Chrysler- 
Plymouth), East Hartford. 

“A friendly place to buy”—Dworin 
Chevrolet, East Hartford. 

“Where service begins with the 
sale’—Keating Bros., Inc. (Ford), 
Stratford. 

“If you can’t make a deal here, 
you can’t anywhere”’—Cooley Chev- 


| rolet Co., New Haven. 


“America’ s largest Nash dealer”—| 


| Lipman Motors, Hartford and West 


Hartford. 


* x 


An Influential Client 
N INFLUENTIAL client came 
in the other day,” ner 


* 


| Breaux Ballard Buick Co., Louis- | 


ville. “He was about nine years| 
old. He told Otis Warren he had 


| read one of our ads that said we 
| fix anything, and he wondered if | 


we could fix his bike. 

“Otis went into a huddle with a 
number of broken spokes and a 
faulty sprocket while the kid sipped 
a Coke and his dog munched a| 
candy bar. The job took about half | 
an hour. 

“It cost Otis only the refresh- 
ments and we made a new cus- 

tomer. The kid said when he 


a, 


Custom-Built Showpiece— 
The “Rod and Custom,” 


a custom-built pickup valued at $10,000, is being unveiled 
by editors of Rod & Custom magazine at auto shows beginning in January. 


Three 


years in the making, the truck features a nine-inch drop in over-all body height and a 


10-inch chassis drop, combining to make 


| is powered by a modified 1955 Chevrolet 


power. 


grows up he’s going to buy one of 
our Buicks, so if he ever needs 
any service, he can come in and 
meet the ‘nice’ folks who work 
here.” 

The ad continued, “We like to get 
compliments like this: we know 


they are genuine. We've been prac- | 


ticing courtesy since we opened 
more than 30 years ago .. . That’s 
why we keep growing... Why not 


EXCLUSIVE 
DVANTAGES! 


The important new features listed below make Alemite 
Hose Reels twice as easy to operate—and smoother per- 
forming than ever before! New spring design assures 


smooth, steady tension . . 


. fast-latching feature stops reels 


at exactly your desired working length. Your choice of 
reels for chassis or gear lubricants, motor oil, automatic 
transmission fluid, air and water. Beautiful white enamel 
finish. Check the difference yourself. See why Alemite 
Hose Reels give finest, easiest operation. 


Hose connections are 
sealed and tightened at 
the factory. No chance of 
leakage caused by incor- 
rect assembly. Fast, easy 


installation ! 


Service hose.can be pre- 
wound without removing 
control valve, 

. without releasing your 
line pressure! 


Elongated slide track 
lets you pull reel out of 
case for all normal main- 
tenance — without remov- 
ing reel from ceiling! 


| é yr 


Y 


inlet hose is fixed to the 
mounting bracket! No 
danger of weakening by 
twisting or stretching. Hose 
cannot dangle, or bind on 
swivel. 


REG. U.S. 


swivel, etc. 


Ask your Alemite representative 
complete information today ! 


Flanged reel frame per- 
mits hanging of the frame 
to mounting bracket be- 
fore bolting. Reel installa- 
tion is so easy one man 
can do it! 


ly 


WARNER] 


or write for 


ALEMITE 


Pal. OFF 


A Division of 
STEWART-WARNER CORPORATION 


Dept. C-27, 1826 Diversey Parkway, Chicago 14, Illinois 


an over-all drop of 19 inches. The truck 
V-8 engine with an estimated 300 horse- 


|drop over to our place where we 
fix any make of car and everyone 
feels at home.” 
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Parts Promotion 


N AN advertisement stressing the 

services offered by its parts 

department, Universal Car Co, 
(Chevrolet), Louisville, said: 

“Nobody, absolutely nobody, offers 
you unusual hours for parts like 
Universal. Our modern parts store 
is open from 8 a.m. to 9 p.m. Mon- 
| day through Friday, til 5 p.m. Sat- 
| urday and from 8 a.m, to 2:30 p.m. 
Sunday. 

“Many do-it-yourself mechanics, 
| filling stations and garage owners 
| fully appreciate unusual hours for 
needed parts.” 

* 


* * 





* * 


A Pedestrian? 


URGESS Motor Co., 1307 York 

St., Aiken, S. C., gained excel- 
lent results from this advertise- 
ment: 

“Me a Pedestrian? I Should Say 
Not! A Pedestrian Is a Married 
Man with ONE CAR!” 

“Give the ‘Little Woman’ her own 
car, let her choose it from our selec- 
tion of good used cars.” 

- * * 


|Priceless Ingredient 


REAUX BALLARD Buick Co, 

Louisville, in a newspaper ad- 
vertisement, has declared its re- 
| sponsibility is to give full value in 
car quality and follow through by 
providing dependable service. 
| “When we established this firm 
back in 1925, we figured that the 
customer had the right to the 
Priceless Ingredient—a guarantee 
|of honesty, faith in our product, 
backed by fair dealing,” the copy 
read. 

“We've come a long way since we 
| sold our first automobile . . . The 
thing we're proud of is that we've 
never lost our small businessman’s 
way of doing business ... We sell 
| new Buicks and used cars and gen- 
uine factory parts and every deal 
is backed by the Priceless Ingredi- 
ent of honesty and fair dealing,” 
| the ad said. 


| Dealers Join on Ads 


NE leading downtown Minne- 
apolis automobile dealers have 
eee a joint advertising plan 
using the Minneapolis newspapers 
to woo the local car buyers. 

These nine dealers will be known 
as the Downtown Auto-Loop in all 
cooperative promotions, The name 
stems from the six-block circle in 
which their businesses are located. 
The 1957 advertising program al- 
ready has been approved, and Bozell 
& Jacobs, Inc., Minneapolis, is the 
advertising agency. 

A spokesman for the dealers 
said the purpose of the Auto-Loop 
is to acquaint buyers with the 
advantages of buying a car down- 
town. 

Participating in. the Downtown 
Auto-Loop are. W. R. Stephens Co. 
(Buick); Warren-Cadillae, Inc.; 
Downtown Chevrolet Co.; Boyer- 
Gilfillan (Ford); Mitchell - Boyer 
Mercury and Lincoln; Malkerson, 
Inc. (Oldsmobile); Hansord Pon- 
oe, and Jim Angeles Studebaker, 
nc. 


Dealers Elect Selmi 


In Camden County, N. J. 


WEST COLLINGSWOOD 
HEIGHTS, N. J. — Charles Selmi, 
an Oldsmobile dealer here, has been 
elected president of the Camden 
County Automobile Dealers Assn. 

Selmi has been in the auto busi- 
ness 31 years. The Camden County 
association, which was ‘established 
in 1916, has 66 members. 
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Used-Car Notes 





YAKIMA, Wash. — Named as 
new officers of the Washington 
State Independent Automobile 
Dealers Assn, were William Deu- 
pree, Seattle, president; Morrie 
Stotsenberg, Yakima, vice- 
president; Robert Burger, Spokane, 
secretary, and William DeRango, 
Seattle, treasurer, 

Board members elected included 
Douglas Eller and Rudy Nelson, 
Spokane; Phil Cook jr. and Roger 
Tollefson, Seattle; Bruce Sigman 
and Nello Grassi, Tacoma; Robert 
Fry, Yakima; Ben Bauer, Mt, Ver- 
non; Ben Verhey, Everett, and 
Keith LaPoint, Tri-City. 

The association voted to pur- 
chase a state life insurance pro- 
gram and voted to increase 1958 
dues. It also voted to allow asso- 
ciate members from allied and re- 
lated trades to join the association. 


A five-man committee was named 
to study license provisions for 
possible legislative action. The as- 
sociation went on record as being 
against legislation that would re- 
quire used-car dealers to close on 
Sundays. 

Legislation requiring state de- 
partments to publish department 
regulations was supported. Such 
legislation now is in effect for 
Federal Government departments. 

s s + 


Brown and Van Open 
ST. PETERSBURG, Fla, — Auto 
Ranch, Inc., a used-car lot special- 
izing in late models, has been 
opened at 1300 Central Ave., by 
Herb Brown and Bill Van. 


> e = 
West Coast Auto Auction 


Is Purchased by Hall 

LONG BEACH, Calif. — Art Hall, 
former head of a Packard and a 
Lincoln-Mercury dealership in this 
area, has purchased the West Coast 










Lincoln Survey 
Tells Who Buys 
The Continental 


DEARBORN. — According to a 
survey, the average owner of a 
Continental Mark II is a business- 
man, married, 51, with an annual 
income of $30,000. 

He is college educated, has three 
dependents, owns a $50,000 home, 
belongs to a country club and is a 
sports enthusiast, Lincolns has re- 
ported. 

The greatest number of Conti- 
nental sales has been made in Los 
Angeles. Chicago, New York, De- 
troit, San Francisco and Denver 
follow in that order. 

J. E. Coberly and Eisele Sales, 
Los Angeles Lincoln-Mercury 
dealers, have sold the most Conti- 
nentals. There have been 87 hard- 
top coupes exported to foreign 
countries and 67 have been sold. 

The income of owners ranges 
from a low of $15,000 to the multi- 
million dollar bracket. 


Bolta Promotes 
Trilling, Dodkin 


LAWRENCE, Mass.—Two major 
Management promotions have been 
announced by General Tire & Rub- 
ber Co.’s Bolta 
Products division. 

Sumner L. Trill- 
ing has been 
named general 
sales manager of 
the division, and 
F.. H. Dodkin now 
is assistant to 
General Manager 
John Bolten sr. 
Trilling succeeds 
Daniel E. Hogan 

8S. L. Trilling jr., who has left 
to manage his plastics extruding 
company in North Andover, Mass. 

Trilling has been with the firm 
more than 10 years, serving first as 
Sales manager and later as general 
Manager of the Institutional Prod- 
ucts division. 

Dodkin has been with Bolta since 
1950 as controller and will retain 
this position in addition to his new 
duties, 














Auto Auction in North Long Beach. 

Auctions are held each Tuesday 

and Friday and regular wholesale 

business is carried on from Mon- 
day through Saturday. 
* + a 


Eubanks Motor Sold 
AMARILLO, Tex.—Eubanks Mo- 
tor Co. has been purchased by J. E. 
Brock and George Evans, The firm 
name has been changed to Brock- 
Evans Auto Sales. 


* * + 


Cannon-Waddell Opens 
GREENVILLE, S. C.—Cannon & 
Waddell Used Cars has opened at 
1607 New Buncombe Rd. The firm is 
owned by Marshall D, Cannon and 
William Waddell. 


* * 


Central Ohio Independents 
Elect Sutton President 


COLUMBUS, O. — The Central 
Ohio Automobile Dealers Assn. has 
elected King Sutton as president. 

Other officers include Howard 
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Thompson, first vice-president; 
William Seymour, second vice- 
president, and Richard Beem, 
secretary-treasurer. Trustees are 
Beem, Coy Bynum, Richard Chap- 
man, Robert Farber, Jan Ross, 
Vaughn Sagle, Seymour, Sutton and 
Thompson. 


= ” a 
Cleveland Auction Sold 
CLEVELAND. — Mannie Weiser, 
who started Cleveland Auto 
Auction, 4305 Euclid, in 1951, has 
sold it to King Folts, Inc., former 
used-car operators, Weiser said he 
will devote full time to his used-car 


operation at Time Motor. 
* + a 


Dealers Elect Marks 


SPOKANE. — New officers of the 
Independent Used Car Dealers 
Assn. of Spokane are N,. G. Marks, 
president; L. D. Lenz, vice- 
president; Pete Presta, treasurer, 
and Robert Berger, secretary. 

= * * 


Joseph-Pudaloff Opens 

BUFFALO. — Edward Pudaloff 
and Henry Joseph have opened a 
used-car lot at 2618 Bailey Ave. 
here. The new firm is known as 
Joseph & Pudaloff Motor Sales, Inc. 
The two men formerly were sales- 
men for Kirchmeyer Motors, Inc. 





Aircraft Servicer— 


International Model SM-120 truck with 
Metro body speeds cleanup operations of 
United Air Lines aircraft at San Francisco. 
The 9¥-foot Metro body is equipped with 
specially designed sliding roof door, roof 
platform, hinged aluminum ladder for roof 
access, heavy-duty vacuum, and linen stor- 
age space. The International multistop 
chassis features a Metro-Matic automatic 
transmission. 


Present Hoists 


|Safe for 57 Cars, 


Lift Makers Say 


NEW YORK. — Fears that the 
lower center of gravity of the 1957 
models would make present auto- 
motive lifts obsolete or that the 
lifts would damage the vehicles are 
groundless, according to the Auto- 
motive Lift Institute. 

At its annual meeting, the group 
heard a report from its automotive 
industry liaison committee which 
declared that the 1957 autos can be 
raised satisfactorily by all types of 
lifts. 

The committee said that early in 
1956 it established working rela- 
tions with the auto makers which 
resulted in the development of 
adapters and other auxiliary de- 
vices and instructional data to as- 
sure the safe raising of the new 
cars. 

Walter C. Leitch, Wayne Pump 
Co., Salisbury, Md., was elected 
president of the institute, and John 
Lodwick, Curtis Mfg. Co., St. Louis, 
was named vice-president. 





METAL PRODUCTS, INC. 
General Offices: 
290 Monroe Avenue 


Aurora, illinois 
Factories: 

Aurora, Wlinois 
York, Pennsylvania 


Your LYON 
Automotive 
Distributor 


is thoroughly qualified to lay 
out and install a complete 
parts department for you. 
Why not talk to him? You'll 
find he can save you space, 


time and money. 


A PARTIAL LIST OF LYON 





Rack 





art 





FOR AUTOMOBILE DEALERS 


@ What’s your particular bulky parts storage problem? 
These Lyon racks provide the exact answer because 
they are completely adjustable and can be adapted to 
any requirement. No matter how long or bulky, parts 
can be stored neatly, by group or part number se- 
quence. Faster location. Closer inventory control. 
Easier ordering. 


Write for Lyon Steel Equipment catalog and name 
of your nearest Lyon Automotive Distributor. 


STANDARD PRODUCTS 








BRAKE SHOE DEBONDER—An improved 
line of smokeless brake shoe debonders 
that automatically removes linings from 
bonded brake shoes has been introduced 
by the R. G. White Mfg. Corp., 101-18, 
97th Ave., Ozone Park 16, N. Y. To pro- 
vide fully automatic operation, the 
debonders include models for 180, 360, 
and 500 per hour capacity that are 
designed for one-man loading and 
unloading. New type jig assemblies have 
been engineered so that debonder pas- 
senger and truck shoes return to the oper- 
ator. 


WHEEL ALIGNER — Hunter Engineer- 
ing Co., Hunter Ave. and Ladue Rd., St. 
Lovis 24, announces their new Lite-A-Line 
wheel aligner equipment, supplementing 
their established lines of Tune-In wheel 
bolancers and Tru-Up tire rounders. The 
lite-A-Line employs the light beam prin- 
ciple—six light beams record all wheel 
alignment readings. The light beams are 
projected to panel charts from the Hunter 
projectors, which are installed on the 
front or rear passenger car or truck 
wheels. Each of the projectors has three 
sets of high-quality optical lenses, which 
magnify the readings on the charts. 


BEARING DRIVER—A set of drivers for 
crankshaft bearing shells, both regular 
and flanged, has been marketed by 
Clark-Feather Mfg. Co., Fort Morgan, 
Colo. The tool is said to permit removal 
of-bearings without taking out the crank- 
shaft or loosening connecting rods. The 
spring steel driver blade has a built-in 
curvature like that of a steel tape mea- 
sure. This is said to give adequate stiff- 
ness under hammer blows with the needed 
flexibility to follow the bearing the full 
distance around the shaft without damage 


to either surface. 
-e  & @ 


Freon Cleaning Solvents 
Marketed by DuPont 


Nonflammable solvents that will 
bite into and remove oil, grease, 
and dirt without harming delicate 
metal parts or electrical insulation 
are available in three types from 


E. I. du Pont de Nemours & Co. 


Wilmington, Del. 


Marketed under the trademark 
Freon, the solvents are said to be 
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ideal for use in cleaning of electri- 
cal motors, both new and recondi- 
tioned. The three types are Freon 
MF, with a boiling point of 75 
degrees Fahrenheit; Freon BF, 
which boils at 199 degrees, and 
Freon TF, whose boiling point is 
118 degrees Fahrenheit. 


GAS-PEDAL CUSHION—A cushion made 
of foam material for gas pedals has been 
marketed by Visionade Mfg. Co., Inc., 641 | 
Lexington Ave., Brooklyn 21, N. Y. Called 
“Foot's-Ease,"" the cushion is said to pro- | 
mote safety by helping to control pres- | 
sure on the gas pedal, helps reduce | 


driving-foot fatigue and prevents or covers | 
over cracked floor mats where heels con- 
stantly rub. The cushion permits women 
to drive cars in their fanciest shoes with- 
out fear of 
claimed. 


« 


scuffing their heels, it 


COMPRESSOR TOOL — Clark-Feather 
Mfg. Co., Fort Morgan, Colo., has mar- 
keted a level action valve-spring com- 
pressor tool, Model CF-11, that is said to 
have the strength and leverage needed 
for modern engines with heavier valve 
springs. The unit's large throat is said to 
be ideal for all vaive-in-head installations 
and operates on L-head engines as well 
as V-8 and Y-8. The leverage makes 
servicing of valve easy and fast, it is 
claimed. 


% 


VISE ANGLE ADAPTER — An angle 
adapter to permit movement of Gyro-Vises 
up and down in an arc, has been an- 
nounced by Columbian Vise & Mfg. Co., 
Cleveland 4, O. With the adapter, the 
vice can be placed in any position 
required by any user. It is also said to 
greatly increase the versatility of this 
vise which normally operates from and 
rotates around a standard base. The 
adapter is one of several features of 
the No. 73% Gyro-Vise. Others include 
removable and replaceable pipe jaws, 7% 
square inches of jaw gripping area, 3',- 
inch jaw width and 1%-inch square 


ELECTRIC DRILL — A series of universal 
electric drills in sizes from % to 1-inch, 
has been introduced by Thor Power Tool 
Co., 181 N. State, Aurora, Ill. The Silver 
Line units in the “EN” series supersede 
the company's former “UF” series. The 
ENS, with %%-inch drilling capacity, and 
the EN6 with %-inch capacity, come 
equipped with the 3-jaw chuck and key. 
The two larger models, EN7 (%-inch) and 
EN8 (l-inch), have Morse taper sockets, 
which also are available as optional 
equipment for the EN5 and EN6 models. 
All four may be ordered with reversing 
switches in the handles. 

* * * 





4 


| 


NW 


VALVE ADJUSTER — A universal model 
| 300 Valve-Gapper, for micrometer-accurate 
valve engines, has been introduced by 
land 12, Ore. In addition to its universal 
application, other features of the model 
are said to include a horizontal dial indi- 
cator for easier reading on V-8s and a 
special maximum-clearance indicator 
brake, which may be used to hold the 
indicator hand at point of maximum 
clearance for easy reading even at fast 
idling speeds. 





* > 


SOCKET WRENCH — A free-wheeling 
socket wrench hinge handle, said to do 
the work of both a Y%-inch square drive 
reversible ratchet and a_ conventional 
hinge handle tool, has been marketed by 
P & C Tool Co., Box 5922, Portland, 22, 
Ore. Named No. 6257 Rotahead and 
designed for tight places the product has 
an over-all length of 16 inches. A patented 
self-contained head mechanism is said to 
provide the free-wheeling action. Pressing 
down on the head allows the handle to 
rotate freely in either direction. Releasing 
of pressure engages the drive plug for 
Positive turning of the socket wrench. 
With 30 teeth on the inner wheel, a new 
“bite” or postion can be secured every 


12 degrees. 
2 


Lee Adds Nylon Patch 


To Repair Material Line 
Lee Rubber & Tire Corp. Con- 
shohocken, Pa., has added a new 


type of uncured nylon repair patch 
for car and truck tires to its repair- 
material line. 





polished anvil surface. Weight of the 
angle adapter is 21%, Ibs. 


The nylon cords in the patch are 
prestretched to the point of maxi- 


| normal maintenance during the entire life 


| valve adjustments on nearly all overhead- | 


P & G Mfg. Co., 305 N. E. Russell St., Port-| 





mum strength in Lee’s electronic 
Super-Tensile process, and the bond 
between the nylon and the rubber 
is achieved by dipping the nylon 
twice in Flexlok, Lee’s adhesive 
formula. 


HOSE REELS — Overhead hose reels, 
Built and designed as an “up to stay” 
feature of service stations, garages and 
car dealers, have been introduced by 
Alemite Division, Stewart-Warner Corp., | 
1826 Diversey Pkwy., Chicago 14, Ill. All 


of the reels can be handied without once 
removing the reels from the ceiling, the 
company stated. The reel slides in and 
out of the case on a built-in track where 
it is easily accessable for repair. In a 
“sectionalized™ design, new units, with 





each reel interchangeable for either high 

or low pressure use, can be added to 

the “bank” at any time, it is claimed. 
* * * 


AIR CONDITIONER — The Cool Queen, 
an air conditioner designed for automo- 
biles, has been marketed by Klauss-Joyce, 
inc., 5526 Dyer St., Dallas, Tex. The unit 
is equipped with a “Frio-matic’’ tempera- 
ture control, with Warner clutch, that is 
said to make it possible for the driver to 
literally “set it and forget it."’ With a to- 
tal of six air outlets, the unit is said to 
cool the entire car without any adjust- 


ment of louvers. 
* * * 


GREASE DISPENSER—A grease gun fill- 
ing dispenser said to fit the 120-pound 
drum as well as 100-pound drum has 
been introduced by the K-P Mfg. Co., 1212 
Linden Ave., Minneapolis, Minn. The 
GFD-450-30 dispenser is designed to be 
used with any standard grease gun, even 
those guns not equipped with a filler plug. 
Constructed of durable materials through- 
out, it is said to be leakproof. 


ENGINE PREHEATER — Economy and 
extreme ease of installation and operation 
are said to be the features of the Zero- 
Start oil immersion (dipstick) engine pre- 
heater produced by Phillips Mfg., Co., 
Inc., 2816 Aldrich Ave. S., Minneapolis 8, 
Minn. The unit fits any dipstick hole 
diameter of 5/16 inches or greater and 
comes in two lengths of 13 and 20 inches. 
Using a cartridge type nick el-chrome 
resistance wire element, the dipstick 
heater rated at 100 watts 
designed to begin all-night operation 


while the motor and oil are still warm. 
a * 


is and is 


OIL FILTER—A silver encased, pleated 
poper oil filter cartridge, called ‘Silver 
Bullet," has been introduced by Chompior 
Laboratories, Inc., Division, Pyroil Co., 
Meriden, Conn. Resin treated, the paper 
is said to withstand immersion without 
collapsing, warping, disintegrating or un- 
loading. # does not change the chorac- 
teristics of detergents or additives and it 
is not injured by heat, acid or water, it 
is claimed. 


BODY SHOP TOOL — Ram-Rod is 4 
steel bar, link chain, hook and pressure 
plate combined with a cast aluminum car- 
rier, said to have unlimited uses for the 
auto repair man. It aligns, holds, pulls, 
pushes and springs fenders, hoods, grills, 
doors, bumpers, panels and body parts 
heretofore difficult to reach, it is claimed. 
The tool is being distributed by G & W 
Merchandising Corp., 1933 E. Main St., 
Rochester, N. Y. 
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By Martin L, Whitmyer 
Staff Writer 

Spot radio advertising totalled 

609,000 during the third quar- | 
ter of 1956, according to data re-| 
leased last week by Lawrence) 
Webb, managing director of Sta- 
tions Representatives Assn. 

The automotive classification 
took 8.9 percent of the total ex- 
penditure. 

Leading the list was the food and | 
grocery category which collected 
17.3 percent. Second was tobacco 
products and supplies with 146 
percent. f 

Gasoline and lubricants took 5.8| 
percent and transportation and 
travel, 2.9 percent, 
- * * 


New Sun-Telegraph Section 

The Pittsburgh Sun-Telegraph | 
will publish a new Color-| 
Rotogravure section starting Sun- 
day, March 17, Lee Austin, adver- 
tising director, announced. 

The section will be entitled “Pic- 
torial Living,” Austin said. 

* * * 


Studebaker Program Cited 


Studebaker-Packard Corp.’s Mex- 
ican subsidiary, Studebaker de 
Mexico, S. A., has been awarded a 
citation for public service for its| 
national radio program. 

“Radio TV,” one of the country’s | 
leading magazines, named “Rutus 
y Ranchos” (Roads and Farms) 
the most outstanding public service 
radio program in Mexico. 

The program is sponsored in be- 
half of the company’s Transtar) 
trucks, which are assembled and} 
distributed in Mexico by Stude-| 
baker de Mexico S, A. 


* > 


Harrigan Back in Detroit 


The American Weekly has an-| 
nounced the addition of John F. 
Harrigan to its| 
Detroit sales staff. 
He had previously 
served as Cleve- 
land manager of 
Collier’s maga- 





zine. 
A native of De-| 
troit, Harrigan | 


was once associ- 
ated with both 
Collier’s and Life 
in that city. He is 
a graduate of 





4. F. macdtenn 
the University of Michigan. 


» + * 


TV Guide Slates Series 


An advertising campaign stress- 
ing TV Guide’s role as one of 
America’s 10 leading magazines 
begins this month in several daily 
newspapers and trade publica- 
tions. The ads are scheduled to 
appear over a six-month period. 

The ads will appear in the fol- 
lowing newspapers and publica- 
tions: Automotive News, New 
York Times, New York Herald 
Tribune, Wall St. Journal, Prin- 
ters’ Ink, Advertising Age, Food 
Field Reporter, Food Business, 
Supermarket News and Drug 
Trade News. 


* ~ * 


Capper Office in Detroit 

Andrew M. Gent, representative 
for Capper daily newspapers, radio 
and television stations, has moved 
his offices from Cleveland to 1128 
Fisher Bldg., Detroit. 


* * x 


Fawcett Publications Grow 


Fawcett Pubiications had an 
Overall 7.8 percent increase in ad- 
vertising and a 6.8 percent increase 
in circulation during 1956, Roger 
Fawcett, general manager, an- 
nounced, 

TRUE experienced the best year, 
in its 21-year history, with a circu- 
lation average of 2,171,000. Its ad- 
vertising revenue was 16.4 percent 
higher-than the previous year and 
More than 180 new advertisers ap- 
peared in the nation’s largest- 
selling man’s magazine in 1956. 

* 7m * 
Cushman Picks Grant 
Grant Advertising, Inc., Detroit, 
been named to handle national 
Public relations for:Cushman Mo- 
tor Works, Inc., of Lincoln, Neb. 
Cushman produces motor 





Affecting Factories and Dealers .. . 


Auto Advertising 
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scooters, two and _ three-wheel | 
light vehicles for industry and 
business, electric and gasoline 
powered golf cars and special, 
all-purpose units for the United 
States Post Office Department. 
Neil W. Talling will serve as| 
account executive for the Cushman 
program. He will administer the 





| account from Grant’s Detroit office. | 


* * + 


| Names 


Oscar Elder has been named} 
director of press information for} 
Radio Advertising Bureau effective 
Feb. 1. Elder formerly was with| 
Robert K. Richards, Public Rela- 
tions, Washington, where he served 
as an account executive. 

as = * 

John D. Murray has been ap-| 
pointed mid-west sales manager for 
Printers’ Ink. He has been with 


Printers’ Ink since 1955. 
+ o 


eo 
Robert E. Field has joined Mac- 
Manus, John & Adams, Inc., as| 





| Vice-president of Ross Roy, Inc., 


assistant account executive on the 
Cadillac account. Field has been a 
representative of Time, Inc., for the 
past four years. 
* * + 
Jacqueline H, Anderson, formerly 
with This Week magazine, has 
joined the staff of the American 
Motorist magazine published by the 
American Automobile Assn., Wash- 
ington. 
* * * 
Thomas McCormick, an executive 


Detroit, has been sworn in as a 
councilman in Grosse Pointe Park, 
Mich. 

* * * 

James L. Bourke and James C. 
Toedtman have been elected vice- 
presidents of D’Arcy Advertising | 
Co., Cleveland. Burke, account 
executive on the General Tire & 
Rubber Co. account; has been with 
the agency since 1947, and Toedt- 
man, account executive on the 
White Motor Co, and Patterson- 
Sargent accounts, has been with 
the company since 1946. 

* + * 

William E. Sheehan has been 

named news editor of Detroit Radio 





relations director. 





|Durkee Addresses Advertising Club— 


Burton R. Durkee, left, advertising and promotion director, Chrysler division, recently 
Station WJR, replacing Jack White, spoke before the Advertising Club of Los Angeles. Shown with Durkee, left, in the Ad 
who joined Oldsmobile as public | Club lounge before the luncheon meeting are Ai Fetta, center, Los Angeles Chrysler 
| regional manager, and Frank Macklin, regional sales promotion manager. 








% 


want 


“tinted giass” 


IN THE NEAT CAR THEY BUY 


Popular Mechanics Magazine found that out in a 


nationwide survey 


it made last year among car 


owners in all price classes. In their next car, 


more people wanted tinted glass than wanted 


power brakes or power steering. 


Mightn’t it be smart for you, then, to order ac- 
cordingly from the factory? No point in letting 
this extra profit get away. Have E-Z-Eye in a 
good percentage of the cars on your floor. Avail- 
able in all G. M. cars, Packards and Studebakers. 








LIBBEY - 


E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 
Reduces Glore,Eyestrain,Sun Hoot 


OWENS + 


FORD GLASS COMPANY 
5627 


* TOLEDO 3, OHIO 
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Merchandising 


Memos to Dealers 


IDELIGHTS on the NADA con- 

vention in San Francisco: 

In case you’re wondering if 
NADA directors recognized the 1956 
accomplishments of Fred Bell, exec- 
utive vice-president of NADA: 

He got a raise. 

Also hear he’s had offers from 
Detroit. And why not? He demon- 
strated an ability to get things 
done. - + + 
Edsel Prospects 

DSEL executives, headed by slim 

and bouyant Richard Krafve, 
were beaming at the good play they 
got in the Edsel hospitality room 
in spite of fact there are no Edsel 
dealers yet. 

What are the chances for the 
Edsel? The Edsel folks see it this 
way: 


Jup a car population to feed the 


By Bob Finlay 


“If the public takes to the Edsel 
styling, we’ve got it made. If not, | 


we’ve got a five-year struggle to | { 


get the new car established.” 


Dealers look for a bit of a struggle 
either way. It takes time to build) 





service and parts departments. 
Krafve was bubbling over about 
what he called an “ad” in one of 
the Los Angeles papers. Seems 
that the reporter put him through 
the wringer for a couple of hours. 
Krafve was fearful of the results. | 


(eae, " 


| Romney Addresses Dealers at NADA— 


George Romney, American Motors president, talked to Nash and Hudson dealers at 


| a breakfast meeting held in conjunction with NADA’s annuol convention. Seated at 
the speakers’ table ore some of AMC's top officials, including Roy D. Chapin jr., 


But the story turned out to be | left of podium, executive vice-president and automotive division general manager, 


so favorable that Krafve referred to | 
it as “our ad.” 
* 


Ford Puzzler 


VEN the cab drivers were a bit 
puzzled by the Henry Ford II 


* + 


Another thinly disguised WJR success story 


and Roy Abernethy, right of podium, automotive distribution and marketing vice- 
president. 


| address to dealers on foreign rela-| NADA assigned it. A newspaper- 
tions. 


man asked Fred Bell if that were 
Some dealers tried to explain so, Bell’s reply: 


the choice of subjects by saying 


Obviously, he’s a WJR listener 


It all started when a famous Detroit brewery used 
announcements on WJR to offer listeners a handy 
little book on how to improve their bowling. At 
last count, over 7,000 listeners had sent in to 
WJR for the book. 


The book itself made many frustrated bowlers 
happy—but it was the results of the offer that 
pleased the man who makes the beer. Now he 
knows what other advertisers know, and what the 


Alfred Politz survey proved: that it takes WJR 
to really get an advertising message across in the 
Metropolitan Detroit-Great Lakes area. 


If you want to get your advertising message across 
in this area (which accounts for 10% of the nation’s 
people, income, and sales) tell your ad manager 
to call in the Henry I. Christal representative. 
He’s got all the facts on just how much more WJR 
can do for you and your product. 


The Great Voice of the Great Lakes 


WJ 


50,000 Watts 


CBS Radio Network 


Fa Detroit 


Join the Civil Defense, 
and keep U. S. prepared. 


“The manufacturers don’t tell us 


—~<iny 


what to say and we don’t tell them, 
They pick their own subjects.” 


* * * 


Unit-Construction Boost? 


geen ROMNEY, head of 
American Motors, looks for unit 
body-and-frame construction to get 
a boost in 1958. Says Lincoln wil 
adopt the method, adding prestige 
value. 

Rambler sixes are reported in 
short supply. Metropolitan is hot 
on the West Coast, where dealers 
are said to be seeking the whole 
AMC allotment. 

Romney, by the way, says Nash 
dealers will have a ’58 Nash and 
Hudson dealers a 58 Hudson. Pro. 
gram still calls for a family of cars 
built around the Rambler, with 
some models below and some above 
using some basic components. 

* + * 


Credit for Cars 


OW come that with all the talk 

about tight credit, finance insti- 
tutions could still provide credit 
this year for sales as high as the 
record year of 1955? L. Walter Lun. 
dell, chairman of the board and 
chief executive officer of Universal 
C. I. T. Credit Corp., explained it 
this way: 

Present level of outstandings is 
high, resulting in high collections. 
So the increase in outstandings 
needed to handle a record sales 
year would be offset by high col- 
lections—Lundell’s company is get- 
ting back $90 to $100 million a 
month, 

. * + 


Geared for Change 


| JNTERESTING presentation at the 

Saturday Evening Post breakfast 
|for dealer leaders. Among the 
| thoughts presented: 

Sex is overrated as a sales 
aid—whistlers are not necessarily 
readers (or buyers?). 

Post men outlined the concept of 
the Post as a magazine of con- 
trolled experiment, which, in an era 
of social change, is geared to 
change with its readers. 

a 7 - 


Program for Future? 


) geen of having most of the auto 
company presidents on the pro- 
gram was that it would be a good 
way to wind up a year that started 
with blood-letting. 

NADA chiefs said they have no 
plans for a repeat performance next 
year, but many dealers liked the 
program and the subject is still 
open. 


* - * 


How High the Price 


| aes price of automobiles came 
| in for a lot of conversation in 
| the halls. General bemoaning of 
|“high prices,’ but, thoughtful deal- 
| ers pointed out, the cry is an ever- 
| green, heard throughout history. 
Those who went more deeply into 
| the subject got this report: 

Prices are not high in relation 
to the economy. Buyers do not 
| have to buy the big package, with 

automatic transmission and all 
the power assists. 

Yet buyers are not selecting the 
lower-priced economy cars and they 
are not likely to do so. 

* * * 


From Sick Bed 


[/pEALEns gave a rousing cheer 
to Harlow H. Curtice, president 
of General Motors, when Bell re- 
marked in his introduction that 
| Curtice got out of a sick bed to 
| speak at the convention. 

GM spokesman said 'Curtice had 
been in bed for six days with @ 
cold. Incidentally, it also was re- 
ported at the convention that Ivan 
Wiles, executive vice-president in 
charge of dealer relations, will be 
back on the job soon. 


Michigan Tool Names 
Atherton and Hildreth 


Appointments of Harold S, Ather- 
ton as advertising manager and 
Richard S. Hildreth as assistant 
chief engineer have been announced 
by Michigan Tool Co., Detroit. 

Atherton joins Michigan Tool 
after more than 10 years with Den- 
ham & Co., Detroit industrial ad- 
vertising agency, where he served 
as an account executive. Hildreth 
has been with Michigan Tool since 
1950 and was assistant chief tool 
designer prior to his present ap- 
pointment. 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '56s added and ’48s dropped in November, 1955. Prices of '57s added and '49s dropped in November, 1956. 
Figures alongside bars represent dollars. 


Market Trend 


The average price of used cars 
sold at wholesale auction last 
week remained unchanged from 
the average of $981 established in 
the previous week, according to 
Automotive News’ index. 

The index was evenly split, with 
four models gaining in price and 
four losing. 

Continuing their spurt were 








COLORADO 





COLORADO AUTO AUCTION 
UTTLETON, COLO. SOUTH DENVER 
DEALERS ONLY 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for by our own check through | 


the First National Bank of Englewood 








DENVER AUTO AUCTION CoO. 
(Denver's Oldest Auto Auction) 


#9 S. Santa Fe Littleton, Colo. | 


Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at I! A.M. 
Phone Sherman 4-3263 








CONNECTICUT 





NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 
Sale Every Wednesday at 11:00 


SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 





1OWwA 


| 


TOM FLETCHER'S 


DES MOINES AUTO AUCTION 


lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATiantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and Checks 





MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 


—_— 








Fred Reed 
Manager 


57s, which went up another $31 
and for the second consecutive 
week set a record high price. 
Other gains- included $22 on ’54s, 
$8 on ’51s and $3 on ’52s. 

Losses amounted to $5 on ’50s, 
$8 on 53s, $9 on ’55s and $44 on 
"56s. The major setback on ’56s 
carried their average to a new 
low. 


At a group of representative 
auctions last week, buyers took 





home an average 69.2 percent of 
the typical consignment of 153.4 
units. A week earlier, with con- 
signments averaging 155.9 vehi- 
cles, the sales ratio was 70.1 per- 
cent, 


Prices marked with an as- 


terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Checks and titles guaranteed 





GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half = west of Grandville, | 
ch. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








MISSOURI 








ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 








EVERY FRIDAY IS 
AUCTION DAY 


BOB RING 


AUTO DEALER'S AUCTION, INC. 


Phone Hu 3-7470 











Phone Dunkirk 3-0150 





NEW YORK 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% saf because ail titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, .N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Every Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 


Center of Empire . State, Insured 


Checks and Titles (Wed.). 





NORTH CAROLINA 





| RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 











DYER, IND. 


(Dyer Auto Auction. 
Prices are for sale of Jan, 25.) 

(With the weather extremely cold and 
snow all day, the market was surpris- 
ingly strong as we sold 132 cars out of 
201 offerings for an average of 65 per- 


cent.) 


BUICK — ‘57 Century Riviera, 
(ps). '56 Century Riviera, $2,190* (ps). 
‘55 Century Riviera, $1,595*. 

‘53 Super Riviera, 


Riviera, $1,245*. 


$820*. °52 Super 
Super 4-dr., $420*; 
RM Riviera, $270*. 
CADILLAC — ’54 (62) conv., $2,200* (ps). 
CHEVROLET — ‘57 


LEADING USED-CAR AUCTION DIRECTORY 


ency Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display 
space, 1 inch on 1 column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept. 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
Your Good Will—Our Most Valuable Asset 


On U. S. Route 20A 








PENNSYLVANIA 





MANHEIM AUTO AUCTION, INC. 
Manheim, P 


On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 





TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Iinsured—No Registration Fee 





Crossroads 


. . . Where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 


tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 


News. 





Sale every Friday. 


Special 4-dr., 





$2,290*; 4-dr., $2,260*. °56 Bel Air (8) 
coupe, $1,715*; 4-dr., $1,650*%; Two-ten 
(8) 2-dr., $1,445, $1,420, $1,415, $1,340. 
’55 Nomad station wagon, $1,645* (ps); 
Two-ten (6) 2-dr., $930; One-fifty (6) 
2-dr., $880. '54 Bel Air 4-dr., $855* (ps). 
53 Bel Air 4-dr., $660, $520, $500; Two- 
ten station wagon, $880*; 4-dr., $735*, 
$540, $425. 


CHRYSLER — '55 NY St. Regis, $1,850* 
(ps). '52 NY 4-dr., $375* (ps). 
DeSOTO --— ‘55 Firedome 4-dr., $1,215*. 


’50 Sportsman coupe, $145. 


| DODGE — '54 Coronet 4-dr., $590*. °52 


Coronet conv., $290. °51 Coronet 4-dr., 


FORD — ’57 Fairlane (8) 500 4-dr., $2,- 
330*. ‘56 Thunderbird, $2,660* (ps); 
Fairlane (8) 4-dr., $1,750* (ps), §$1,- 
700*, $1,575*, $1,440*; conv., $1,685* 
(ps); Custom (6) 2-dr., $1,245. ’55 Fair- 
lane (8) Victoria, $1,385*; Custom (8) 
2-dr., $1,085*. °54 Crest (8) 4-dr., $1,- 
185*; Victoria, $1,030*. 53 Custom (8) 
4-dr., $600, $555*. 

HUDSON — ’51 Hornet Hollywood, $140*. 

KAISER — ‘52 Deluxe 4-dr., $245*. 

MERCURY — '53 2-dr., $700*, $645* (ps), 
$575*; coupe, $660*. ‘52 4-dr., $425*. 
"51 4-dr., $280*. '50 4-dr., $220, $165. 

NASH — ’53 Statesman 4-dr., $440*. '52 
Ambassador 4-dr., $315*. '51 Rambler 
station wagon, $100; Statesman 4-dr., 
$175*. 

OLDSMOBILE — ‘55 (88) Super Holiday, 
$1,875* (ps); Deluxe 4-dr., $1,600*, $1,- 
550*. °53 (98) 4-dr., $970* (ps); (88) 
2-dr., $840* (ps). '52 (98) 4-dr., $485*; 
(88) Holiday, $515*. ‘50 (88) 4-dr., 
$120*. ‘49 (98) 4-dr., $105*. 


PACKARD — ‘54 Clipper 4-dr., $855* 
(ps). °51 Clipper 4-dr., $275*. 
PLYMOUTH — '57 Belvedere (8) 4-dr., 


$855* (ps). ‘56 Plaza (6) 4-dr., $1,135. 
’55 Savoy (8) 4-dr., $995*, $940, $920, 
$915, $900. '54 Savoy 4-dr., $565", $505. 
*53 Cranbrook club coupe, $350. 

PONTIAC — ‘57 Chieftain (8) Catalina, 
$2,525*. °56 Chieftain (8) Catalina, $1,- 
580°. '55 Star Chief (8) Catalina, $1,- 
535* (ps). °53 Chieftain (8) Catalina, 
$665*, $590; 4-dr., $600%, $500°. °52 
Chieftain (8) Catalina, $335*. °51 Silver 
Streak (8) Catalina, $250*. 

STUDEBAKER "53 Commander coupe, 
$430*: Land Cruiser, $375*. "50 Cham- 
pion 4-dr., $110*. 

MISC, — '54 Chevrolet %-ton pickup, $695, 
$510. 


MANHEIM, PA. 


(Manheim Auto Auction, Sale every Fri- 
day. Prices are for sale of Jan, 25.) 

(We experienced a very nice sale to- 
day, having 388 cars to offer the buyers. 
And were they on the job—going home 
with 80 percent of the cars presented. 
Prices were up and the demand was 
strong.) 

BUICK—’56 RM 4-dr., $2,300* (ps); Spe- 
cial Riviera, $2,100, $2,090%, $1,900; 
Super Riviera, $2,060%. "55 Special 
Riviera, $1,870*, $1,680°, $1,650°, $1,- 
580°, $1,570*, $1,470* $1,340°; 2-dr., 
$1,175, $950; 4-dr., $1,140; RM 4-dr., $1,- 
690° (ps); Super 4-dr., $1,620°, $1,300°; 
Riviera, $1,600*; Century Riviera, $1,- 
400°. '54 Super Riviera, $1,430°; 4-dr., 
$1,050*; Century Riviera, $1,300°, $1,- 
270*; RM Riviera, $1,125* (ps); 4-dr., 
$970*: Special 4-dr., $1,230°; 2-dr., $1,- 
040*, $1,000, $910°, $680. ‘53 Super 
Riviera, $930°, $835° $670°; 4-dr., 
$830°; Special 4-dr., $825, $680; RM 4- 
dr., $800*,. "52 Super 4-dr., $365°, $360. 
‘S51 Super Riviera, $480°, $305°, $110°. 
"50 Special 4-dr., $105, "47 Super 4-dr., 
$140. 


Phone 5-9535 | cAnILLAC—'56 (60) Special coupe, $4,- 


250° (ps); (62) sedan de Ville, $4,200° 
(ps); coupe de Ville, $4,200° (ps), $3,- 
990° (ps), $3,900* (ps); conv., $3,910° 
(ps); 4-dr., $3,800° (ps), $3,750° (ps), 
$3,650* (ps), $3,225* (ps); coupe, $3.- 
575° (ps). "55 (62) 4-dr., $3,000° (ps). 
"54 (62) coupe de Ville, $2,720° (ps), 
$2,660* (ps); 4-dr., $2,520° (ps), $2,- 
450° (ps), $2,300° (ps), $2,125° (ps). 
"53 (62) coupe de Ville, $1,700° (ps); 
4-dr., $1,660° (ps), $1,435°, $1,340°, $1,- 
240°, $1,175*; conv., $1,250°; (60) Spe- 
cial 4-dr., $1,550°. °52 (62) 4-dr., $1,- 
250*; coupe de Ville, $1,210°; (60) Spe- 
cial 4-dr., $1,050*, $925°. °51 (62) conv., 
$975*; 4-dr., $575* °50 (62) coupe, $1,- 
203°; (61) 4-dr., $450°, $425°. '42 4-dr., 
$125°. 

CHEVROLET—’57 Bel Air Hardtop, $2,- 
375; One-fifty (6) 2-dr., $1,700, ‘56 
Corvette, $2,425; Bel Air (8) 4-dr., $1,- 
925° (ps), 2 at $1,675*; Hardtop, $1,- 
760*; station wagon, $1,850°, $1,790°, 
$1,700*; Two-ten (8) 4-dr., $1,700°; Bel 
Air (6) 2-dr., $1,525, $1,275; Two-ten 
(@) Delray, $1,480*; 2-dr., $1,350°, $1.- 
300. "55 Bel Air (8) Hardtop, $1,700*, 
$1,500*, $1,275, $1,270; 2-dr., $1,375°; 
station wagon, $1,550*%; Two-ten (6) 
station wagon, $1,375, $1,190*; 2-dr., $1,- 
195; 4-dr., $1,040; Two-ten (8) 2-dr., 
$1,130°; Bel Air (6) 4-dr., $1,280°, $1,- 
260, $1,150; 2-dr., $1,120; One-fifty (6) 
2-dr., $900, $885. °54 Bel Air 4-dr., $1,- 
015*; 2-dr., $830; Two-ten 2-dr., $825, 
$790; 4-dr., $800; station wagon, $800; 
One-fifty 2-dr., $610, $590; Delivery 
sedan, . "53 Bel Air Hardtop, $1,- 
000*; station wagon, $940*; 4-dr., $800*, 
$740*; 2-dr., $765*; conv., $640; Two- 
ten 4-dr., $690°; 2-dr., $580; One-fifty 
2-dr., $550. 51 SL Deluxe 4-dr., $390; 
2-dr., $355*, $295°, $290°. '50.SL De- 
luxe 4-dr., $160. 

CHRYSLER — ‘'51 Imperial club coupe, 
$340*. '°48 Windsor 4-dr., $110. 

DeSOTO—’55 Firedome 2-dr., $1,430* (ps), 
$1,200*. °54 Firedome 2-dr., $1,065*; 
conv., $625*. '53 Firedome sedan, $625°*. 
'52 Deluxe coupe, $295, "51 Custom 4-dr., 
$220. '49 Custom 4-dr., $165°. 

DODGE—’57 Custom Royal sedan, $2,850° 
(ps); 4-dr., $2,740* (ps). ‘56 Roya} 
Lancer, $1,850*. 55 Royal Lancer, $1,- 
650°, $1,550°; 4-dr., $1,490*°; Coronet 
Hardtop, $1,480*, $1,300°. ‘54 Coronet 
(6) 4-dr., $840*°, $800, $750, $475°. °53 
Coronet (8) sedan, $650; Meadowbrook 
2-dr., $435*. '50 Coronet 4-dr., $310*, 
$165. 

FORD—’57 Thunderbird, $3,185*; Fairlane 
(8) 2-dr., $2,365*; 500 4-dr., $2,360°, 
$2,180*, $2,160*, °56 Country Squire, $2,- 
150°; Fairlane (8) Victoria, 2 at $1,870* 
$1,860*, $1,700*, $1,610°; 4-dr., $1,725°, 
$1,600*, $1,570*; Ranch Wagon, $1,690, 
$1,678*; conv., $1,620*%; Main (8) 2-dr., 
$1,340, $1,300; Fairlane (6) 2-dr., $1,- 
260; Custom (8) 2-dr., $1,250°. °55 
Thunderbird, $2,130; Fairlane (8) Vic- 
toria, $1,610*, $1,600*, $1,370, $1,250; 
Crown Victoria, $1,530*%; Country sedan, 
$1,610"; conv., $1,540°, $1,385°; 4-dr., 
$1,410*, $1,175; Ranch Wagon, $1,505*, 
$1,175; Custom (8) 4-dr., $1,205*, $1,- 
170*, $1,150; 2-dr., $1,000°; Custom (6) 
4-dr., $950; Main (6) Ranch Wagon, 


(Continued on Page 36, Col. 1) 
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$900; Main (8) 2-dr., $870, $825, $790. 
54 Custom (8) 4-dr., $925, $790°, $756, 
$705, 2 at $700, $690; Crest (8) 4-dr., 
$905*, $900°, $845°, $820*; Victoria, 
$880; 2-dr., $840, $820; Ranch Wagon, 
$900; Main (8) 2-dr., $615, $530; 4-dr., 
$590: Custom (6) 4-dr., $605. '53 Coun- 
try sedan, $1,025*; Custom (8) club 
coupe, $710; 4-dr., $670; 2-dr., $650*, 
$335. '52 Custom (8) 4-dr., $400; 2-dr., 
$195, $180. '51 Custom (8) 2-dr., $435, 
$370; conv., $235; Custom (6) 4-dr., 
$195; 2-dr., $160. '50 Custom (8) 2-dr., 
$230, $165. 

HUDSON—’55 Hollywood sedan, $1,125*. 


CADILLAC — ’56 Eldorado conv., 


CHEVROLET — ’56 Bel Air 


KAISER—'53 4-dr., $600. 


AUTOMOTIVE NEWS, FEBRUARY 11, 1957 


Used-Car Auction Prices 


(Continued from Page 35) 


$4,400° 
(ps), $4,260* (ps); (62) 4-dr., $3,435* 
(ps). °54 (62) coupe de Ville, $2,480*° 
(ps), $2,225°. °53 (62) 4-dr., $1,150° 
(ps), .$1,150*. ’52 (62) coupe de Ville, 
$1,060* ; 4-dr., $865* (ps). °51 (62) coupe, 
$795*. '50 (62) 2-dr., $490*. 

(8) Hardtop, 
$1,835°; 4-dr., $1,650*°, $1,610° (ps); 
Two-ten (6) Hardtop, $1,725* (ps); sta- 
tion wagon, $1,720*; 2-dr.. $1,365; Bel 
Air (6) Hardtop, $1,705. 55 Bel Air (8) 
Hardtop, $1,400* (ps); 2-dr., $1,285; 4- 
dr., $1,155°; Bel Air (6) 4-dr., $1,200. 
"54 Two-ten (6) station wagon, $875; Bel 
Air 4-dr., $715. '53 Bel Air Hardtop, 


tom (8) 4-dr., $725°; 2-dr., 
Country sedan, $850*, $805*; Crest (8) 
Victoria, $800* $755*; Custom (8) 2-dr., 
$575*; 4-dr., $335*; Main (8) 2-dr., $510; 
Ranch Wagon, $500, ’52 Custom (8) club 
coupe, $540*, $505; conv., $440*. 51 Cus- 
tom (6) sedan, $395°. 

HUDSON—’ 56 Hornet Hardtop, $1,220*. ’52 
Hornet 4-dr., $325°. 

LINCOLN—’56 Capri 4-dr., 
"53 Capri 4-dr., $705* (ps). 

MERCURY—’55 Monterey Hardtop, $1,- 
345°. °53 Monterey 4-dr., $775*, $720*; 
Custom 2-dr., $505°, °52 Custom 2-dr., 
$485. '51 4-dr., $355, $235°. 

NASH—’56 Rambler Hardtop, $1,550*. °55 
Rambler 2-dr., $1,465. °54 Ambassador 
4-dr., $1,115*, 53 Statesman 4-dr., $460, 
2 at $320. 

OLDSMOBILE—’'56 (98) Holiday, $2,440* 

(ps); (88) Holiday, $2,270* (ps), $2,180* 

(ps), $2,140° (ps), $2,040°, $2,000°; 4- 

dr., $2,020° (ps); 2-dr., $1,750°. °55 (98) 

Holiday, $2,020* (ps), $2,005* (ps), $1,- 

925° (ps), $1,835° (ps), $1,795* (ps); 

conv., $1,845* (ps); 4-dr., $1,745* (ps), 
$1,695*, $1,550° (ps); (88) conv., $1,800* 


$2,825* (ps). 


CADILLAC—’53 (62) club coupe, 


$900*, $840° (ps), $800*; Chieftain (8) 
2-dr., $775*, $585*; 4-dr., $630°. '53 Star 
Chief (8) Catalina, $625*; Chieftain (8) 
4-dr., $595*; 2-dr., $575*, $305, °52 Chief- 
tain (8) Catalina, $385°. 


MISCELLANEOUS—’54 Ford %-ton pick- 


up, $775. 


JENISON, MICH. 


(Grand Rapids Auto Auction, Sale every 


Tuesday. Prices are for sale of Jan, 29.) 


(Sold 117 cars out of 172 offerings.) 


BUICK—’57 Special sedan, $2,600, '56 Spe- 


cial 4-dr., $2,195*, $2,100*; Riviera, $2,- 
065*, $2,000* (ps), $1,965*; Super 4-dr., 
$2,125* (ps). °55 Super Riviera, $1,585* 
(ps), $1,415* (ps); RM Riviera, $1,550*° 
(ps); Special Riviera, $1,525* (ps); 4- 
dr., $1,415* (ps). ’54 Century Riviera, 
$1,225* (ps); Super Riviera, $1,215*; RM 
Riviera, $1,165* (ps). "53 Special Riviera, 
$705°; 4-dr., $635*. ‘51 Super 4-dr., 
$330*, $245°. 50 Special sedan, $225. '49 
RM Riviera, $330°. 


$1,395° 
(ps). '51 (62) 4-dr., $620°. 


Model Breakdown 
Of Auction Averages 


Feb., 1957 Dee., 
To Date 1956 


$2,393 
1,860 
1,347 
938 
625 
42 
288 
218 


Average $ 981 $ 981 $1,009 


cc 
(8) Victoria, $1,795* (ps); 4-dr., $1,600" 


Jan., 
1957 


$2,432 
1,764 
1,289 


Model 


274 
195 


$765, $730°, $705°; 4-dr., $680°, $680; 
2-dr., yeee Two-ten 4-dr., $685°; 2-dr., 
$525; One-fifty 4-dr., $475. °51 SL Deluxe (88) 4-dr., $1,525* (ps), $1,245*, $1,200°; 
station wagon, $365; 4-dr., $200, Holiday, $1,525*, $1,505; 2-dr., $1,145*. 
CHRYSLER—’55 Windsor Nassau, $1,675* ’53 (88) Holiday, $930°; 4-dr., $825*, 
(ps), $1,445°; NY 4-dr., $1,575°, '54 Im- $810*, $675°; 2-dr.. $535. '52 (88) 4-dr., 
perial 4-dr., $1,150* (ps). $290°. '51 (98) Holiday, $275*. 
DeSOTO—’'55 Firedome 2-dr., $1,540*. '52| PACKARD—’55 Clipper ardtop, $1,700* 
Firedome 4-dr., $235. (ps). °54 Clipper Hardtop, $240*. 
DODGE—’55 Royal Lancer, $1,530*; Coro- | PLYMOUTH—’56 Belvedere (8) 4-dr., $1,- 
net 2-dr., $1,040. °54 Coronet Suburban, 175. °55 Savoy (6) 4-dr., $1,000*; Savoy 
$775*. '53 Coronet 4-dr.. $525. (8) 4-dr., $950, $925; 2-dr., $800. '54 Bel- 
FORD—'56 Thunderbird, $2,600° ; Country vedere 2-dr., $595. "53 Cranbrook 2-dr., 
sedan, $1,790, $1,575; Fairlane (8) 4-dr., $550°; 4-dr., $480, $365; Cambridge 4- 
$1,685*; Custom (8) 4-dr., $1,485°. °55 dr., $425. 
Thunderbird, $2,400*; Fairlane (8) Crown | PONTIAC—’56 Chieftain (8) Catalina, $1,- 
Victoria, $1,400° (ps); Country sedan, 755°. '55 Star Chief (8) Catalina, $1,- 
$1,175*; Custom (8) 4-dr., $1,075. °54 590°, $1,500° (ps), $1,360°; Chieftain 
Crest (8) Victoria, $900° (ps); Crown (8) Catalina, $1,400°, $1,325*, $1,245; 
Victoria, $835°, $510°; 4-dr., $645; Cus- 4-dr., $1,125°. "54 Star Chief (8) 4-dr., 


MERCURY — ’'57 Monterey Hardtop, $2,- 
725° (ps). '56 Montclair conv., $2,235* 
(ps), $1,925*; Custom Hardtop, $1,850*; 
conv., $1,775*; station wagon, $1,700*. 
'55 Montclair Hardtop, $1,775*, $1,770*; 
4-dr., $1,670*, $1,400° $1,325°; 2-dr., 
$1,600*; Monterey Hardtop, $1,640*, $1,- 
400°, $1,325°; 4-dr., $1,260°; Custom 2- 
dr., $1,180*, $1,050. ‘54 Custom 4-dr., 
$1,060*. '53 Monterey Hardtop, $1,095*. 

LINCOLN—’'56 Premiere Hardtop, $3,070* 
(ps). 

NASH—’54 Country club, $800*. '53 Coun- 
try club, $400. "52 Rambler conv., $150. 

OLDSMOBILE—'57 (98) Holiday, $3,400° 
(ps). 56 (98) Holiday, $2,435* (ps), $2,- 
310° (ps); (88) Holiday, $1,900° (ps). 
'66 (88) Holiday, $1,900° (ps), $1,670°*, 
$1,660*, $1,640°; 2-dr., $1,425*°; Super 
Holiday, $1,890* (ps), $1,450°; 4-dr., $1,- 
625°, $1,475*; (98) 4-dr., $1,700°; Holi- 
day, $1,560°. "54 (88) Holiday, $1,535°; 
4-dr., $1,210*, $1,125°, $1,100°. "53 (98) 
4-dr.. $840°, $650°; (88) conv., $800°. 
"52 (98) 4-dr., $490°, $440°, $435; (88) 2- 
dr., $180. "51 (88) 4-dr., $325°. "50 (98) 
4-dr., $225*, $105. 

PACKARD—’56 Clipper sedan, $1,950*. '55 
Patrician 4-dr., $1,700° (ps). '53 Clipper 
4-dr., $670°*. 52 4-dr., $300. 

PLYMOUTH—’57 Belvedere (8) Hardtop, 
$2,250° (ps); Savoy (8) sedan, $2,200°. 
"56 Fury coupe, $1,900° (ps); Belvedere 
(8) 4-dr., $1,890°, $1,750°; conv., $1,- 
800°; Hardtop, $1,500°. ‘55 Belvedere 
(8) Hardtop, $1,560°, $1,310, $1,220°; 4- 
dr., $1,280°, $1,090°, $985; Plaza (8) 
sedan, $1,375*; Savoy (6) 4-dr., $1,250°; 
conv., $1,160. ‘54 Plaza station wagon, 
$920. 53 Savoy Suburban, $815, $710. 
$665; Cranbrook club coupe, $710*, 
$670°; 4-dr., $500, $470. "52 2-dr., $200. 

PONTIAC—' 57 Chieftain (8) Catalina, $2,- 
535° (ps); Star Chief (8) Hardtop, $2,- 
480°. ‘56 Star Chief (8) 2-dr., $2,175*° 
(ps). 56 Chieftain (8) 4-dr., $1,420°, 
2 at $1,350°, $1,300°, $1,225°, $1,125°; 
Catalina, $1,230. ‘54 Chieftain (8) Cata- 
lina, $1,040°, $710*°; station wagon, 
$930*, $840°; Star Chief (8) 4-dr., $905°, 
$900. Chieftain (8) 4-dr., $680*, 
$580°, $520°, $475°; 2-dr.. $600°. ‘52 
Chieftain (8) 4-dr., $400°. ‘51 Silver 
Streak (8) Catalina, $375*. ‘50 Silver 
Streak (8) 2-dr., $260, $180; 4-dr., $210°*, 

. 


$200°. 
STUDEBAKER—'55 President 4-dr., $1,- 

210°; Champion 4-dr., $1,085, $890. 
MISCELLANEOUS — 57 Isetta (300) 1-dr., 

$860. '56 Jaguar conv., $2,700; Ford \%- 
ton pickup, $1,160, $1,140. "55 Ford %- 
ton pickup, $720. '54 Ford %-ton pickup, 
$650. ‘53 %-ton pickup. $635. ‘52 Ford 
%-ton pickup, $560; Chevrolet %-ton 
pickup, $465; “%-ton pickup, $450. ‘51 
Ford %-ton pickup, $350; Chevrolet \%- 
ton pickup, $290; ‘50 Chevrolet \%-ton 
pickup, $270, $240. ‘49 Dodge i-ton 
stake, $260. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 

day. Prices are for sale of Jan. 29.) 

(Seid 215 out of 322.) 

BUICK—'55 Super Riviera, $1,715* (ps), 
$1,625° (ps), $1,595°; Special Riviera, 
$1,250. "54 Super Riviera, $1,395° (ps), 
$1,225° (ps); Special 4-dr., $830°. ‘53 
Special Riviera, $700*; 4-dr., $575; Super 
Riviera, $685°, $565°; 2-dr., $580°. 


Easy to SELL 
Easy to INSTALL 


Hise Yepiayya 


(ps); Holiday, $1,725*, $1,690°, $1,645° 


CHEVROLET—’56 Bel Air (8) 4-dr., $1,- 
(ps); 4-dr., $1,720* (ps), $1,500%. '54 


745°, $1,740*; Two-ten (6) station wagon, 
$1,575; 2-dr., $1,335, $1,205; Two-ten 
(8) 2-dr., $1,500*; Delray coupe, $1,480. 
’55 Bel Air (8) 2-dr., $1,330, $1,075*; 
4-dr., $1,145, $1,085; Bel Air (6) 2-dr., 
$995; Two-ten (8) Delray coupe, $1,050; 
2-dr., $1,040, $1,010. '51 SL Deluxe Bel 


Air, $145. 
CHRYSLER —’'56 Windsor 4-dr., $2,225* 
$1,170*, *52 


$1,475; Custom (8) 2-dr., $1,360°; 4-dr, 
$1,355, $1,195. °55 Country sedan, $1,4% 
$1,240; Fairlane (8) conv., $1,415* (ps); 
Victoria, $1,375*, $1,305*, $1,290°; Crow 
Victoria, $1,260°; 4-dr., $1,160*, $1,109. 
Custom (8) 4-dr., $1,050*, $985*, $925: 
2-dr., $845*; Ranch Wagon, $1,375*. '% 
Country sedan, $990; Custom (8) 2-dr, 
$680; Custom (6) 4-dr., $590; Main (6) 
2-dr., $515. '53 Custom (8) 4-dr., $425: 
Main (8) 4-dr., $330. ‘52 club coupe 
$315. 

HUDSON—’52 Hornet 4-dr., $150. 

MERCURY — ’'55 Monterey 2-dr., $1,500*, 
"54 2-dr. $810. 

NASH—’56 Statesman 4-dr., 
Statesman 4-dr., $145. 

OLDSMOBILE—’57 (88) 2-dr., $2,700*. "% 


(Continued on Page 37, Col. 1) 


(ps), $2,050* (ps). 

DeSOTO—’55 Firedome 4-dr., 
4-dr., $380°. 

DODGE—’55 Royal Lancer, $1,375*; 4-dr., 
$1,295*°. °54 Royal (8) 4-dr.. $855*; Cor- 
onet 2-dr., $765*. '53 Coronet 2-dr., $480. 

FORD—’57 Thunderbird, $3,300*; Custom 
(8) 4-dr., $2,070; Custom (6) 4-dr., $1,- 
710. '56 Parklane station wagon, $1,920* 
(ps); Country sedan, $1,850*°; Fairlane 


$1,580*, ‘51 











Sell the elegant ’57 look... 


FITS NEW ‘57 FORDS, 
"55 & 56 PONTIACS 
and CHEVROLETS! 


WHATEVER THE MODEL YEAR... SMARTEST ON THE HIGHWAY 


Made of chrome plated steel, quickly and 
permanently mougted with 2 screws. Increases 
alr flow up to 100% at normal speeds. Elim- 
inates continuous operation of heater fan. 
Prevents snow and siush from entering cowl 
vent. Adds harmonizing beauty—greater com- 
fort to summer and winter driving. 


Ask your supply house for JET AIR SCOOP 
or write for complete information and 
prices te: 


DETHMERS MF'G. CO. 
BOYDEN, IOWA, U.S.A. 


You sell miles and miles of extra enjoyment with every set of seat covers woven 
of SARAN. Smart good looks and rugged durability combine to put sARAN in a 
class by itself. It’s made to take the punishment of everyday hard wear without 
scuffing. Now your customers can bring their old cars up to the minute with 
the same handsome colors and patterns featured as original upholstery in the 
smartest new models. Order your stock now for a big spring season . . . push 


TO BREATHE! the colorful ‘57 look for older cars! 
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——— 
— sedan, $1,590*. "55 Custom (8) 4-dr., $1,-| fairly well, Rough and medium cars went 300* (ps); station wagon, $1,155; Savoy 
125°; 2-dr., $1,025, $940; Custom (6)| begging. Sold 97 out of 167 offerings.) (6) 4-dr., $905. °53 Cranbrook 4-dr., 
n * ° 2-dr., $940; Main (6) 4-dr., $710°. 54) BUICK—’56 Super Riviera, $2,250* (ps); $300. ’51 Cambridge 4-dr., $105. 
Ranch Wagon, $940; Crest (8) Victoria,/ 4-dr., $2,165* (ps); Special 4-dr., $2,090*. | PONTIAC-—'56 Chieftain (8) 4-dr., $1,950* 
se a or u Cc ! on r ! ces $930, '53 Custom (8) 4-dr., $540, $460*;| +55 Century Riviera, $1,545*; Super Rivi-| (ps); 2-dr., $1,335. ’56 Star Chief (8) 
jes 2-dr., $520; Main (8) 2-dr., $335. °51 era, $1,545* (ps), $1,465* (ps); RM 4-dr., Catalina, $1,420*; 4-dr., $1,330° (ps); 
Custom (8). 4-dr., $380°; station wagon, $1,450°* (ps); Special 4-dr., $1,345* (ps); Chieftain (8) Catalina, $1,335*, $1,260; 
Dee., $290, °50 Custom (8) 2-dr., $200; 4-dr., 2-dr., $1,280, $1,145, '54 Century Riviera, 2-dr., $1,090*. '54 Star Chief (8) Cata- 
pe $170. $1,200*; Super Riviera, $1,185*; Special] lina, $1,000*. °51 4-dr., $225. ‘50 Cata- 
52,393 (Continued from Page 36) HUDSON—’52 Commodore (8) 4-dr., $240*. Riviera, $1,145*, $1,085°, $975. 53 noose lina, $210; 4-dr., $110*. sisted nae 
NCOLN — ’ , $2,800*| Riviera, $750*. '52 Special Riviera, ; | STUDEBAKER—’56 Sky Hawk club coupe, 
1,800 (ss) 4-dr., $1,915. "55 (98) A-dr., $1,-| Century Riviera, $1.875° (pe); A-dr., $1.- py eiptiet-re carted BOs os $1,650*, R 
* (ps); (88) Holiday, $1,680° (ps); *; Special Riviera, $1,590. '54 Special | weRcURY—’57 Montclair Sport coupe, $2,- | CADILLAC—'56 (62) club coupe, $3,500* | mISCELLANEOUS—'53 Ford %-ton pick- 
— Super 2-dF., $1,655°, $1,575°. "54. (88) Riviera, $1,200*, $1,120°; 2-dr., $875; RM |" 999° (ps), '56 Montclair Phaeton, $2,125°. (ps). '55 (62) Special 2-dr., $2,630° (ps). up, $280. °48 Chevrolet %-ton pickup, 
938 4-dr., $1,200. ’53 (88) 4-dr., $775*. ’50/ Riviera, $1,160° (ps). '53 Super Riviera,| .54 sun Valley coupe, $820°, ’52 Monte- | CHEVROLET—’56 Bel Air (8) club coupe,| $175. 
625 (88) 4-dr., $115*. oh te 4-dr., ae —_ @ mb rey Sport coupe, $290. $1,800*; station wagon, $1,670*; Two-ten 
D—’53 Clipper 4-dr., $500*, $445°. -dr., $650. ” uper 4-dr., . OLDSMOBILE—’54 (88) Super 4-dr., $1,- (8) 4-dr., $1,540°, $1,485°. °55 o-ten 
412 Pe CLD SF 4-dr., $300*. Super Riviera, $200°; 4-dr., $160°. 135: Deluxe 4-dr.. $1,150". 49 (98) 4-| (8) station wagon, $1,450°; 4-dr., $1,025°, LITTLETON, COLO. 
PLYMOUTH—'56 Savoy (8) 4-dr., $1,290*, | CADILLAC—'57 (62) coupe, $5,000* (ps),| ar.’ $140°. $1,000*; Bel Air (8) 4-dr., $1,200°; 2-dr.,| (Colorado Auto Auction, Sale every Mon- 
283 "55 Savoy (6) 4-dr., $1,015*, $780; Bel-| $4,950* (ps). ’55 (62) conv., $2,950°| pacKARD—'55 Panama coupe, $1,500°. $1,185; Two-ten (6) Delray, $1,070;| aay. Prices are for sale of Jan. 28.) 
edere (6) Hardtop, $950°; Plaza (8)| (ps); 4-dr., $2,.875° (ps). "53 (62) conv.,| pLYMOUTH—'56 Plaza (8) 2-dr., $1,185.| conv., $1,325*; One-fifty (8) 2-dr., $675. | RuioK—'57 Century Riviera, $3,350* (ps); 
213 ae. $920*; Plaza (6) 4-dr., $730; 2-dr., $1,450* (ps). '51 (62) 4-dr., $880*, ’54 Cranbrook 4-dr., $900; Savoy 4-dr., "54 Bel Air 4-dr., $685; One-fifty 2-dr., Special Riviera, $2,735°*, 56 Special Rivi. 
a $695. °53 Cranbrook club coupe, $340; | CHEVROLET—'57 Bel Air (8) Sport coupe,/ $790*. '53 Cambridge 4-dr., $430°; Plaza| $475; coupe, $365, $350. 53 Two-ten 4-| 47. gi 955°, $1,950*, 2 at $1,945*, $1,- 
bri a 20, $295. $2,400* (ps). 56 Bel Air (8) Sport coupe,| 2-dr., $350. dr., $315. '51 SL Deluxe Bel Air, $320; * ‘ et 55 8 
Cambridge 2-dr., $320, ’ ps > ; ° - 925*; Super 4-dr., $1,935* (ps). '55 Spe- 
1,008 NTIAC—'55 Chieftain (8) Catalina, 2| $1,835°; Two-ten (8) 2-dr., $1,450°. '55| PONTIAC—'55 Star Chief (8) 4-dr., $1,-| 4-dr., $315°, $300°, $140°, $130; 2-dr.,/ Gia) Riviera, $1,730° (ps); Super Riviera, 
—— ae $1,525*; 4-dr., $1,315*. °54 Chieftain Two-ten (6) station wagon, $1,250; 4-dr., 370* (ps); Chieftain (8) 4-dr., $1,190° $305. $1,635* (ps), $1,570* (ps): Century conv.. 
, ‘s 4-dr., $785, °53 Chieftain (8) 4-dr., $975, $965, $950, $940; 2-dr.. $1,025, (ps). "54 Star Chief (8) Catalina, $900*; | CHRYSLER—'52 Saratoga 4-dr., $175. — $1.585*. '53 RM Riviera, §$720° (ps), 
1, 600°, ee $635*. °51 2-dr., $185 $935; Two-ten (8) 2-dr., $1,050, ’54 Bel| Chieftain (8) 2-dr., $810. ’53 Chieftain | DODGE—’55 Coronet (8) 2-dr., $1,190. '53 $625* (ps). 50 Super 4-dr., $150°. 
| 4dr, $750, ‘ “ - Air Sport coupe, $905; Two-ten 2-dr., (8) 4-dr., $510*°, '52 Chieftain (8) 4-dr., Coronet club coupe, $410. CADILLAC—’57 (62) cou ‘de Ville, $5,- 
$1,499, $850; One-fifty 2-dr., $640. °53 Bel Air $405*. 51 Silver Streak (8) 4-dr., $270*. | FORD—'56 Fairlane (8) Victoria, $1,690°; 900° (ps): coupe, $4 aeer Ss). '56 Eldo. 
cio ee zat, $720; doar. S710: Two-ten 2-ar..| | "G0 (8) 2-dr., $240". aar,,| Zit: $1455; Custom, (8) d-dr-; $1:440°;] Pee, Savile #R 880" pe): ve) sedan ae 
- 70. '51 SL Deluxe 2-dr., $380, 10, | WILLYS—’'56 Jeep, $1,080. 52 Aero 2-dr., -dr., . > riane . Pry ce , - 
a ie ‘Friese ate Set ante of Jen. 28)” $170*; 4-dr., $320". °50 Si. Deluxe Bei| "$250. be $1,350*; Custom (8) 4-dr., $1,055°, $1.-| ole, Siony.. $5,505" ips), "St (60) Bpe- 
os Mothe showed more activity to- Air, $310; SL Special 4-dr., $160. MISCELLANEOUS — °55 Chevrolet %-ton 025°. '54 Country sedan, $860*; Crest (8) cial sedan $2,960" ‘oo. : 
to on average cars than it has so far | CHRYSLER—'SS NY 4-dr., $1,670* (ps).| pickup, $875, $575. °S3 Ford %-ton cour-| Victoria, $680*; 4-dr., $860°, $680°; Cus-| cial sedan. $2,950" (Ds). 
in @ fe year. Buyers galore attended, many ’53 Windsor 4-dr., $385* (ps). "50 NY ier, $260. '52 Willys ee ea ae _ — > wee ao $2. 540° io); Sepans car pA nd 
. nded - ° Chevrolet %-ton panel, 3 ude- oria, P s -dr., , ; \ i» 
$425"; having empty hei SS a ae nent ea | ° ° baker -ton pickup, $240; Willys %-ton $355. ‘50 Custom (8) 2-dr., $165. $2,485; Bel Air (6) 4-dr., $2,150*. '56 Hel 
ae ie ioe yy By *- goa fy DODGE — "4 Meadowbrook ye $680; pickup, $370. ey MERCURY—'55 Monterey club coupe, $1,-| Air (8) station wagon, $2,245°; Sport 
a aeet ys tos were snapped up quickly Coronet club coupe, $570*. '52 Coronet 475*. ‘54 Custom club coupe, $1,140*; coupe, $1,995° (ps), $1,835 ,  $1,825°; 
y prices and many were sold be- 4-dr., $250, °51 Coronet 4-dr., $310*. '50 FLINT 2-dr., $725; Monterey 4-dr., $850. ’53| Two-ten (8) 4-dr., $1,390°, $1,285; One- 
1,500°, see it the auction block, New ’57s Meadowbrook 4-dr., $150. : Monterey 4-dr., $680*; club coupe, $335. fifty (6) 2-dr., $1,130, $1,045. '55 Two- 
+ al selling around dealer’s factory cost | FORD—’'57 Ranch Wagon, $2,050; Fairlane (Flint Auto Auction, Inc. Sale every | OLDSMOBILE—'55 (88) Holiday, $1,625° ; aon ?. 2-dr., = ‘at Dat ae 
Y = Why bother the new-car dealer? Stick (8) 500 club sedan, $2,285*; 2-dr., $2,075. | Wednesday. Prices are for sale of Jan. 30.) 2-dr., $1,430° (ps). "54 (88) 4-dr., $1,- tw. 2-dr., Feeke oe _ -dr., 
‘> te used-car business. Soild 112 units "56 Ranch Wagon, $1,900*° (ps), $1,650, (Consignors were reluctant to sell at 225°. ‘53 (98) Holiday, $950° (ps). $4 5; coupe, $405*. ‘4 -dr., $ o 
D°. "SS weet 142 offerings.) ; $1,450; Country "sedan, $1,750* (ps);| prices offered. However, good, sharp cars Ha ler sa a. a 81 ae at fee vhf oor? $4,450° (ps). 
—’ ; 9 airlan ( Victoria 1,770*; Town| brought a little more money and sold Y JTH—'5: vedere (8) 2-dr., - ‘ ardtop, $2, (ps). 
BUICK—’56 Special Riviera, $1,950°, °55 F: e (8) . § BODGH— ST Revel Sport ccann, 00,200") 





with seat covers of SARAN! 


: 

f SARAN IS STILL THE DEALER’S CHOICE FOR BIGGER PROFITS 

a SARAN is the dealer’s choice because it is still America’s choice for the best buy 

u in seat covers. Play up the sales point that seat covers of SARAN are woven to 

t allow natural air passage—allowing customers to enjoy year-round driving TES ae 

1 comfort. Here’s another sales-clincher. saRnaN is the easiest of all seat cover a 
2 materials to keep looking its best . . . a damp cloth removes spots and spills. CUNCH THE SALE! 

i Satisfied customers still make the dealer’s choice saran. THE DOW CHEMICAL 





company, Midland, Michigan, Plastics Sales Department PL1575E. 


YOU CAN DEPEND ON 





Coronet (8) 4-dr., 
(6) 4-dr., $210°*. 
FORD — '57 Fairlane (8) 500 coupe, $2,- 
425°; 4-dr., $2,385*; Country sedan, $2,- 
380; Custom (8) 300 2-dr., $2,035. °56 
Fairlane (8) Victoria, $1,950° (ps); 4-dr., 
$1,650, $1,595*, 2 at $1,575*; Ranch Wag- 
on, $1,520; Custom (8) 4-dr., $1,170*. '56 


$2,455*°. °52 Coronet 


Thunderbird, $2,100* (ps); Fairlane (8) 
conv., $1,350*° (ps). "53 Country sedan, 
$895. 


HUDSON—'53 Hornet (6) 4-dr., $500°. 

IMPERIAL—'57 Southampton 4-dr., $4,- 
900° (ps), $4,850° (ps); coupe, §$4,750° 
(ps); 4-dr., $4,550° (ps). 

LINCOLN—'55 Cosmopolitan Hardtop, $1,- 
585° (ps); 4-dr., $1,425* (ps). °53 Capri 
coupe, $1,165* (ps). 

MERCURY—'57 Monterey Sport sedan, $2,- 
925° (ps), $2,850° (ps); Montclair Sport 
coupe, $2,875*. 55 Monterey Sport coupe, 


$1,425°; 4-dr., $1,305*. "53 station wag- 
on, $925°. °51 club coupe, $325; 4-dr., 
$215. 

NASH—'55 Ambassador Sport coupe, $1,- 
485°. 

OLDSMOBILE — '56 (88) 4-dr., $1,950*, 
$1,900*, $1.775*; (98) Holiday, $2,540° 


(ps). "55 (98) conv., $2,060° (ps); Holi- 
day, $1,970° (ps); (88) Super 4-dr., $1,- 
755° (ps). 

PACKARD—'S4 Patrician 4-dr., $805* (ps). 
"52 conv., $370°*. 

PLYMOUTH—'57 Savoy (6) 4-dr., $805* 
(ps). "55 Savoy (8) 4-dr., $1,080°, °54 
Plaza club coupe, $485. ‘53 Cranbrook 
4-dr., $455. '52 Cranbrook 4-dr., $310. 
"51 4-dr., $175. 

PONTIAC—'57 Chieftain (8) Catalina, $2,- 
585°. "56 Chieftain (8) Catalina, $1,790*, 
$1.685*°. ‘55 Star Chief (8) Catalina, $1,- 


530°; 4-dr., $1,355; Chieftain (8) 4-dr., 
$1.300°, $1,215. '54 Chieftain (8) 2-dr., 
$545. ‘53 Chieftain (8) 4-dr., $755°*. 


FT. WAYNE, IND. 


(Carl Matkers Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 29.) 

(Prices still going down. Sold 60 cars 
out of $1 offerings.) 

BUICK — ‘56 Super Riviera, $2,175* (ps). 
’55 Special Riviera, $1,420*. °53 Super 2- 
dr., $785° (ps). °53 Super 2-dr.. $395*; 
Special 4-dr., $375*. ‘51 Super Riviera, 
$360*, $350°, $320. ‘49 4-dr., $120°. 


(Continued on Page 39, Coil. 1) 












An 


ideal 


HOTELLA 


9601 EAST BAY HARBOR DRIVE 
BAY ISLANDS 


@ Completely Air-Conditioned 

@ Salt Water Poo! 

@ Private Waterfront Dock 

@ Free Skiffs for Fishing 

@ Complete Hotel Service 

@ Nearby Restaurant and 
Cocktail Lounge 


SEASONAL RATES 


Write for Free Folder, 
Rates and Information 
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= Phone UNION 6-7328 











Hydroforming Process— 


Col. Herman E. Lacy, right, president, 
Hydroforming Co. of America, Inc., Chi- 
cago, inspects chocolate dispenser base 
drawn from an 18-inch aluminum blank 
of .50 gauge to a depth of 5% inches 
by the Hydroforming process. Hydroform- 
ing is described as a “new and versa- 
tile custom deep drawing process that 
operates without conventional costly dies.” 
Using only male part of die, presses 
handle metals up to %-inch thick, form- 
ing blanks os |!arge as 23 inches in 
diameter. Luther Gordon, operator, is 
shown placing blank into machine for 
stamping. 
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Current Prices on New Cars 


The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 

charges. Not included are 


buyer, State and local taxes, 
transportation charges and optional 
equipment. 

BUICK — Special —4-dr. sed., $2,659.83; 
2-dr. sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr. 2-seat stat. wag., $3,046.83; 
4-dr. 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr. hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat, wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Roadmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. (Dynafiow 
standard on Century, Super and Roadmas- 
ter. Power steering standard on Super and 
Roadmaster. ) 

CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96. Sixty Special—4-dr. hardtop, $5,- 
614.32. Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88. (Hydra- 
Matic, power steering, power brakes stand- 
ard 


-) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-Fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-Ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. waz., 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Aitr— 
4-dr, sed., $2,290.32; 2-dr, sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr., 2-seat 


NCPR Eyes Congressional eg 


Gas Retailers Optimistic 


DETROIT, — The 85th Congress 
already has produced news of great 
importance for service station 
operators, according to the Na- 
tional Congress of Petroleum Re- 
tailers. Here is a rundown of the 
chief items as listed by the as- 
sociation: 

1, The equality-of-opportunity 
bill (on price discrimination) has 
been reintroduced by Rep. Wright 
Patman, Texas in the 
House, and by Senator Estes 
Kefauver, Tennessee Democrat, 
and 16 cosponsors in the Senate. 


2. Rep. James Roosevelt, Cali- 
fornia Democrat, has introduced a 


Calendar 


(Continued from Page 10) 


General 
March 13-14—National Automotive Serv 
ice Show. Show Mart Bidg., Montreal 
March 25-27 — American Society of Tool 
Engineers, Technical howtias and Con- 
vention, Shamrock Hilton Hotel, Hous- 


ton. 

Apr. 47—I4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bldg.. Fair Park, Dallas. 

Apr. 25-27—international Automotive Ex- 
position (southeast jobber sponsored), 
Dinner Key Auditorium, Miami, 

May 9-12 — Midwest Automotive Trade 
Show Kiel Auditorium, St. Louis. 

May 12-i5—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, Boston. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Baimoral Hotel, Bal Harbour, 
Miami Beach. 


bill to give service station opera- 
tors a “day in court on lease can- 
cellations” and “freedom of choice” 
jin trade. The latter refers to al- 


leged tire-battery-accessory pres- 
sure. 


| Roosevelt also has introduced a 
| bill calling for the divorcement of 
suppliers from: retailing. 


| 38. Roosevelt plans a new investi- 
| gation of gasoline marketing prac- 
| tices, and Senator Hubert Hum- 
phrey, Minnesota Democrat, will 
|} ask a $600,000 appropriation for a 
| full-scale investigation of gasoline 
marketing by the Federal Trade 
Commission. 


4. The final report of the House 
Small Business Committee on 
studies made during the Sth 

| Congress recommends enactment 
| of the equality-of-opportunity bill 
| and the Roosevelt freedom-of- 
| choice-in-trade bill. 


In discussing the equality-of- 
| opportunity bill, the NCPR pointed 
|to several factors which it called 
| conducive to a favorable outcome. 
They included: 


“1. Small businessmen and their 
|trade associations are more 
| strongly united than ever before. 


| “2. Consumers are becoming 
|aware of the fact that price dis- 
| crimination leads to monopoly and 
| higher prices, 

| “3. The FTC majority now sup- 
| ports the bill.” 


$2,-| 


stat. wag., $2,580.32; 2-dr, 2-seat Nomad 
stat. wag., $2,757.32. Corvette—Hardtop 
cpe. or conv, (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575. 
Saratoga—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 

CLIPPER—(Prices are for 1956 models.) 
—Deluxe—4-dr. sed., $2,731. Super—4-dr. 
sed., $2,866; 2-dr., hardtop, $2,916. Custom 
—4-dr. sed., $3,069; 2-dr, hardtop, $3,164. 

CONTINENTAL 2-dr. 
966. (Turbo-Drive, power steering, 
brakes standard.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr., hardtop, $3,084.75; 
conv., $3,361.25. Fireflite—4-dr. sed., $3,- 
486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 

DODGE—Coronet 6—4-dr. sed., 
2-dr. sed., 
sed., $2,558.50; 
hardtop, $2,665; 


power 


$2,451; 


2-dr. 
2-dr. 


sed., 
hardtop, 


$2,478; 4-dr. 
$2,580; 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
|}sed., $2,881; 4-dr. hardtop, $2,990; 
hardtop, $2,920; conv., $3,146. 
Wagons—2-dr. 2-seat Suburban, 
4-dr. 2-seat Sierra, $2,945; 4-dr. 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,214. 

FORD — (Prices .are for 6-cyl. 
For V-8s, add $99.98.) Custom—4-dr. sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus, 2-dr., 
$1,878.64. Custom 300 —4-dr. sed., 
156.56; 2-dr. sed., $2,105.28. Fairilane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. 500—4-dr. sed., $2,332.68; 
2-dr. $2,281.40; $2,- 


Station 


sed., 4-dr. hardtop, 


Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
sentatives in state capitals. 


19 States Previously 
Reported for December 


Arizona 


Brock- 
way 





"56 17) 
*55| 28} 
5) 
"55 
‘Sé 
“55 
‘56 
‘55 
‘56 
‘55 
‘56 
‘S5 


Arkansas 
Delaware 
Florida 


Georgia 


hardtop, $9,-/ 


3-seat stat. | 


$2,370.25. Coronet V-8—4-dr. | 


conv., $2,841.50. Royal V-8—4-dr. sed., $2,-| 


top, $2,768.50. Custom Royal V-8—4-dr. | 
2-dr. | 


505.32. Station Wagons—2-dr. 2-seat Ranch 
Wagon, $2,300.72; 2-dr. 2-seat Del Rio 
Ranch Wagon, $2,397.82; 4-dr. 2-seat Coun- 
try sedan, $2,451.32; 4-dr. 3-seat Country 
sedan, $2,556.08; 4-dr. 3-seat Country 
Squire, $2,683.64. Thunderbird — hardtop 
cpe. (V-8 only), $3,408.12. 
HUDSON—Hornet Super V-8—4-dr. sed., 
$2,750; 2-dr. hardtop, $2,840. Hornet Cus- 
tom V-8—4-dr. sed., $2,940; 2-dr. hardtop, 
$3,030. (Power brakes 
tom.) 
IMPERIAL — Imperial — 4-dr. sed., $4,- 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- 
top,’ $4,735. Crown—4-dr. sed., $5,406; 
4-dr, hardtop, $5,406; 2-dr. hardtop, 
268.50; conv., $5,597.50. LeBaron—4-dr. 
sed., $5,742.50. Limousine prices not avail- 
able. (TorqueFlite, power steering, 
brakes standard.) 
LINCOLN—Capri—4-dr. 
dr, hardtop, $4,794; 2-dr. 


sed., $4,794; 4- 
hardtop, $4,649. 


top, $5,293.50; 2-dr. hardtop, 
conv., $5,351. (Turbo-drive, power steering, 
Power brakes standard.) 

MERCURY — Monterey —4-dr. sed., §$2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
$2,762.80; 2-dr. hardtop, $2,692.80; conv., 
$3,004.80. Montclair—4-dr. sed., $3,187.80; 
4-dr. hardtop, $3,316.30; 2-dr, hardtop, $3,- 
235.80; conv., $3,429.80. Turnpike Cruiser— 
4-dr. hardtop, $3,848.80; 2-dr. hardtop, $3.- 
757.80, Station Wagons — Commuter—2-dr. 
2-seat, $2,902.80; 4-dr. 2-seat, $2,972.80; 


|4-dr. 3-seat, $3,069.80. Voyager—2-dr. 2- 
seat, $3,402.80; 4-dr. 3-seat, $3,569.80. Col- 


ony Park—4-dr. 3-seat, $3,676.80. (Merc- 
O0-Matic standard on Montclair, Turnpike 
Cruiser, Voyager and Colony Park. Power 
steering and power brakes standard on 
Turnpike Cruiser.) 


METROPOLITAN — z-dr. hardtop, $1,- 
527; conv., $1,551. 





$2,860; | 
|} hardtop, $3,030. 


models. | 


$2,- | 


| 


Chev- 
rolet 


4918) 
7967 | 
321) 
513) 
196 | 
457) 


654 
1134) 
432) 
854) 


NASH — Ambassador Super V-8 — 4-dr. 
sed., $2.750; 2-dr. hardtop, $2,840. Ambas- 
sador Custom V-8—4-dr. sed., $2,940; 2-dr. 

(Power brakes standard 
on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
top, $2,932.47; 2-dr. hardtop, $2.854.47; 
conv., $3,182.47; 4-dr. 2-seat stat. wag., 
$3,202.47; 4-dr. 2-seat hardtop stat. wag., 
$3,313.47. Super 88—4-dr. sed., $3,030.47; 
2-dr. sed., $2,968.47; 4-dr. hardtop, §3,- 
257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 
447.47; 4-dr. 2-seat hardtop stat. wag., 


403.76; 2-dr. hardtop, $2,339.12; conv., $2,- | $3,541.47. Series 98—4-dr. sed., $3,740.55; | (Overdrive standard on Golden Hawk.) 


New Commercial Car Registrations, 


31 States for December, 1956-55 


Dia- 
— nation- 


G 
uM 
Cc. al 


Dodge! Ford Mack 


1432) 

1597) 
74 
9 
37) 
36| 


4298 | 
6656 | 


1440; 
2347) 
137) 
216 
%) 
268 


2083 | 
72) 
78 
63) 
44) 


316) 
384 
154) 
215 


standard on Cus-| 


$5,- | 


power | 


Premiere—4-dr. sed., $5,293.50; 4-dr. hard- | 
$5,148.50; | 


274) 
1980} 366 | 


—. 


4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,. 
936.55; conv., $4,216.55. (Jetaway Hydra. 
Matic, power steering, power brakes stanq, 
ard on Series 98.) 

PACKARD CLIPPER—4-<dr. sed., $3,219. 
4-dr. 2-seat stat, wag., $3,384. (Flights. 
matic standard.) 

PLYMOUTH—(Prices are for 6-cy!. mod. 
els. For V-8s, add $100.) Plaza—4-cr. seq, 
$2,055; 2-dr. sed., $2,008.50; bus. cpe., $1: 
899. Savoy—4-dr. sed., $2,193.75; 2-dr 
| sed., $2,147.50; 2-dr. hardtop, $2,229.25. 
4-dr. hardtop, $2,317.25. Belvedere—4-qr 
sed., $2,310; 2-dr. sed., $2,263.50: 4-dr 
hardtop, $2,418.50; 2-dr. hardtop, $2,348.59. 
conv. (V-8 only), $2,638. Fury—2-dr. harg. 
top (V-8 only), $2,925.50. Suburban —(stg. 
tion wagons) — 2-dr. 2-seat Deluxe, §2. 
330.50; 2-dr. 2-seat Custom, $2,440.25; 4-dr 
2-seat Custom, $2,494; 4-dr. 3-seat C : 
$2,649; 4-dr. 2-seat Sport, $2,622; 4-dr 
3-seat Sport, $2,777. 


PONTIAC — Chieftain — 4-dr. secd., $2. 
527.39; 2-dr. sed., $2,463.39; 4-dr. har 
$2,614.39; 2-dr. hardtop, $2,529.39; 2-dr 
| 2-seat stat. wag., $2,841.39; 4-dr. 3-seg 
| stat. wag., $2,898.39. Super Chief—4-q;, 
sed., $2,664.39; 4-dr. hardtop, $2,793.39; 
2-dr. hardtop, $2,735.39; 4-dr, 2-seat stat, 
wag., $3,021.39. Star Chief—4-dr. delux 
sed., $2,839.39; 4-dr, custom sed., $2,596.39; 
| 4-dr, hardtop, $2,975.39; 2-dr. hardtop, §2. 
| 901.39; conv., $3,105.39; Bonneville cony. 
(fuel injection), $5,782.39; 2-dr., 2-seat 
Safari stat. wag., $3,481.39; 4-dr. 2-seat 
Safari stat. wag., $3,636.39. (Hydra-Matie, 
power steering, power brakes standard on 
| Bonneville.) 

RAMBLER—Deluxe Six—4-dr. sed., $1. 
925. Super Six—4-dr. sed., $2,065; 4-dr, 
hardtop, $2.150; 4-dr. 2-seat stat. wag, 
| $2,352. Custom Six—4-dr. sed., $2,155; 4 
dr, 2-seat stat. wag., $2,442. Super V-s— 
| 4-dr. sed., $2,195; 4-dr. 2-seat stat. wag, 
$2,482. Custom V-8—4-dr. sed., $2,285; «4 
| dr. hardtop, $2,370; 4-dr. 2-seat stat. wag. 
| $2,572; 4-dr. 2-seat hardtop stat. wag, 
$2,657. 

STUDEBAKER—Champion 6—4-dr. cus. 
|} tom sed., $2,048.89; 4-dr. deluxe sed., $2. 
| 170.79; 2-dr. custom sed., $2,000.59; 2-dr, 
deluxe sed.; $2,122.99. Commander V-8— 
|4-dr, custom sed., $2,173.29; 4-dr. deluxe 
| sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
2-dr. deluxe sed., $2,242.09. President V4 
—4-dr. sed., $2,407; 2-dr. sed., $2,357.99, 
| President Classic 4-dr. sed., $2,538, 
| Station wagons—2-dr. 2-seat Pelham 6 
| $2,381.59; 2-dr. 2-seat Parkview V-8, §2,- 
| 504.69; 4-dr. 2-seat Provincial V-8, §2- 
| 560.72; 4-dr. 2-seat Broadmoor V-5, §2,- 
| 665.97. Hawks—Silver Hawk 6 cpe., §2,.- 
| 141.59; Silver Hawk V-8 cpe., $2,263.17; 
| Golden Hawk V-8 2-dr, hardtop, $3,181.82 
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“The information contained in this report 





exercised to insure accuracy of this report to the extent of the registrations re 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co 


has 
ed and 


been compiled from official state documents. Every reasonable precaution has 


bees 
tabulated at the time the report is published. 








New Passenger Car Registrations, 24 States for December, 1956-55 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 
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“The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 
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ie 
OHEVROLET — '56 Bel Air (8) 4-dr., $1,-| (6) 4-dr., $1,875. "55 Plaza (6) 4-dr.,| $590*; Custom (6) 4-dr., $375*. "51 Cus- 

D, $3. 750*, $1,700*, $1,640*; Two-ten (6) sta- $925, $880*. °53 Cambridge 4-dr., $380. tom (8) 4-dr., $365*; conv., $400. '50 4- 

Hydra. e p e tion wagon, $1,740*; 2-dr., $1,370, $1,-| °52 4-dr., $175. °50 4-dr., $165. dr., $270. 
stand. d A m7 el Air (8) 4-dr., $1,375*; Two- | PONTIAC — '56 Chieftain (8) 4-dr., $1,- | HUDSON—'’53 Wasp 4-dr., $200*, 

3.9 Use -Car uction rices gation women’ Gh abe. "dt One-fifty (6) | 700%, $1,600*, | $1,555°; Catalina, $1,- | MERCURY—'S4 Monterey 4-dr., $1,000*; 
3, 2; oa 31,030°: Two. De r Spo 550°. '55 Chieftain (8) station wagon, Custom 4-dr., $975*; 2-dr., $710, 53 Cus- 
ght. sneer, pre ad oan shen a on tn $1,606° (ps), $1,250* Catalina, $1,250*;| tom Hardtop, $845*. ’52 Sport coupe, 
il ion cae GG Ween ae. ee a, $1,220*, °53 Chieftain (8) 4-dr., $365". 51 club coupe, $305*, '50 4-dr., 

- Set, (Continued from Page 37) aaa. a ao $385, "i MISC, — ’57 Chevrolet %-ton pickup, $1,-|OLDSMOBILE — ‘54 (88) 2-dr., $1,210* 

5 $1. as ; ‘ —as St. Regis, $2,-| 850. 56 Dodge %-ton pickup, $1,300. (ps); 4- *. 52 | iper 2- 
ott. 80 (2) eae $2,780° | ee ee. re $320; _Retrotene, wr (ps); 4-dr., $1,885" (Ds). 53 NY le: es Sinai. a-ax,. gaee,” 2 eee 

ta | GHEVROLET — ‘56 Bel Air (8) 2-dr., ban, $300; club coupe, $260; 4-dr., $160. |  ga¢0?. ‘50 NY “dr, $125°. OMAHA PLYMOUSH "63 Cambriige 4-ér., 9000; 

a 460, 53 Bel Air 4-dr., $725* (ps); | PONTIAC — '55 Chieftain (8) 4-dr., $1,- “pag : ; Saar aaae 7 . 

a at. ae o-dr.. $556; 4-dr., $485°. 5S 450°; 2-dr, §$1,220°. °53 Chieftain oh DeSOTO 50 Deluxe 4-dr., $130*. (Richard Abel Auto Auction, Sale every | PONTIAC—’56 Chieftain (8) Catalina, $1,- 
ae iro veluxe Z-dr. $355. ’5i SL Deluxe Catalina, $740; 2-dr., $705*: 4-dr.. $670°: DODGE — '52 4-dr., $210*. Thursday. Prices are for sale of Jan, 31.) 795. '55 Chieftain (8) Catalina, $1,245°*. 
ard. St, esas. *80 ia Detune 4-40, Onis Chieftain (6) 3-ar * eeo 152 Chieftain | FORD — ’57 Fairlane (8) 2-dr., $2.325. (One of the best sales of the past two "54 Star Chief (8) Catalina, $1,150*, 51 

Se. | GHRYSLER — °50 NY 4-dr., $225°. (8) 2-dr., $375*, 51 (8) 4-dr., $330. °50| [56 Country sedan, $1,825*, $1,805, $1,-| months, although the market was down | 2 dr.. $235"; 4-dr., $155°. 
4-dr DODGE — '52 Coronet 4-dr., $200. (8) Catalina, $315*. °49 4-dr., $225. 795*, $1,795; Fairlane (8) Victoria, §1,-| somewhat.) STUDEBAKER — '62 Commander 4-dr., 

1 . - 56 Fairlane (8) Victoria, $1,- . re a ; a 850*, $1,825; 4-dr., $1,675*, $1,480, $1,- | BUICK—’57 Special Riviera, $2,640*, °55| __ $200*. '51 Commander 4-dr., $135*, $125*. 
ustom, FORD (8) , $1,- | STUDEBAKER 51 Champion 4-dr 
- 710°; Custom (8) 2-dr., $1,230°, °55| $225; 2-dr., $175, '50 Champion 4-dr., 475, 4 at $1,450; Ranch Wagon, $1,570; Super Riviera, $1,665* (ps), ’54 Super| MISCELLANEOUS — '53 Dodge 2%-ton 

. Fairlane (8) Victoria, $1,250°; Main (8) $180: Commander 4-dr., $130 ” Custom (8) 4-dr., $1,425*, $1,305. °55 Riviera, $1,295*. ’52 RM 4-dr., $250*| truck, $525. '52 Chevrolet 1-ton truck, 

2-dr., $900*. ’53 Custom (8) 4-dr., $505*. | WEILLYS — '53 Lark 4-dr., $295. Country sedan, $1,470*, $1,430°; Fair- (ps). ’51 Super 4-dr., $265. $400, ’50 Chevrolet %-ton truck, $440. 
ane 51 Custom 4-dr., $265. ‘49 2-dr., $210, | wise 56 F "e : lane (8) Victoria, $1,400*, $1,350°; Main | CADILLAC—’55 (62) coupe de Ville, $2,- 
top, isc, — ord %-ton pickup, $1,475. (6) 4-dr., $855. '54 Ranch Wagon, $905.| 900* (ps); 4-dr., $2,500* (ps). ’54 (62) MASON CITY. IA 
2-¢r. meecURY—'57 Monterey 2-dr., $2,480° 55 Ford %-ton pickup, $950. '54 Inter- '52 Country sedan, $680*, $605. 4-dr., $2,160* (ps). '51 (62) 4-dr., $680°*. “ “ 

= "65 Monterey 2-dr., $1,460° (ps). national ¥-ton panel, $550. 'S2 Ford %-|MUDSON — 55 Hornet Hardtop, $1,460*. | CHEVROLET—'S6 Bel Air (8) 2-dr., $1.-| weanesday. Prices are for sale of Jan. 90> 

oft | GLDSMOBILE — '57 (93) Holiday, $3,90+| ‘on, Pickup, $560. "45 Chevrolet -ton| °53 Wasp sedan, $425. '52 Hornet 4-dr.,| 670*; Two-ten (8) 2-dr., $1,435. '55 Two- a 1 ghee Saget Lape ni Fy 

an (ps). "56 (98) 4-dr., $2,060* (ps); (88)| Pickup’ $125.” nal %-ton| $325, ten (8) 4-dr., $1,195°; Delray, $1,130°.| (immer week of exccllont setivity. 

deluxe 4-dr., $1,900"; 2-dt, $1,848. 56 (98) , . IMPERIAL — '55 4-dr., $2,285* (ps). a on ens Ses, td ae BUICK — 56 Special. ena 8 

96.39. 4-dr., $1,645° (ps); (88) Holiday, $1,- LINCOLN — '57 Premiere coupe, $4,420° e 4-dr., 5 2-dr., S796. | | (8) Delray, $1,405*; 4-dr., '$1,190, $955*; 

D, $2. 885°" (ps). O4. (88) ‘Holiday, $1,505°. °53 LITTLETON, COLO. (ps). ’51 Cosmopolitan coupe, $265°. ddr. ($760, $695; Two-ten t-dr., $585:/ Special Riviera, $1,500°, °53 ‘Super’ Rivi- 
cony (88) | "51 (98 en $210": (88) ode.’ | ,.(Denver Auto Auction. Sale every Fri- | MERCURY — ’55 Custom coupe, $1,475; | 495, "bt SL Deluxe 4-dr $320. ’50 ‘SL,| ,. ef. $680*. 49 RM 4-dr., $125*. 
2-seat Tee0* ee (88> 4-on- 3145" SS” «| 28Y. Prices are for sale of Jan. 25.) Monterey 4-dr., $1,385*. '54 Monterey,| Deluxe 2-dr., $200; 4-dr., $155°. CADILLAC — ’56 (62) coupe de Ville, 
2-seat PACKARD — °54 4-dr., $900* (ps). ‘53 BUICK — ’56 Super 4-dr., $2,330* (ps);| Sport coupe, $1,000. '53 Monterey Sport | cnRYSLER—'55 Windsor Newport, $1,400*| $3935* (ps). ’55 (62) coupe de Ville, 

Matte, ‘-dr., $440° (ps). '49 ta $165. Special coupe, $2,000*, $1,960*, $1,950*. coupe, $865*, $830*. °52 Monterey coupe, (ps), '49 Royal 4-dr., $110 co $3,215* (ps); coupe, $2,870* (ps); 4-dr., 
rd on coe _ ee). opens '5S Century coupe, $1,580°. '54 Century| $515. ’51 club coupe, $320, DODGE—'54 Royal 4-dr., $910° $2,650° (ps). "54 (62) coupe, $2,455° 

pLYMOUTH 55 Savoy (6) 4-dr., $775. = 3 ' : y; , $910°. 
54 Plaza station wagon, $800, '5i Cran- coupe, $1,180*; Special 4-dr., $905*. '53| NASH — ‘52 Rambler Hardtop, $300. FORD—’57 Country sedan, $2,400*; Fair- (ps). 

. ie . ; ' _ Super coupe, $775*; RM coupe, $570*| OLDSMOBILE — '56 (98) Holiday, $2,-| lane (8) 4-dr., $2,260*. ‘56 Fairl g) | CHEVROLET — ’57 Bel Air (8) 4-dr., $2,- 
“a brook 4-dr., $165; Cambridge 4-dr., $145.| (Ds) '5o Super coupe, $565° $200" | @eae we > os oe * airlane (5) | 255°; Bel Ai +: 

; PONTIAC ~. "54 Star Chief (6) 4-dr., . pe pe, , $560* (ps); 0* (ps); (88) Holiday, $2,125*; Super| 4-dr., $1,660; Custom (8) 2-dr., $1,475°*, ; r (6) 2-dr., $2,125*; Two- 
wae., $745*. '53 Chieftain (8) 4-dr., $600*, '50 _ Riviera, $415*, $335°. Holiday, $2,205*. *55 (98) Holiday, $1,-| $1,450*, $1,435. '55 Fairlane (8) Victoria,| ‘en (8) 4-dr., $2,150°. °56 Bel Air (8) 
55; 4 78 , ” . CADILLAC — ’56 (62) coupe de Ville, $4,-| 880%. '54 (88) 2-dr., $890. 1,310*. '54 Country sedan : 4-dr., $1,730, $1,725, $1,690; Bel Air (6) 

Star Chief (8) 2-dr., $250 , $ ; y sedan, $1,000; Main 

v-4— — 56 Chevrolet’ %-ton pickup, $895 050* (ps). ’55 (62) coupe de Ville, $3,-| PACKARD — '51 (200) 4-dr., $315*. (6) Ranch Wagon, $915*; Main (8) 2-dr. 2-dr., $1,605; 4-dr., $1,605; Two-ten (6) 
wag., MISC. , . 175* (ps); coupe, $2,850* (ps). ’54 (62) | PLYMOUTH — ’57 Belevedere (8) 4-dr., $795*. '53 Custom (8) 4-dr., $700, $685*. 2-dr., $1,475". °55 Bel Air (8) 4-dr., 

85; 4 POR D ORE coupe de Ville, $2,775* (ps). $2,500*; Savoy (8) coupe, $2,275*; Plaza "52 Crest (8) conv., $640*; Victoria, (Continued on Page 40, Col, 1) 
wag., TLAN 7 . ee 
wag., 


(Portiand Auto Auction. Sale every 
cus- Tuesday. Prices are for sale of Jan. 29.) 
: BUICK — °'56 Special Riviera, $2,050*. °55 


‘a Special 2-dr., $1,330. ‘54 RM Riviera, 
v4 $1,600* (ps); Super Riviera, $1,355*; 4- 
deluxe dr., $1,110. ‘53 Super Riviera, $860*. '51 
23.59: Super Riviera, $400*°, $395*; Special 4-| 
t Va dr., $250*. 50 Special 2-dr., $305*; Super 
57.99, 2-dr., $295°. 

52 538. CADILLAC — ‘56 (62) coupe, $3,750* 
im 6 (ps). "54 (62) coupe de Ville, $2,565* 

. (ps). 

, * CHEVROLET -—— ‘57 Two-ten (8) station 
. $2 wagon, $2,530°. ‘56 Two-ten (8) station 
, $2- wagon, $2,040°, $1,950, $1,940*, $1,750; 
63.17; 2-dr., $1,700*, $1,550; Two-ten (6) Del- 
81.82, ray, $1,610; 2-dr., $1,510; Bel Air (6) 
x.) 2-dr., $1,600. °55 One-fifty (8) station | 


— wagon, $1,450; (6) station wagon, $1,- 
395; Bel Air (8) 4-dr., $1,365* (ps); 
Two-ten (5S) 4-dr., $1,295*, $1,215. ‘54 
Two-ten (8) 4-dr., $810, $725. '53 Bel Air 
4-dr.. $710; Two-ten 2-dr., 2 at $600; 
One-fifty 4-dr., $540. ‘52 SL Deluxe club 
coupe, $550, $455*°, $365. ‘51 SL Deluxe 
cub coupe, $420; 4-dr., $395; conv., 
$245. "50 FL Deluxe 4-dr., $365. °46 4- 
dr., $120. 

GHURYSLER — ‘°'50 Windsor (6) Hardtop, 


DesOTO — °52 Custom 4-dr., $425°*. 
DODGE — '50 Meadowbrook 4-dr., $330. 
FORD — ‘57 Fairlane (8) 500 2-dr., $2,- 
380; Custom (8) 300 Hardtop, $2,275*. 
‘56 Fairlane (8) Victoria, $2,015* (ps), 
$1,795* (ps); 2-dr., $1,680°; Country 
sedan, $1,950°, $1,930°, $1,875*, $1,750; 
Custom (8) 2-dr., $1,475; 4-dr., $1,465; 
Main (8) 4-dr., $1,300. ‘55 Country 
sedan, $1,645*; Ranch Wagon, $1,560*; 
Fairlane (8) Victoria, $1,450°; 4-dr., $1,- 
420°; 2-dr., $1,360°; Custom (8) 4-dr., 
$1,215; 2-dr., $1,190, $1,090, $1,070, $900. 
‘4 Custom (8) 4-dr., $945; club coupe, 
$890. ‘53 Custom (5S) 2-dr., $790*; club 
coupe, $755; Main (8) 4-dr., $605; Main 
(6) club coupe, $440. '52 Crest (8) Vic- 
toria, $725*; club coupe, $495; conv., 
$430. ‘51 Custom (8) 4-dr., $320°; Main 
(8) 4-dr., $255. "50 Custom (8) 4-dr., 
$205; Custom (6) 2-dr., $170. "49 Deluxe 
(8) 2-dr., $155. 
HUDSON — ‘53 Super Jet 4-dr., $515*. 
MERCURY — ‘57 Montclair Phaeton, $3,- 
050° (ps). "56 Montclair Hardtop, $1,- 
950° (ps); Custom 4-dr., $1,800*°. ‘55 
Monterey Hardtop, $1,680*; 4-dr., $1,- 
470°. ‘53 Monterey Hardtop, $1,180*, 
$930°. ‘52 Monterey 4-dr., $660. ‘49 
club coupe, $135; 4-dr., $125. 
NASH — ‘55 Rambler Cross Country, $1,- 
525. ‘52 Rambler Hardtop, $395. ‘51 
Rambler station wagon, $290. 
OLDSMOBILE — ‘56 (88) Super 4-dr., 
$2,305* (ps). "55 (88) Holiday, $1,720*; 


Factory-approved 
= Holiday, $1,580° (ps). "54 os - 
an’ suotss, ‘be (98) inde, $105". Bt Royal Triton Motor Oil 


(98) 4-dr., $305°*. "50 (88) 2-dr., $305°; 
4-dr., $270*, $195°. '49 (88) club coupe, 
$155°. 

PLYMOUTH — ‘56 Savoy (6) 4-dr., $1,- 
515*. '55 Belvedere (8) Hardtop, $1,320; 


chosen by 
005, '53 ‘Cranbrook adr $405. Si Volkswagen Washington 
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oT, 
Service Department, Volkswagen Washington, Inc., Seattle, Washington 


“When the use of detergent oils received factory approval tomer tries Royal Triton he rarely settles for anything less. 
for 1956 and subsequent model Volkswagens, we started “Although our experience with Royal has been limited to 
servicing our demonstrators and customers’ cars with what the later model cars, our mechanics report that it is doing 
: A we believe to be the finest... Royal Triton Motor Oil” an excellent job of keeping engines clean and free from 
- ‘a i reports Volkswagen Washington of Seattle. carbon, gum and sludge” 


“The reaction to Royal Triton has been very good among Volkswagen Washington is just one of many foreign car 
our customers. We service 35 to 40 cars daily and deliver distributors and sales agencies that are going over to Royal 
about 225 monthly throughout our territory of Washing- Triton Motor Oil. For details on Royal Triton’s perform- 
ton and Alaska...all have Royal Triton in the crankcase ance in foreign cars and recommended grades for each, call 
except when the occasional customer definitely specifies your nearby Union Oil representative or write directly to 
another brand. However, we've found that once any cus- any of the offices listed below. 


UNION OIL COMPANY 


OF CALIFORNIA 


] 
aes Atl aca Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 1612 Bankers Bldg. * Philadelphia: Eastwick Ave. & Edgewood St. 
Dallas: 313 Fidelity Union Life Bldg. * Kansas City, Mo.: 612 47th St. * New Orleans: 644 Nat’! Bank of Commerce Bldg. * Boston: 214 Horvard Ave. 











Used-Car Auction Prices 


(Continued from Page 39) 


$1,250*, $1,200*; conv., $1,275*; 
ten (6) 2-dr., $1,080; 4-dr., $1,050, $935. 
"53 One-fifty 2-dr., $530. '52 SL Deluxe 
4-dr., $385*. 


DesSoTo ’S7 Firesweep 2-dr., $2,600*. 


DODGE — °57 Coronet (8) 4-dr., $2,415*. | 


’56 Coronet 4-dr., 
brook 4-dr., $500. 
$140". 

FORD — '57 Fairlane (8) 
260°. °56 Fairlane (8) 4-dr., $1,570*; 
Parklane station wagon, $1,830*; Cus- 
tom (6) 2-dr., $1,295. ‘55 Ranch Wagon, 
$1,455*; Fairlane (8) 4-dr., $1,200; Cus- 
tom (8) 4-dr., $950; 2-dr., $940. 
Custom (8) 2-dr., $520. 

HUDSON — ‘56 Rambler Cross Country, 
$1,650*; Wasp 4-dr., $1,235*. ‘54 Hol- 
lywood coupe, $555* (ps). 

MERCURY — °57 Montclair Hardtop, 2 at 
$3,200* (ps); Phaeton, $2,915* (ps); 
Monterey 2-dr., $2,575* (ps). '54 Custom 
4-dr., $920*. ‘53 Custom Sport coupe, 
$950°. 

NASH — '55 Statesman 4-dr., 
Rambler Country club, $450*. 

OLDSMOBILE "56 (98) 4-dr., $2,380* 
(ps); (88) Super Holiday, $2,330* (ps) 
"55 (88) Super conv., $1,715* (ps). "4 
(98) 4-dr., $1,655* (ps); (88) Super 4- 
dr., $1,350° (ps); 2-dr., $1,265* (ps). 

PLYMOUTH '55 Plaza (8) Suburban, 
$1,250; Savoy (8) 4-dr., $975. '54 Belve- 
dere coupe, $835*; 4-dr.. $790*. '53 Cran- 


$1,605*. °53 Meadow- 
’51 Coronet 2-dr., 


$990*. ‘53 


brook 4-dr., $630*, $605*. ‘52 Cranbrook 


2-dr., $235. 


‘61 SL Deluxe 2-dr., $265. | 


Victoria, $2,- | 


"52 | 


Two- | PONTIAC 
$915*; 
Chieftain 
$475*. 

STUDEBAKER — 
$1,310*. 


(Salt 
Thursday. 
BUICK—’56 Special 

015*, 

$1,695* 

era, 
125°, 
4-dr., 

"DO 4-dr., 
CADILLAC 

$5,400* 

(60) 

sedan de Ville, 

Ville, 

035° ; 

dr., $1,010* (ps). '50 (62) coupe de Ville, 

$725". 
CHEVROLET — 

wagon, 

‘56 Bel Air Nomad, 

$1,750°*; 


(8) 


800°, 
Two-ten 


«R) 
Bel 
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| (6) 4-dr., $1,035; One-fifty (6) 2-dr., | 
| $880. '54 Two-ten station wagon, $1,100*; 
| 4-dr., $725; One-fifty coupe, $480; 4-dr.,| PONTIAC — ‘56 Chieftain (8) Catalina, 
| $375. ‘53 2-dr., $750; 4-dr., $645*;| $1,950*. '54 Chieftain (8) 4-dr., $740* 
| Carryall, $375. ’52 4-dr., $325. | (ps). ’52 Chieftain (8) 4-dr., $310*. 
CHRYSLER — '52 NY 4-dr., $725* (ps). | WILLYS — '54 Jeep, $670. ’48 Jeepster, 
| DODGE — ’56 Custom Royal conv., $1,- $305. 
950° (ps). °55 Coronet (8) 4-dr., $1,-| MISC. "56 GMC %-ton pickup, $1,285. 
| 300%, $1,235*, $1,225, $1,180. °53 2-dr.,| ‘55 Chevrolet %-ton pickup, $790, $650; 
$435". Ford %-ton pickup, $775. ‘54 Dodge 
| FORD — '57 Fairlane (8) 500 Victoria, 2 stake, $645; Ford %-ton pickup, $575, 
at $2,600* (ps); 4-dr., $2,460* (ps); $475. °53 GMC %-ton pickup, $480. ’51 
station wagon, $2,450*; club sedan, §$2,- Chevrolet ™%-ton pickup, $410. '50 GMC 
280* (ps); Ranch Wagon, $2,165. °56 %-ton pickup $285, ’°47 Ford %-ton pick- 
Country sedan, $1,865* (ps), $1,850* up, $170. 
(ps), $1,780, $1,750, $1,745; Fairlane 
(8) Victoria, $1,825* (ps), $1,790*, $1,- I , 
775*; 4-dr., $1,585; Custom (8) 4-dr., MINNEAPOLIS 
$1,585*, $1,575*, $1,495, $1,445; 2-dr., (Minneapolis Auto Auction. 
Wednesday. 
30.)° 


$1,470, $1,350, $1,305; Ranch Wagon, 
(Market stronger on °’54s and ’55s, 


$1,435; Main (8) 4-dr., $750. 55 Fair- 

lane (8) Victoria, $1,365*; Custom (6) 
‘56s weaker. It was 12 degrees below 
zero today as we sold 93 cars out of 


dr., $340; Cambridge 4-dr., $185. ’51 2- 
dr., $210. 


— °'54 Star Chief (8) 4-dr., 
Chieftain (8) 2-dr., $685*. ‘53 


(8) Catalina, $725*; 4-dr., 


‘56 Commander 4-dr., 


SALT LAKE CITY 


Lake Auto Auction. Sale every 
Prices are for sale of Jan. 31.) 


Riviera, $2,160*, $2,- 
$2,005*, $1,930*. '55 Super Riviera, 
(ps), $1,615*. '54 Century Rivi- 
$1,290*, $1,090*; Super Riviera, $1,- | 
2 at $1,100*; 4-dr., $1,045; Special 
$950. "53 RM conv., $1,100* (ps). 
$140, $105. 

"57 (62) 
4-dr., $5,050* 
4-dr., $4,625* (ps); (62) 
$4,150* (ps); coupe de| 
"52 (62) coupe, $1,- 
(ps); (60) Special 4- 


Sale every 
Prices are for sale of Jan. 


4-dr., $1,150; 2-dr., $875; Custom (8) 
4-dr., $1,080; 2-dr., 2 at $975, $850. °53 
Custom (8) 4-dr., $680*, $545, $300; 2- 
dr., $590; Custom (6) 2-dr., $445. | 
HUDSON — '55 Rambler 4-dr., $895*. 
4-dr., $225*. 
LINCOLN ’57 Premiere coupe, $4,725* 
(ps). '54 Capri 4-dr., $1,440* (ps). 
MERCURY ’57 Montclair Hardtop, $3,- 
275* (ps); Monterey 4-dr., $3,100* (ps), 
$2,995*, $2,775*. °55 Monterey 4-dr., $1,- 
395* (ps); Sport coupe, $1,350*, $1,285*. 
’54 Monterey Hardtop, $1,165* (ps). '53 
4-dr., $700, $645. 
OLDSMOBILE-—'57 (S88) 
$3,100* (ps). °56 (88) Super 4-dr., 2 at 
$2,200* (ps). °54 (98) 4-dir., $1,210* 
(ps). °53 (88) Holiday, $850* (ps). ‘52 
(88) 4-dr., $465*; 2-dr., $400*. 
PLYMOUTH ‘57 Belvedere (8) Hardtop, 
$2,650*, $2,625*. ‘56 Belvedere (8) 4-dr., 
$1,550, °55 Belvedere (8) 2-dr., $1,175. SL Deluxe 4-dr., $200. °49 SL Deluxe 2- 
'54 Savoy 4-dr., $690. °53 Cranbrook 4-/| dr., $105. 
dr., $530, $520, $405. °52 Cranbrook 4- | CHRYSLER—’54 


~56 Century Riviera, $1,925* (ps). 
55 Special 4-dr., $1,460*. '54 Century 
2-dr., $1,150*, °53 Super Riviera, $790*. 
‘52 Super 4-dr., $470*; conv., $360*. ’51 
Super 4-dr., $290*; Special 2-dr., $240. 

CADILLAC—’56 (62) coupe de Ville, $3,- 
750* (ps). °55 (62) coupe de Ville, $3,- 
020* (ps). °54 (62) 4-dr., $2,160*. ’50 
(62) coupe, $810*. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
125* (ps); Two-ten (8) 2-dr., $2,005*. 
'56 Two-ten (8) 4-dr., $1,350, $1,325, 
$1,305. '55 Two-ten (8) 4-dr., $990. °54 
One-fifty station wagon, $840; Two-ten 
4-dr., $770, $760. ‘53 Bel Air 2-dr., 
$665*: Two-ten 4-dr., $630; One-fifty 
2-dr., $450. °52 SL Deluxe 4-dr., $400. 
"51 SL Deluxe 2-dr., $290, $270. ’50 


52 | 


de Ville, 
(ps). °56 


coupe 
(ps); 
Special 


$3,900* (ps). 
4-dr., $975* 


Holiday, $3,125*, 
‘57 Bel Air (8) 
Sport coupe, $2,425*. 
$2,220° (ps); 4-dr., 
Sport coupe, $1,715*; Two-ten 
station wagon, $2,175*; 4-dr., $1,- 
$1,700*; Hardtop, $1,775, $1,630; 
(6) 2-dr., $1,365. °55 Two-ten 
Delray, $1,405*°; 4-dr., $1,190, $955°; 
Air (8) sedan,, $1,340*; Two-ten 


station 
$2,625°* ; 








NY 4-dr., $905*. ’51 


... you can do it better 
with the Army Times 
Publications! 


Don’t overlook the buying power of the military market in 1957. It 
is estimated that hundreds of thousands of new cars will be bought by 
members of the U. S. Armed Forces for their personal use. Add to 
this, used car and “after market” buying by Servicemen and their 
dependents . . . plus . . . a 29 billion dollar defense procurement 
budget, and the military market looms as a lucrative prospect for 
the automotive industry. It is a mass market of young families with 
mature buying power and dependable incomes. If you are looking 
for a better way to drive home your sales message to this rich 
potential, you'll find it through advertising in the network of 
Army Times Publications. 


Here’s Why 

Army Times Publications are written and edited expressly for the interests 
of U.S. Armed Forces members and their dependents. Away from 
home, these people have little interest in local newspapers and 
are not subject to the influence of mass media advertising as are 
civilians. They are interested in their careers and futures. That’s 
why they read the publications that cater to their interests. 
That’s why you can be sure your advertising will be effectively 

seen when you use Army Times Publications. 


For complete coverage or concentration in only selected, 
geographical areas of the military market, an Army Times 
representative will be glad to show you a better, economical 

way to do the job. Write or phone our nearest office. 


15 weekly editions of Army Times, Air Force Times and 
Navy Times reach U.S. Armed Forces everywhere. 


OTHER PUBLICATIONS INCLUDE: 
U. S$. Coast Guard Magazine, The American WEEKEND, 
The Military Market, Army-Navy-Air Force Register. 


ARMY TIMES PUBLISHING COMPANY 
2020 M Street, N.W., Washington 6, D.C. 


DETROIT OFFICE: 1661 Guardian Bldg., Detroit 26, Mich. Telephone: Woodward 3-5750 


OTHER U. S. OFFICES: Charleston, S. C., 
Chicago, Honolulu, Los Angeles, 
Miami, New York, Philadelphia, 
San Francisco. 
FOREIGN OFFICES: Frankfurt, 
London, Paris; Rome, Tokyo. 


ca 
: os a The sale of new and used cars to 


U.S. Armed 


Forces for their personal use. 


members of the 





| CHEVROLET 





ey 


Windsor 4-dr., $305*. '50 Windsor 4.q, 

$170*, $110*, B 

DeSOTO—’55 Firedome 4-dr., $1,375", ‘5 
Deluxe 2-dr., $170*. 

DODGE—’56 Royal (8) 4-dr., § 
"54 Meadowbrook 4-dr., $740*. °5: Coro. 
met (8) 4-dr., $625*. ‘52 Deluxe 4-qr 
$290*. '51 Deluxe 4-dr., $230*, $165*, ” 

FORD—'56 Fairlane (8) Victoria, £1,795* 
(ps); Custom (8) 4-dr., $1,365, $1,335, 
’55 Fairlane (8) Crown Victoria, $1,435. 
Country sedan, $1,475*; Custom (8) ¢. 
dr., $1,090, $1,070. "54 Custom (8) 4-dr 
$725*, $700*. ’53 Custom (8) 2-qr’ 
$760*, $660*, $650. ’52 Custom (8) 4-dr’ 
$425*, $400*, $390. ’°51 Custom (S) Vie. 
toria, $335*; 2-dr., $200*, $170*. ‘5 
Custom 4-dr., $145*, $140. °49 Deluxe 
2-dr., $110*, $100. 

MERCURY—’54 4-dr., $860*. ‘51 
$295*. °49 2-dr., $100*. 

NASH—'53 Super 2-dr., $485*. '52 States. 
man 4-dr., $425*, ‘51 Statesman 4-dr, 
$160*, $140*. 

OLDSMOBILE—’56 
(ps). °55 (S88) 
(ps), $1,670*; Deluxe 
2-dr., $1,690*. ’53 (98) 
(88) 2-dr., $410*. 

PACKARD—’51 Custom 4-dr., $225°. 

PLYMOUTH—’56 Savoy (8S) 4-dr., §1,. 
405*. '55 Savoy (8) 2-dr., $965. '54 Plazg 
4-dr., $560. ’53 2-dr., $340. ‘52 2-dr, 
$210. °51 2-dr., $265, $145, $140. 'hH 
2-dr., $125. °49 station wagon, $205. 

PONTIAC—’56 Chieftain (8) 4-dr 
670*. °55 Chieftain (8) 4-dr., $1,200, 
’53 Chieftain (S) 4-dr., $640. ‘52 Chief. 
tain (6) 2-dr., $285. ‘50 2-dr., $175, 
$160. 

STUDEBAKER—’52 2-dr., 

WILLYS—’53 4-dr., $300*. 


NEW YORK CITY 
(Skyline Auto Auction, Sale every Tues- 

day. Prices are for sale of Jan. 29.) 
(Another rainy, foggy day held con- 
signments down far below par, °52 and 
older models dropped sharply, but late- 
model units held firm, As always, buyers 
were looking for—and actively bidding 
on—good, clean stuff. Sold 54 cars out 
of 85 offerings.) 

BUICK—’55 Special 2-dr., $1,150*. '54 Cem 
tury 2-dr., $990*. ’51 RM Riviera, $345*, 

CADILLAC—’51 (62) 4-dr., $575*. 

'56 Bel Air (8) 4-dr., $1. 

Two-ten (8) 2-dr., $1,595", §$1,- 
545*; (6) 4-dr., $1,280; 2-dr., $1,270. '55 
Two-ten (8S) station wagon, $1,260*; 4 
dr., $1,025, $995, $980, $930; 2-dr.. $975, 
$970, $960, $940; One-fifty (8) 2-dr,, 
$860, $835. '54 Two-ten 4-dr., $750, $550; 
One-fifty 4-dr.,.$550; Carryall, $510. °53 
Two-ten station wagon, $615, $610; One- 
fifty 2-dr., $370. °51 SL Deluxe Bel Air, 
$310*. °49 SL Special 2-dr., $115. 

DODGE—’53 Coronet 4-cdr., $575*. '50 Cor- 
onet 4-dr., $110*. 

FORD — '55 Fairlane (8) 2-dr., $1,330*; 
Main (8) station wagon, $980. °53 Crest 
(8) conv., $625*, $400*; Custom (8) 2-dr., 
$565, $490. '52 Crest (8) Victoria, $230, 
’51 Custom (8) 4-dr., $230*. °49 Custom 
(8) conv., $165. 

HUDSON—’53 Hornet 2-dr., $570*. 

KAISER—’51 station wagon, $130. 

MERCURY — ’56 Monterey Hardtop, $1,- 
815*. '53 Monterey 4-dr., $540*. 

OLDSMOBILE—’49 (88) 4-dr., $110*. 

PACKARD—’55 Clipper 4-dr., $1,410*. 


860°, 


2-dr., 


(98) 
Super 


Holiday, 
Holiday, $1,850 
Holiday, $1,745*; 
4-dr., $910*. *5] 


>2.440* 


$1,- 


$305*. 


510*; 


| PLYMOUTH—’55 Plaza (6) 4-dr., $885 


PONTIAC—'55 Chieftain (6) 4-dr., 
*51 2-dr., $135. '50 4-dr., $110*. 
STUDEBAKER—'50 4-dr., $105. 
* * * 


— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction, Sale every Thurs- 
day (Jan, 31). In spite of a constant heavy 
downpour of rain for the past week, we 
had an excellent sale. There were not as 
many cars registered as we have had in 
some of our larger sales, but the percentage 
sold was very good, 

* * * 


GALLIPOLIS, O. 

Gallipolis Auto Auction. Sale every Tues- 
day (Jan. 29). Weather wet and cold, but 
in spite of bad roads we had a nice sale 
with clean cars bringing a very high dol 
lar. Sold 78 percent of consignments. 

* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Jan. 31), Our dealers are 
getting used to the ice and snow. Southern 
buyers kept the market rolling with 71 per- 
cent of 193 cars sold. 
* 


$880. 


* * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. 

Friday (Feb. 1). Weather fair and warm 

today and we registered over 300 cars. 

Both the buyers and sellers were present 

= we sold 172 nice, clean units for a high 
dollar. 


Sale every 


* ok k 


WAREHOUSE POINT, CONN. 
Southern Auto Sales Auction. Sale every 
Wednesday (Jan, 30). Market very active. 
Sold 137 out of 168. 
* * * 


CHICAGO 
Greater Chicago Auto Auction, Sale every 
Thursday (Jan. 31). Sold 231 out of 364 
offerings. 
* * * 


EBENSBURG, PA. 

Ebensburg Auto Auction Co, Sale every 
Thursday (Jan. 31). Prices continuing uP 
as dealers are stocking for spring retail 
market. Sold 58 cars out of 74. 

* * * 
DANVILLE, VA. 

Danville Auto Auction. Sale every Wed- 
nesday (Jan. 30). Market good with normal 
activity. All units selling well. Sold 138 out 
of 186. 

* * © 


SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 
nesday (Jan. 30). Cold, wind, snow and 
ice had no effect on today’s sale. We had 
a large number of clean trade-ins on ne¥ 
*57s, consigned by new-car dealers, 

a huge crowd of buyers to gobble them up. 


Ford Appoints Riddle 


Tjark F. Riddle, former produc 
tion manager at the Ford aircraft 
plant in Kansas City and a memberf 
of Ford Motor Co.’s executive staff 
since 1953, has been appointed t 


the new position of assistant plant 


manager at the new assembly plant 
in Claycomo, Mo. 
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Stimulation Campaigns Widespread ... 


Dealers Step Up Advertising 


By John K, Teahen Jr. 
Staff Writer 

T the groundhog predicted 
after*his early-February sortie 
into the daylight isn’t quite clear. 
Dealers, however, seem to be pre- 
for a long winter and have 
up their advertising ac- 
ey in an attempt to increase 
m traffic during the dreary 

days that remain before spring. 

The advertising boost isn’t con- 
fined to the North. Southern deal- 
ers also have increased their 
midwinter presentations, even 
though the sun may be shining 
on both sides of the street in their 
communities. 

It’s even extended to makes that 
are said to be in short supply in 
many parts of the country. Jos. W. 
Snider, Inc, (Dodge - Plymouth), 
Buffalo, declared: 
stocked due to severe weather.” 
Snider said it was out to cut its in- 
ventory in half and was offering 
“highest tradein allowances.” 

+ > : 
HOUSTON, Quality Buick 
trumpeted, “We're stuck with 
too many 1957 Buicks. We ordered 


900 cars for January and have 175 | 


in stock—must be liquidated, re- 
less.” 


Quality added: “You can own al 


brand new 1957 Buick delivered in 
Houston as low as $2,195 full price.” 

(Buick’s national price adver- 
tising campaign carries a sug- 
gested price of $2,195.83 for the 
company’s price leader. It does 
not include state and local taxes.) 

Elsewhere, dealer advertising 
looked like this: 

Sprincrietp, ILt.—Bates Chevrolet, 
Inc. traded on a recent song hit 
and asked, “What’s really behind 
the green door? See the man with 
the green cane. He'll give you high 
trades, long terms.” Green ink was 
used in the ad. 

* . . 
IRMINGHAM, ALA.—O. Z. Hall 
announced a “lay-away club 

plan for ’57 Fords.” Hall said the 
program was planned to fit the 
buyer's income and mentioned “no 
money down .. . $5 per week... 
five years to pay.” 

Adamson Ford, Inc., entered 
the gimmick field with a “Wheel 
of Fortune Sale.” It included “57 
new Fords in stock, $5,700 in ac- 
cessories to be given away, 57 full 
hours day and night, $57 per 
month, $295 down.” 

Adamson said, “There will be at 
least $100 worth of accessories in 
the trunk of each car—free.” 

Pascacouta, Miss.— Weaver Mo- 
tor Co. (Lincoln-Mercury) took a 
swipe at bootlegging. “Unauthorized 
dealers,” the ad said, “can’t touch 
our deal, because no one dealer or 
100 dealers can buy new Mercurys 
any cheaper than Ford Motor Co. 
sells em to us.” 

* > > 
IRPUS CHRISTI, TEX. — “No 

_— one can give you 4 better deal 


Committee Kills 
Any Chance for 
Auto Excise Cut 


(Continued from Page 3) 

he discounted statements that 
lack of credit has been of special 
hardship to small business. Pro- 
Portionately, he said, small busi- 
ness is getting as much credit as 
other groups. He cited what he 
said was the high level of small 
business activity to support his 
contention. 

3. A joint Senate Judiciary- 
Interior subcommittee began exten- 
sive hearings on the emergency oil- 
to-Europe program, with the aim 
of finding out whether the oil in- 
dustry used the Suez crisis as an 
€xcuse to gouge the public by rais- 
ing gasoline and fuel oil prices. 
Several other committees also are 

€ plans for quizzes as to 
er there was a price con- 
Spiracy. 

4. Bertram D. Tallamy was sworn 
in as Federal highway administra- 
tor with the task of overseeing the 
gigantic 13-year Federal-aid road 

ng program enacted last year. 

His nomination to the post, which 

P&ys $20,000 annually, was con- 

ed unanimously by the Senate. 

replaces John A. Volpe, the tem- 
appointee. 


DB 


“We are over-| 


than we can on a ‘57 Plymouth,” 
said Ed Hoffman (DeSoto-Plym- 
outh). “Flash shipments of Plym- 
ouths and DeSotos direct from 
Detroit by special carrier arrange- 
ment makes this possible.” 

Akron — Greenwald Plymouth, 
Inc., dragged out an old line: 
“Censored. The deals we offer are 
so fabulous we can’t print them 
in newspapers! We won't an- 
nounce them on the radio! We 


hesitate to talk about them on | 


the phone! .. .” 

CHARLESTON, W. Va. Rollyson’s 
(Studebaker- Packard) advertised 
1957 Packard Clippers and de- 
clared, “We're not permitted to cut 
the price .. . but we will give you 





up to $1,500 more than the value of | 


your car.” 


used by Thompson Motors (DeSoto- 
Plymouth). “We must sell our Jan- 
uary quota regardless of profit,” 


the firm said. 
= * = 


ALLAS — City Lincoln-Mercury 
pictured 1957 Mercurys and said 
it was “giving highest trades in 
Dallas territory on any make or 
model car.” The firm calls itself the 
“world’s highest traders.” 
PrrtspurcH —Don Allen said it 
had “cracked open the new-car 
market with new low prices.” The 
dealership advertised a Chevrolet 
One-Fifty two-door for $1,895. 
Kamin Chevrolet Co. also men- 
tioned a price of $1,895 without 
naming the model, and Murdoch 


A January quota sale was the lure| Chevrolet said prices start at $1,- 


A Single on Broadway 


NEW YORK. — Hall Plymouth, | 


795 for the One-Fifty utility 
sedan. 
Bauman Chevrolet declared it 


New York City’s first Plymouth-| needed used cars, 1954 variety. The 
only dealership, has opened at/dealership said, “For a 1954 Chev- 


Broadway and 135th. 


rolet, Ford, Buick, Olds, Pontiac, 





Mercury with comparable equip- 
ment, we will give you a brand new 
1957 Chevrolet Two-Ten two-door 
for only $1,277.” 

Bauman said the tradein must be 
in “average condition.” Equipment 
on the 1957 model included such op- 
tions as optional items as automatic 
transmission, heater, two-tone paint, 
backup lights and undercoating. 


Dealer-CIT Suit 
Winds Up in Draw 


KANSAS CITY, Kans. — A jury 
in U. 8S. District Court here has 
absolved both parties in a suit of 
a dealer against a finance company. 

W. W. Hutto, Hickman Mills, Mo., 
sued Universal CIT Credit Corp. for 
$125,000 damages, alleging that it 
had deprived him of Nash dealer- 
ships in Leavenworth and Olathe, 
Kans. He stated in his petition 
that the finance company changed 
locks and keys on the Leavenworth 
premises and removed several cars 
from the dealership at Olathe. 

Universal CIT filed a cross peti- 
tion asking for $9,000. It alleged 
that Hutto was in default on mort- 
gages to the company. 





Dealer Cited— 


William A. Bramley (DeSoto-Plymouth), 
center, is congratulated by E. Peerce Lake, 
right, president, Cleveland Automobile 
Dealers Assn., and Samuel L. Marshall, 
retiring president, after receiving the 
CADA Public Relations Award “for out- 
standing civic achievement.” Bramley was 
honored for his 14 years’ service as a 
member of the Independence Village (O.) 
Council and for numerous community, 
church and philanthropic activities. 





HOW TC 
WIN CUSTOMER 
CONFIDENCE 


As a reputable automobile dealer, you are constantly 
on the lookout for new ideas to help you win the con- 
fidence of present and future customers. A new book- 
let called “Your Automobile Dollar” will do just that. 
It is the first booklet of its kind ever published for 
consumers. 

“Your Automobile Dollar” talks objectively to the 
layman on all aspects of buying a new or used car, 
paying for it sensibly, insuring it intelligently, select- 
ing proper equipment, and maintaining and operating 
the car efficiently. 

Your customers will appreciate getting helpful 


information of this type from you. HFC’s principal 
business, as you know, is the making of personal 
loans and not in financing automobile purchases. Its 


service program is to help American families become 
better money managers. “Your Automobile Dollar” 


is one of a series of Money Management booklets 
which we make available to consumers as part of this 
broad program. You can use it as a mailing piece to 
prospects, as a salesman’s tool, or as a handout to 


customers. 

By going over this booklet with prospective cus- 
tomers, you can help them become more intelligently 
interested in the car they are considering and less set 
on just making “some kind of a deal.”” Through win- 
ning customer confidence, you can promote greater 
sales. 

Send today for a copy. You'll find it completely 
objective and rich in authoritative information. It 
was prepared with the cooperation of many author- 
ities in your own industry. You'll find there’s a place 
for “Your Automobile Dollar” in your business. 


This booklet is made available 
to dealers as part of 
Household Finance Corporation’ 
broad program to provide 
expert financial guidance 
to American families. 


MONEY MANAGEMENT INSTITUTE 


HOUSEHOLD FINANCE 


————_Ccorporation 











MAIL COUPON TODAY 


PRUDENTIAL PLAZA 
CHICAGO 1, ILLINOIS 


Automobile Dollar.” 


NAM Ee 


Please Print 
COMPANY 


ADDRESS......_._{_.___ 


Cry —$— — — — —  — ——  —  _____Z0NE—____STATE—_____ 


MONEY MANAGEMENT INSTITUTE 
: OF 
HOUSEHOLD FINANCE CORPORATION, DEPT. AN-2-11-57 


Please send me. .. .. . copies of the new booklet, ‘Your 
I am enclosing ten cents per 
copy to cover handling and mailing charges. 
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BUMPA-TEL FOR '57 


SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65°) 


We quarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . « « @liminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars... and get away from single-item repair orders. 

If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Control 217) Sxustincege 8. im. 








MR. CAR DEALER: 


YOU CAN MAKE 

MORE MONEY BY 
SELLING GREAT 
LAKES mobile homes 


Similar selling methods. 
Dealer profit margins high. 
No high cost service problems. 


GREAT LAKES is fastest seller 
in the growing mobile home 
field. 

WRITE OR PHONE 


GUERDON INDUSTRIES, INC. 
Marlette, Michigan Phone 6611 


Radiator Repairman Soldering Radiator 


REPAIRING RADIATORS! 


“Phy INLAND Radiator Department brought in an additional $3,969 
in a single month” says Bob Neyland, Neyland’s, Baton Rouge, La. 


$10,000 to $20,000 a year additional volume is common! “$16,750 
in one year” — McRill’s, Twin Falls, Idaho, “$13,199 a year!” — 
Town Auto Co., Allentown, Pa. “$10,650 the first 8 months!” — 
Jack Fagan, Delevan, Wisc. 


20 to 30 Million Radiators Need Servicing Yearly! Tests prove 
83% of all radiators over a year old are partly plugged. And with 
today’s engine power increase and cooling capacity decrease, par- 
tial plugging can cause overheating and serious engine damage. 
Inland equipment shows customer need for radiator-cleaning—is 
designed for fast easy production methods—stays neat and clean. 


Inland, world’s largest radiator equipment manufacturer, 
offers complete package— Equipment, Training, Merchandising, 
“Pays-For-Itself” Purchase Plan. 


Mail Today! mnie 


INLAND MFG. CO., Dept. 
1108 Jackson St., Omaha 2, Nebr. 


rint for P Please send book, “Biveprint Profits.” 
equipment, training course, now free for 


al for-itself” ppremene plan 
a minute and ‘mall the 


Dept. an-2 Omaha 2, Nebr. t 








Obituaries 


Carl Byoir, 68, Head 
Of Public Relations Firm 


NEW YORK. — Carl Byoir, 68, 
founder of the public relations firm 
which bears his name, died Feb. 4. 

His agency handled public rela- 
tions for Kaiser-Frazer during its 
start in the auto business, and Mr. 
Byoir was credited with originating 
the national birthday parties for 
then President Franklin D. Roose- 
velt to raise funds to fight polio. 

An attorney, former newspaper- 
man and book publisher, Mr. Byoir 
served the Government in public- 
information capacities in World 
War I. As publicist for rail inter- 
ests, his firm currently figures in 
the $370 million antitrust suits filed 
by railroads and truckers which 


were summed up last month in| 


Federal Court in Philadelphia. 


-, =.) a 


Fred Carl Bush Sr. 


LITTLE ROCK, Ark. — Fred Carl Bush | 


sr., 79, coowner of the former Shoemaker- 


Bush Ford dealership here in the late ’30s | 
and early '40s, died Jan. 31. He also had | 


| Absolutely no damage to car: May be mounted or dismounted in 
| seconds without tools (after original installation which requires about 
| 30 minutes) 


operated a finance company here, 
* * * 


James K, Baird 


SEATTLE.—James K. Baird, 56, veteran 
used-car and yacht dealer. is dead. He 
had appeared in motion pictures a quarter- 
century ago. 

* * * 


Ray L. Howard 


TOLEDO. — Ray L. Howard, a sales 
engineer for Dana Corp., died Jan. 29, 
after suffering a heart attack while driving 
his car through Butler, Ind. He was 61. 
Mr. Howard was a barnstorming pilot 
with Eddie Rickenbacher after World War 
I and served as a test pilot for Fokker 
Aircraft Co. He accompanied Sir Hubert 
Wilkins on the latter’s attempt to fly over 


the North Pole in 1926. He was also an | 


auto race driver, appearing in the Indian- 


apolis 500-Mile Race in 1919, 1920 and| 


1921. 
* * * 


John S, Sanders 


HOLLYWOOD, 8. C. — John 8S. Sanders, 
44-year-old auto dealer, died Jan. 25, sev- 
eral hours after a demonstrator he was 
driving ran off the road and overturned. 

* * * 


N. B, Buchanan 


TUPELO, Miss. — N. B. Buchanan, who 
owned a Ford dealership here for many 
years, died Jan. 28. He was 74. 

* * * 


J. V. Gassner 


HENDERSON, Ky.—J. V. Gassner, 62, 
Pee local auto dealer, died here Jan. 


William J, Neverett 


NASHUA, N. H.—wWilliam J. Neverett, 
57, owner of an auto dealership here for 
25 years, died Jan. 26 after a brief illness. 

* * * 


Arthur Hageman 
MESA, Ariz.—Arthur Hageman, owner 
of a garage in Jordan, Mont., was killed 
Feb. 2 near here when a car in which he 
was riding collided with a truck. Mr. Hage- 
man served in the Montana House in the 
1939, 1941 and 1943 sessions, and in the 
State Senate in the 1945 and 1947 sessions. 
* * * 


I. Leonard Golnick 
SCRANTON, Pa. — I. Leonard Golnick, 
42, co-owner of Golnick Automobile Co. 
here, died Jan. 29. He was associated in 
the business with his father, Julius. 
* * * 


Lawrence S. Tuttle 
WASHINGTON.—Lawrence 8. Tuttle, 52, 
staff member of the Automotive Safety 
Foundation here .and former assistant to 
the U. 8S. Commissioner of Public Roads, 
died in Nashville, Tenn. Jan. 29. 
x > - 


Charles Scott Lewis 

BECKLEY, W. Va.—cCharles Scott Lewis, 
78, president of three Chevrolet dealerships 
and one of the founders of the Automobile 
Dealers Assn. of West Virginia, died Jan. 
28 after a heart attack. A dealer since 
1924, Mr. Lewis headed Lewis Chevrolet 
Motor Co. here, which he founded in 1930. 
He also was president of Hall Chevrolet 
Motor Co., Sophia, W. Va., and Pine Chev- 
rolet Motor Co., Pineville, W. Va. 

o * * 


Ferris N. Hyserman 
ALBANY.—Ferris N. Hyserman, 49, sales 
manager of the parts department at Albany 
Garage for 18 years, died Jan, 27. 
- * * 


J. C. Sugg 
PROVIDENCE, Ky.—-J. C. Sugg, 76, one 
of the first automobile dealers in the county, 
died here Jan. 28. Mr. Sugg had been in 
ill health for some time. 
* * * 


Walter Ryan Colahan 
NEW YORK.—Walter Ryan Colahan, 48, 
manager of media research at Geyer Ad- 
vertising, Inc., died Feb. 2 at Manhattan 
General Hospital, after an operation. He 
joined Geyer in 1952. 


* * * 


Joseph F. Ross 
CHICAGO. — Joseph F. Ross, 63, pres- 
ident of J. J. Tourek Mfg. Co., maker of 
machine parts, died Feb. 2 in Highland 
Park Hospital. 
* + * 


Oiven Kariger 

FORT WAYNE, Ind. — Oiven Kariger 
(Studebaker) was killed instantly when his 
ear skidded into another Feb. 1 near Hunt- 
ington, Ind. His dealership was marking 
its first year of operation this month. He 
operated a Studebaker dealership in Hunt- 
ington before acquiring the one in Fort 
Wayne. 





| Hudson, DeSefo. Chrysler, Buick, Oldsmobile, and Pontiac.” 
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ADMIRAL WILSON BLVD. AT 17ST. CAMDEN 
EASY TO DBAL WITH 
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AND REAL GOOD SERVICE 


Sce BILL MCINTYRE EM. 5-5110  #) 
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ATTRACT ATTENTION TO YOUR ‘57 MODELS WITH 
BEAUTIFUL EYE CATCHING BUMPA-TEL SIGNS 


“Now shipping for '57 Ford, Dodge, Plymouth, Chevrolet, Mercury, Nash, 
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UNLETTERED $14.00 
LETTERED (Max. 80 Letters) 18.00 
LETTERED & REFLECTORIZED 21.50 
LETTERED ON FULL SCOTCHLITE 26.50 
Add each for turned edge panel 2.00 


All prices F.O.B. Mounds, Ili. 2% off for cash with order: 
Please state make, model and series when ordering. 
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Due to the low lines on '57 cars we recommend use of the petite 
(40" x 12") sign and unless otherwise instructed will furnish this size, 


We will accept collect calls for orders of 5 or more signs. 


BUMPA - TEL SIGN DIV. 
WARREN HASTINGS MOTOR COMPANY, INC. 


(Canadian & U. S. Pats Pending! 
Phone SH. 5-9415 Mounds, Illinois 


SALES REPRESENTATIVES 


Eimer Free 

Ph. HOpkins 7-8118 
3728 Roland Ave. 
Baltimore 11, Md. 
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(Continued from Page 4) 
to date on developments since the 
annual report was written.” 
= * a 
Dividend Policy 
E SAID that a recent survey 


rter Loss Put at $2.9 Million... 


AMC Chiefs Fend Off Critics 


son cars, he said, “We feel that 
the position in the medium-price 
automotive activities have been! field is not one to be deserted 


Packard. First, we’re a more diver- 
sified company. Second, our non- 


very profitable through the years. 
Third, our approach to the automo- 
tive business has been fundamen- 
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You're in the Driver’s Seat... 
lemner BOAT FRANCHISE 


lightly. 


“Incidentally, our faith in the ad- 
vantages of single-unit construction 
which has been a feature of our 


with a . 


tally different. Fourth, American 
Motors was able to obtain necessary 
financing for its projected programs 
from banks and a large insurance 
company. 

“While we are in a vastly differ- 
ent position, let me say we're pull- 
ing for their success. The public in- 
terest demands at least five 
competing companies in the auto- 
mobile business.” 

In reply to those who favor 
liquidation of the firm’s automo- 
tive assets, he said that the 
plants, tools, equipment and in- 


revealed that stockholders are 
usually primarily concerned about 
(i) dividends, (2) management 
es and (3) the small stock 
holdings of some directors, 
Admitting that AMC had paid 
only one dividend since the merger, 
Cross said that the subsequent re- 
organization of the company had 
prought a reduction in working 
capital and that AMC would be un- 
able to resume dividends until its 
earning capacity had been restored 
and its working capital built up. 
In addition, he said that AMC 


cars for many years has been con- 
firmed by the fact that for 1958 one 
model of one of the Big Three 
(Lincoln) has adopted this form of 
construction, 

“We have further consolidated 
our position in the small car field 
too. The Metropolitan, which is 
built for us by Austin in Eng- 
land, again in 1956, outsold all im- 
ported cars in the U. S. except 
Volkswagen. Retail sales were 7,155, 
which represented a gain over the 
previous year.” 

az 


: ce 
Ties in with car sales— lll 
Creates more showroom traffic— 


Warner FIBERGLAS FP apy 


Get the facts on the fairest, most profitable franchise — with more 





TH was extended a line of working cine tans thelr SS ete 406 New Dealers sage opportunities than any other line in the boating industry. 
) capital by its bankers with the | sold. He also mentioned AMC’s OVING to the dealer situation oe GgT 
restriction that no dividends be | ¢3¢ million carry-forward tax ; ee ae ae @ The highest discount plan in the industry. 
ted in paid until August, 1958. exeatt which can be i in the Chapin said, “As of January ist : 
chen “As to management salaries,” he| next five years. this year, we had over 2,200 dealers @ A retroactive volume bonus plan that enables you to make 
continued, “it is to be expected that} During the early part of the| handling American Motors products up to several thousand dollars each year. 
after three successive years IN| oeting Sol A. Dann, a Detroit at-|—this was a reduction from the 2,- . . ‘ 
. Nash, which operations have been un- jenna whe said he represented two|700 count of a year ago. These a A freight allowance plan that permits you to receive boats 
, ee eee coektehien be! groups of dissatisfied stockholders, | figures, however, do not tell the freight prepaid. 
criticized by some stockholders. requested Cross to answer several| whole story—a substantial percent- : : . 
“The facts about compensations derail od questions about the proxies|age of the reduction was caused Preferred areas still open to quality dealerships. 
are these. In the year prior to the which management had received. | by eliminating from our books ac- Your new car customers now go else- Complete Outboard Line 
merger (1953) Hudson and Nash ee. 6 counts which were inactive and aihese @ fey hee. Wie ont fem 
Kelvinator paid their officers and * unproductive. y > a y 12’ — 15’ — 17° — 19 
@rectors total compensation of $1,- Cites S-P Delay “About elght- menths age, we you? Your present facilities are ideally Utili 
649,000. The average per individual Cas declined, saying that it| started on a quality dealer program suited for the WINNER boat line. For ity Models 
was $48,511. American Motors in would require a considerable! with uniform insistence on mini- information, write, wire or phone — De Luxe Runabouts 
1956 paid its officers and directors a| amount of time to get the informa-| mum requirements of facilities, Cabin Cruisers 
total of $1,055,000, or an average of/tion. He added that Dann had| capital, manpower, etc., in line with 
$32,981. This is a 32 percent reduc-/ delayed the Studebaker-Packard/the potential of the trading area. H. L. JOHNSON, General Sales Manager 
tion in average compensation.” meeting for three to four days by|Since the beginning of that pro- * , 
petite s . ° this same tactic. gram, we have signed 406 new Mtfie§%r MANUFACTURING COMPANY, Inc. 
a OSS said that the firm’s direc-| Cross concluded his statement by| dealers and of those only 11 have, 107 Railroad Ave., West Trenton, N. J. 
IS size, tors were selected, as is the| saying that Romney would like to| for any reason, been terminated—a wer Saal PTET 


case with most companies, on the 
basis of their knowledge, judgment 
and experience, rather than on the 


dispel the fallacy that no manufac- 
turer can live in the auto industry 
unless it is as big as one of the 


(Continued on Page 44, Col, 3) 





basis of the amount of stock they| Big Three. 
own. He added that if AMC could 4st 
NC. He explained that — of pe sell 30,000 more cars than the ap- R h RS 
stock in Ranco (a subsidiary which) proximately 120,000 it sold in 1956, ea EW 
makes heating control oa in the company could go into the © N HEIGHTS of if 
sold to finance a new V-8 engine,| black. ‘ ; 
Hlineis —— and new Kelvinator; peclaring that management's Sales and Profits, ae | ys 
products. hopes are pinned on the Rambler, 2 
“Sale of our Ranco stock,” he | Cross said that if the firm's 18,000 ith ed 
_ asserted, “benefited working capi- | employes and 48,000 stockholders w eee ap 





tal in the 1956 fiscal year in the 
amount of $10.9 million—practi- 
cally what the facilities and tool- 
ing for the V-8 engine cost us.” 

Replying to the question of why 
American Motors doesn’t merge 
with another company, Cross said, 
“That is a possibility we have ex- 
plored in the past and are willing 
to explore at any time. 

“Several suggestions were made 
that we consider merger with 
Studebaker-Packard. At that time, 
the company was launched upon a 
ee of meeting the Big Three 

-on with a full line of cars; our 
Situation was then and is now so 
Vastly different from theirs, that we 
felt that no important advantage to 
our stockholders could accrue from 
Such a merger. 

7 


would get behind the product, the 
problem would be solved. 

Stuart G. Baits, general manager 
of the special products division, 
then explained American Motor’s 
defense work. 

> > + 
TATING that substantial en-| 
gineering talent is necessary to 
realize defense production assign- 
ments, Baits said that AMC now 
has about 300 engineers working in 
many fields. 

He revealed that currently AMC 
is doing major assembly work on 
Martin B-57 bombers and recently 
received a contract for designing 
and producing rotary mine doors 
for a new Navy jet seaplane. He 
said that company was also pro- 
ducing several other defense items. 
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REFRIGERATED AUTO AIR CONDITIONER 













Space-modern NEW DESIGN blends perfectly . . . fits perfectly, 




























‘= me briefly enumerate ome oa — ote, gunmtine viee- * 
ways in which American Mo-| President o > ae under the dash on all cars! 

tors diff. baker-| division, said that the company’ 

BT ang Fe a te @ New KEYBOARD CONTROLS, with pushbutton operation of 
a. i tone clutch and 3-speed blower! 
offices—and supplemented by four @ New AUTOMATIC TEMPERATURE CONTROL adjusts coldness 
a eee thermostatically with the turn of a dial—completely eliminates 
tions in sales operating expenses old-fashioned, inefficient by-pass valvel 
iso eiites cntttes to tie toa @ ELECTRIC CLUTCH (standard equipment for 1957) is auto- 
and Hudson dealers. matically controlled! 
m. aa ere a o Outstanding BLOWER WHEEL air-flow system is silent and highly 
it is one of this flexible type has efficient . . . makes noisy fans obsolete. Utilizes 100% of 
gaeties us = offer = = Ram- coil surface! 
er car, an was iarge n- 
sible for our being ial to talons @ HIGH CAPACITY LeHigh compressor is only one specially en- 






the prices of our Nash and Hudson 
cars this year by amounts ranging 
from $238 to $378, at a time when 
our competitors in this price field 
were raising prices substantially.” 
- . 7” 

(mera said while the strike by 

its bumper supplier produced an 
operating loss for last November, 
profitable operations in the division 
were achieved in October and De- 





gineered for automotive use. Cools entire automobile in seconds! 







FITS 95% OF ALL CARS AND TRUCKS © TWO MEN INSTALL IN THREE HOURS 








FRIGIQUIP CORPORATION 
P.O. Box 7205 
Oklahoma City, Oklahoma 






We still have some areas 
available to strong, 

qualified distributors and 
dealers. Mail the coupon 





"Miss Action Month'— 


Actress Greta Thyssen has been named 


Send me the complete story about space-modern FRIGETTE for ‘571! 





“Miss Action Month” by the Southern Cal- | cember. NOW—learn why the opportunity NAME 

ifornia Chevrolet Dealers’ Assn. “Action He added that total auto sales for FRIGETTE offers in 1957 is 

Month” is the name of the association's | the last three months of 1956 and “out of this world’'! FIRM 

February sales campaign. The promotion,| the first month of this year ADDRESS 

which includes such things as banners,| amounted to 35,049 units, compared 

Posters, badges, special television shows,| With 31,866 in the same period a CITY ZONE STATE 





year before—a 10 percent hike. 
Switching to a discussion of fu- 
ture plans for the Nash and Hud- 


ftadio spots and newspaper ads, is said 
fo be the first of its kind to be under- 
taken oat an association level. 


| AM____AM NOT LISTED BY DUN & BRADSTREET. 
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...it makes no difference 


. . the world won’t beat a path to the door of 
the man who builds a better one and then doesn’t 
advertise it so that people will know about his 
product, know where it can be bought and how 


much it costs. 


Advertising benefits the buyer, too. It tells you 
the product story, makes it easy for you to buy. 
Even more important to you, advertising leads 


to mass production and volume sales. . . 
means lower costs and lower prices. 


Yes, “Advertising Benefits You” .. . 


which 


*specially business paper advertising. 


NEW HOUSER’S No. 700 


1957 CHEVROLET 


Rear License CLIP 


For DEALER PLATES 


PATENT 


Old-style festeners will NOT fit the 1957 va 
Chevrolet. This exclusive Houser design 

does the job fast, easy, securely. Install or PACKED 6 TO BOX 
remove rear plate in a moment...with this DEALER COST $934 
rust-resistant Cadmium plated clip. PER BOX..... 


iF 2 PLATES ARE USED: 


For FRONT PLATE on the ‘57 Chevrolet and both plates on all previous models. 


We.51 Acorn Nut 
He.51-W Wing Nut 
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No. 435 SPRING CLIP 


{ ON OR OFF with easy “key” and spring 
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Loss Near $3 Million - - - 


AMC Chiefs Defend 
Policy to Holders 


(Continued from Page 43) 


remarkable result in light of what|even disposable diapers — if you 
is considered normal dealer turn-| have the know-how,” he continued. 
over in the industry.” s Te a. 

Chapin said the firm is ag- NOTING that Hudson production 
gressively developing fleet busi- had declined from 26,000 in 1955 
ness, selling 3,200 units to fleet | to 7,199 in 1956, Dann said, “Let’s 
buyers in 1956, This was double | discontinue the manufacture of 
the 1955 fleet sales and only half | Hudson. If management has a sen- 
of the expected ‘1957 fleet sales. timental attathment for Hudson, 
He concluded that American Mo-|let them make them themselves. 
tors officials feel they can success-| We'll give them a license—cheap. 
fully compete against the Big Three} Dann then made these recom- 
by not competing directly against) mendations: 
them, but by pushing small cars. 1, A complete reorganization to 

a eae remove the managing officers and 
directors of the company. 

2. Discontinuance of the Metro- 
politan project. 


Fires, Burglars 
Add to Woes of 
Auto Dealers 


DETROIT. — Dealerships around 
the country have been struck by a 
series of fires and plagued by bur- 
glaries. Incidents reported last week 
included the following: 

A flash fire starting in the serv- 
ice department of Don Gallagher 
Motors, Inc. (Pontiac-Buick), Lewes, 
Del., leveled the dealership. Damage 
was estimated at $250,000. 

Fire destroyed the dealership and 
five automobiles at Hiltz Pontiac 
Garage, Laconia, N. H. The well- 
equipped parts department was vir- 
tually wiped out. 

In Webster, N. Y., a fire caused 
by a short circuit in an extension 
cord caused $2,000 damage at Kiem 
Chevrolet. Nine cars were damaged. 

Three cars and the parts depart- 
ment were 
undetermined origin struck Morgan 
Motors (Hudson - International), 
Durham, N. C. 

Payne Motor Co. (Ford), Beloit, 


Growing Market? 


. E FEEL that there is an ex- 

panding market for a small 
car in this country,” he said, “and 
that in our Metropolitan we have 
a product that can assume an im- 
portant place in this market, par- 
ticularly as we unfold additional 
plans that are now being de- 
veloped for the car.” 

Dann then took the floor and 
jumped to the attack. Expressing 
regrets about Romney’s health, he 
said, “I wish Mr. Romney and 
American Motors a speedy recovery. 
If Mr. Romney were here, he would 
shed much heat — although little 
light—on the situation.” 

He added that he wanted to 
talk about “the Siamese twins— 
Hudson and Nash. They’re Siam- 
ese in bodies, because both of 
them have lost their head. I have 
been the owner of 900 shares for 
a number of years. I saw that the 
company had a book value of $30 
a share. But I have no investment 
skill—otherwise I wouldn’t own 
the stock.” 

Dann then urged that the com- 
pany give up Hudson or Nash if 

they are responsible for the losses. 

“We want diversification to any 
product that can make money — 




















Traction Devices 
Offered:on Two 
Low-Priced Cars 


DETROIT. — Studebaker-Pack- 
ard’s nonslip differential for the 
first time will be optional equip- 
ment on the lowest-priced Cham- 
pion series beginning today (Feb. 
11), Carl K. Revelle, general sales 
manager, said last week. 

Earlier, Chevrolet said that it is 
offering a new rear-axle develop- 
ment as optional equipment on all 
1957 passenger cars. 

S-P said its Twin-Traction device 
automatically transfers up to 80 
percent of engine driving force to 
the rear wheel with the best trac- 
tion under adverse road conditions, 
such as ice, snow, sand or mud. 

Chevrolet’s Positraction, the com- 
pany said, eliminates any waste of 
power through the free spinning 
of one rear wheel independently of 
the other. The secret, Chevrolet 
said, lies in disc clutches located on 
either side of the conventional gear 
and pinion set of the rear axle. 

S-P’s nonslip differential first was 
offered in 1956 on Packard cars and 
Studebaker trucks, It was intro- 
duced on other Studebaker series 
with the first 1957 models. 


and 15 cars. 
Tarleston Motor Co. (Buick), 
about $69,000 in new cars and $15,- 


when fire destroyed a storage build- 
ing. 


took $3,000 in cash. 


when 
safe. 


Here is a brand 


will want. Written 
Technical Editor, 


Cyaer Publications’ 
Elfr recently visited Europe 


ink, who has 


- full details on care and servicing of 
.in nontechnical language. A MUST 


Cushman Unveils 


57 Scooter Line Floyd Clymer—Dept. AN-F—1268 


Cushman Motor Works, Inc., here 
will unveil the company’s new 1957 
motor scooter models to its dealers 
at a series of one-day meetings 
tomorrow (Feb. 12) according to 
Robert H. Ammon, president. 

Ammon said more than 650 fran- 
chised dealers are expected to 
attend sessions in key market 
areas. Highlight will be the intro- 
duction of the two-wheel Road 
King and Pacemaker models. 

Meetings will be held in Chicago, 
Kansas City, and Dallas, Feb. 12. 
Others are at Houston, Feb. 14; 
Lansing, Mich., and Lubbock, Tex., 
Feb. 15; Los Angeles, Feb. 17; 
Columbus, O. and Atlanta, Feb. 18, 
and Philadelphia, San Francisco, 
and Tampa, Fla., Feb. 20. 


STEEL TUB 


on Cs allel int ae aS 


oe) Ss) 


when fire of 


Kans., suffered $150,000 damage 
when fire destroyed the building 
Fairmont, W. Va., reported it lost 
000 in equipment and merchandise 

Burglars have also been active. 
They broke into a safe at Economy 
Chevrolet Co., Wellston, Mo., and 

Baker Buick Sales, Berea, Ky., 


lost $280 in cash and $3,000 in checks 
burglars cracked an office 


Volkswagen Owner's Handbook | AROUND THE WORLD 


ever 150 illustrations 
book every VW owner 
and prospective owner 
Han 


attended the VW mechanics school, this book 


the VW owner and enthusiast. Postpaid $2.00 


LINCOLN, Neb. — Officials of 
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3. Discontinuance of the Nash Eds 
and Hudson lines, —_— 

4, Closing of the Milwaukee body 
plant. |‘ 

5. Concentration on the Rambler * 

and equipping of the Kenosha 
(Wis.) plant to turn out 200,000. 
300,000 units. 

6. Diversification into the truck | (Con 
business, using the old Hudson § fron 
plants on the east side of De. Lit 
7. Careful examination of all ex. § g¢ tt 

pense accounts, restricting the§ adde 
traveling of directors and manage § ford 
ment. “They’re traveling so much § Linc 
it’s seeping down to the production § oyry 
line,” he added. cury 

8. Search for a suitable firm to Ch 

merge with or buy AMC. the 







9. Repeal of the sale of the Hud 
son plant on Gratiot in Detroit t 
Cadillac, 






. * 


‘The Goose Killed’ 


ANN asserted, “Selling Ranco is 

like killing the goose that laid 
the golden egg. We could just as 
well have purchased the Austin in 
England, rather than tooling up for 
the Metropolitan.” 

Dann launched into a complete 
paraphrase of Lincoln’s Gettysburg 
address, comparing the Union 
which was fighting for survival to 
American Motors which is now 
fighting for its survival. 

He then made a motion that fu- 
ture stockholder meetings be held 
in various cities, rather than Bal- 
timore. This motion failed and 
Dann said he was not voting all 
the proxies he had in his pos- 
session, just his 900 shares. 

The stockholders then elected as 
new directors Harcourt Amory, an 
investment banker, and Bernard A 
Chapman, general manager of the 
corporation’s appliance division. 
They replace A, E, Barit, former 
president of Hudson, and H. G 
Perkins. 

A Company truck driver who is 
also a stockholder took the floor 
during the final minutes of the 
meeting, demanding a complete re 
organization of the sales depart- 
ment, He commented on the lack of 
dealers at many points and said 
that his union had to intercede to 
prevent the termination of one 
dealer. 


53 Dealers Enrolled 
By AMC in Month 


DETROIT.— American Motors 
signed up 53 new dealers in Janu- 
ary, it has been announced by 
L. W. Stevens, director of dealer 
development. 

“Included in the list of these 
new dealers are a great many 
veteran dealers with time-proven 
business abilities,’ Stevens said 
“In every case there is ample capi- 
tal investment for up-to-the-min- 
ute new and used-car sales and 
service facilities.” 
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| with Motorcycle and Camere 


| 
| This thrill-packed travel book by Germas 
and expert photographers, Eilted 







and places. 

tions, problems and all information the 

world traveler will want to know. 230 se 
. ST 0 Postpaid................ 






DeLuxe (Fabrikoid bound with 
gold leaf lettering). Postpaid...........$4.00 


OTHER BOOKS 

1956 INDIANAPOLIS YEARBOOK 

FORD OWNER’S HANDBOOK...........$2 
CHEVROLET OWNER’S HANDBOOK. $2.00 
PLYMOUTH OWNER’S HANDBOOK.$2.0 
THE SPORTS CAR ENGINE..........$1-3 
THE MODERN CHASSIS..................... 
MODEL T FORD SCRAPBOOKE............ 


Catalog on 100 books—FREE! 


S. Alvarado, Los Angeles 6, Calif. 






new 






b 






and 






the 
for 









SEAMLESS or WELDED 
ise eS 
AIRCRAFT 

PRESSURE 

bor L833) 

CARBON 

STAINLESS PIPE 

POP UTS S3 ee ail ich) 






ING 









= mene mum jie SHORT SESS pee SESOS FEBEER GD BSRTF cane FESS RTE W8 RERE 






BURGH TUBE COMPANY 


DRAWN BUTT WELDED 









uction 


“Oit to 


t fu- 


FeREE 


BS “ae "asa 
> obSEree 


ae 
Bregee 


es 
as 


Eg eed 


| BeRE 


| 





-_-e 


AUTOMOTIVE NEWS, FEBRUARY 11, 1957 


Edsel, AMC Due to Spark °57 Upturn ... 


39,643 Dealers a Postwar Low 


(Continued from Page 1) 


Continental outlets whi ch fell 
from 653 to 462. 

Lincoln showed little change with 
1411 outlets, compared with 1,449 
at the beginning of 1956. Mercury 
added 102 for a total of 3,148, and 
Ford division rose 31 to 7,040. All 
Lincoln’ deals are dualled with Mer- 
eury or tripled with Ford and Mer- 

Chrysler Corp.’s figures showed 
the progress of “Operation Split- 
off,” the gradual setting up of one- 
line dealerships. —" 

R example, at the beginning of 

1957, the corporation had 396 
single-line outlets — 35 Chrysler, 33 
DeSoto, 280 Dodge and 48 Plym- 
outh. A year earlier, there were 
put 195, and 188 of them were Dodge 
exclusives. Six were Chrysler and 
one was DeSoto, 

The increased merchandising em- 

is on Imperial as a separate 
line has cut the number of that 
make’s outlets from 2,986 to 1,834. 
In past years, every Chrysler divi- 
sion dealer also handled Imperial, 
but this is no longer the case. There 
are no Imperial exclusives. 

Reflecting the splitoff, Chrys- 
ler’s franchise total dropped from 

to 19,386, and the number 
of dealerships declined from an 

estimated 9,150 to 8,974. 

Chrysler division franchises 
dropped from 2,986 to 2,856; DeSoto, 
from 2,610 to 2,545; Dodge, from 3,- 
8 to 3,616; Imperial, from 2,986 
to 1834, and Plymouth, from §8,- 
97 to 8,626. 5 en os 


ENERAL MOTORS, which al- 

ways is quite steady in spite 
of its huge dealer organization, was 
steadier than ever during 1956. The 
company had an estimated 20,745 
car franchises in force on Jan, 1, 
1957, compared with 20,775 at the 
beginning of 1956. 

By division, the 1957 vs. 1956 fig- 
ures were: Buick, 3,576 and 3,582; 
Cadillac, 1,753 and 1,758; Chevrolet, 
7587 and 7,596; Oldsmobile, 3,857 
and 3,861, and Pontiac, 3,972 and 
3,978. 

The number of dealership 
establishments wavered only a 
fraction of one percent, remain- 
ing at about 17,500, 

The “dealer moratorium” decreed 
by President Harlow H,. Curtice 
early last year was responsible for 
the infinitesimal change in the GM 
dealer picture. 

In the nationwide, closed-circuit 
telecast in which he explained GM’s 
new selling agreement to dealers, 
Curtice said new appointments 
would be limited to replacements 
during the balance of 1956. 

. os > 


same situation will prevail 
this year. In his address at the 


Plymouth Launches Comparison Promotion— 

Plymouth's “Compare All 3 Showdown” promotion goes into operation at North- 
Wood Plymouth Sales, Inc., Ferndale, Mich. Earl Orr, general manager, in center of 
floor, directs placing of Plymouth, Chevrolet and Ford cars in the showroom and 
Supervises display of comparison charts and other merchandising material. Plymouth 
shipped. more than 3,000,000 square feet of display material to dealers. 


NADA convention last month, Cur- 
tice said GM is continuing through 
the 1957 model year the policy of 
not increasing dealer locations. 

Almost all GM dealers now are 
operating under five-year contracts. 
Curtice said 98.7 percent chose that 
term over the one-year or continu- 
ing franchises offered last year. 

Extensive dualling raised 
Studebaker-P ack ar d’s franchise 
count to 4,292 on Jan. 1, 1957, It 
had been 3,391 a year earlier. 

However, the dealership tally 

slipped to 2,338 from 2,690, 

Some 1,954 S-P dealerships were 
duals at the beginning of this year, 
and several have been added since 
then. In the AvTomorive News cen- 
sus, a dual dealership is counted as 
two franchises. 

* x + 
—_— dualling was especially kind 
to Packard’s total, boosting it 
to 2,190 from 1,267 a year earlier. 
Studebaker had 2,102 outlets, com- 





pared with 2,124 at census time in 
1956. 

American Motors had 4,042 fran- 
chises outstanding at the beginning 
of this year. The company had 
about 797 Hudson and 1,224 Nash 
dealers. Each AMC dealership also 
handles Rambler. 

A year earlier, American Mo- 
tors had 1,309 Hudson and 1,584 
Nash dealers for a total of 2,893 
establishments. Each handled 
Rambler, making a total of 5,736 
franchises, 

Strengthening the dealer organi- 
zation is one of AMC’s chief aims 
for 1957. It embarked upon a 
“quality-dealer” program early last 
summer, and 460 dealers have been 
signed since that time. Only 11 of 
the 460 have been lost. 

According to an AMC official, a 
substantial percentage of the 1956 
reduction “was caused by elimi- 
nating from our books accounts 
which were inactive and unproduc- 
tive.” 





Coercion Suit Against Ford 
Gets Under Way in Carolina 


By Mack Webb 
Staff Correspondent 

WINSTON-SALEM, N. C. — Ex- 
pected to last from three weeks to 
a month, trial of a $1,419,462 dam- 
age suit by a former dealer charg- 
ing Ford Motor Co. with monopo- 
listic practices and coercion in its 
relationships with dealers got under 
way in a special term of U, S. 
Middle District Court here last 
week. 

The case is being heard without 
jury by U. S. Judge R, C, Thom- 
sen of Baltimore, assigned tempo- 
rarily to give judicial assistance in 


L-M Executives 
Meet Today with 
Dealer Council 


DEARBORN. — The 10th meeting 
of the National Dealer Council, rep- 
resenting 3,100 Mercury and Lin- 
coln dealers, will be held here and 
in Detroit, Feb. 11-14. 

The council is composed of one 
dealer elected from each sales dis- 
trict. Members will be welcomed by 
George S. Coats, general marketing 
manager for Mercury, and Henry 
B. Daniels, Lincoln general sales 
manager. 

The council will meet with F. C. 
Reith, Mercury general manager; 
B. D. Mills, Lincoln general man- 
ager, and with other division execu- 
tives and with Ford Motor Co.'s 
administration committee. 








the Middle District, who, upon 
agreement of both sides, will decide 
the issues. Judge Thomsen’s first 
move was to deny a Ford petition 
for dismissal. 


Plaintiff in the action is J. H. 
Miller, of Winston-Salem, presi- 
dent of Miller Motors, Inc., a 
Lincoln-Mercury dealership here 
from 1946 to 1954, who contends 
his franchise was revoked by the 
company because of his protests 
against what he termed the 
defendent’s monopolistic prac- 
tices. 

The plaintiff contends that Ford 
forced Miller Motors to donate 
sums to the “Lincoln-Mercury 
Dealers Advertising Fund;” make 
repairs on “defective” cars received 
from Ford at price rates allowed 
by Ford; accept more cars than its 
territory could absorb at a time 
when automobiles were plentiful; 
accept “tie-in sales” of special tools, 
parts and accessories and buy these 
exclusively from Ford, and submit 
monthly financial statements to 
Ford to assist it in “dominating 
and monopolizing.” 

Because of its unwillingness to 
follow such alleged practices, Miller 
Motors’ franchise was withdrawn 
by the defendants and thus the 
plaintiff is entitled to triple dam- 
ages from Ford, it is contended. 

Miller testified that Ford 
coerced him into buying parts 
and accessories which he did not 
want, and that Ford representa- 
tives threatened on several occa- 
sions to “cut your cars off” if he 
did not order parts and acces- 
sories which they recommended, 
In 1950, for example, he ordered 
six radiators and “about $300 worth 
of good accessories,” he testified, 
and received instead “about $16,000” 
worth of accessories with the radi- 
ators. He said that he had been 
forced also to pay prices for some 
Ford parts and accessories which 
were higer than those charged for 
items of comparable quality which 
he could get from other sources. 

Miller testified that he protested 
on several occasions against what 
he said were unnecessary ship- 
ments of accessories and was told 
that they represented “a propor- 
tionate share” which each dealer 
had to accept and absorb. 

At one point in his testimony, 
Miller testified that he had been 
told by Ford representatives that 
his repair orders did not show 
enough new parts charged to his 
customers, and he was questioned 
closely about this by Judge 
Thomsen. 

Telling the witness that his state- 
ment implied “a serious charge,” 
the judge asked him to elaborate 
on the testimony. Miller said that 
such a conversation had taken 
place in Greensboro, N. C., in 1950 
during a meeting of Ford area rep- 
resentatives and dealers, 

He explained that the Ford 
representative had told him 
that repair orders in the Atlanta 
area averaged higher than indi- 
cated by the plaintiff’s orders. 


Outdoor Poster Winners 






Ford's Prize-Winning Poster— 


This Ford poster won the First Grand Award at the National Competition of Outdoor 
Advertising Art in Chicago. The prize-winning design was produced by J. Walter 
Thompson Co. George Booth was the art director, and Irv Olson the artist. 


275 hp 





STUDEBAKER 


SEE YOUR LOCAL DEALER 


Wins Award for $-P— 


This outdoor poster won first award in the automobile classification at 
annual Competition of Outdoor Advertising Art in Chicago. The ad was 
for Studebaker-Packard by Benton & Bowles, Inc. William H. Buckley was the 


a3 


the 
prod 


$ 


director, and Wally Richards, Everett Barclay and Howard Scolt the artists. 





Best Ad in Accessory Group— 


Designed by D. P. Brother & Co., this AC Spark Plug ad took first place in the 
auto accessories classification at the National Competition of Outdoor Advertising 
Art, sponsored by the Art Directors Club of Chicago. James Forton was the ort direc- 


tor, and Harold Fiucke the artist. 


Ford Ad Wins 


Top Award 


In Outdoor Poster Contest 


CHICAGO. — A Ford outdoor 
poster has been named the First 
Grand Award winner in the 25th 
National Competition of Outdoor 
Advertising Art, sponsored by the 
Art Directors Club of Chicago. 

The Ford design, produced by 
J. Walter Thompson Co., was 
awarded the gold-medal prize by 
a jury of art directors, museum 
directors, agency and business 

executives. 

The jury also selected first, sec- 
ond and third winners in 17 classi- 
fications, including public service 
advertising and painted displays. 

Winners in these classifications 
included a Studebaker-Packard 
poster prepared by Benton & 
Bowles, Inc., and an AC Spark Plug 
poster designed by D. P. Brother & 
Co. A second Ford poster took top 
honors in the automobile (truck) 
classification. 

John Willmarth, executive vice- 
president, Earle Ludgin & Co., 
Chicago, was chairman of the 
competition and exhibit commit- 
tee. Basis for judging the designs 
was (7) the value of the idea to 
create sales or promote a cause; 
and (2) effectiveness, excellence 
and ingenuity of design, composi- 
tion and technique, 

This year, leading art museum 
directors participated in the jury. 
They were: Dr. Grace L, McCann 
Morley, director, San Francisco Mu- 
seum of Art, San Francisco, and 
Lloyd Goodrich, assistant director, 


Whitney Museum of American Art, 
New York. 

The following completed the jury: 
Lester Beall, designer, William H. 
Buckley, president, Art Directors 
Club of New York, and vice-presi- 
dent, Benton & Bowles, Inc., New 
York; L, F. Carlson, Oldsmobile ad- 
vertising director; John Falter, 
illustrator; Richard Forrest, vice- 
president, Campbell - Mithun, Inc., 
Minneapolis. 

Also Walter P, Glenn, art direc- 
tor, Young & Rubicam, Inc., New 
York; L. M. Green, president, Dr. 
Pepper Co. Dallas; John W. 
Haley, advertising manager, Nar- 
ragansett Brewing Co. Provi- 
dence, R. L; Marlowe Hartung, 
vice-president, Miller, Mackay, 
Hoeck & Hartung, Seattle; Ray 
Jordan, vice-president, Henri, 
Hurst & McDonald, Inc., Chicago. 

Also Dale Kirchoff, art director, 
Gardner Advertising Co., St. Louis; 
D. B. Seem, vice-president, Electric 
Auto-Lite Co., Toledo, and J. M. 
Thul, vice-president, Seven-Up Co., 
St. Louis. 

Awards will be presented at a 
luncheon to be held at the Hotel 
Sheraton, Chicago, Apr. 30. 


Anderson Put at Helm 


LEBANON, Ore. — The Linn 
County Automobile Dealers Assn. 
has elected Bill Anderson president. 
a association now has 22 mem- 

ers. 
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January Tops °56 Total... 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


Week 

Ended 

Feb. 9, 
1957 


AMERICAN MOTORS 2,150 


*Revised. 


Same 
Week, 

1956* 
3,918 
134 
730 
3,054 
18,480 
2,128 
302 
2,241 
3,744 
10,065 
34,751 
67 
28,428 
1,250 
5,006 
76,871 
15,118 
3,383 
37,426 
11,917 


dan. 1 
To 
Feb. 9, 
1957 


8,367 
345 

731 
7,291 
159,181 
18,199 
4,685 
20,736 
35,534 
80,027 
247572 
61 
193,482 
7,564 
46,465 
390,186 
68,672 
19,169 
191,716 
57,798 
52,831 
8,707 
2,755 
5,952 


814,013 


Jan. 1 
To 
Feb. 11, 
1956* 


21,227 
1,763 
4,506 

14,958 

131,010 

15,033 
1,979 

15,050 

28,179 

70,769 

217,147 
528 
176,821 
7,944 
31,854 
444,852 
91,718 
19,577 
211,540 

69,334 

52,683 

21,781 
4,013 

17,768 


Week 


Ended Total 


Output, 
January* 


6,217 
285 

591 
5,341 
124,258 
13,878 
3,467 
16,274 
28,052 
62,587 
196,577 
52 
153,453 
5,952 
37,120 
308,187 
54,763 
15,094 
151,779 
45,325 
41,226 
6,851 
2,099 
4,752 
836,017 


140,411 642,090 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week 
Ended 
Feb. 9, 


406 
502 
49 


Total Trucks, U, S....... 20,520 


Total Cars, Trucks, 
we Tk ous 


Total Cars, Trucks, 


Grand Total, 
Cars and Trucks, 


9,265 


U. S. and Canada....173,876 164,965 173,283 


Same Ended 
Week, 

1956* 
9,074 
97 
100 
1,870 
6,644 
2,078 
3,098 
357 
47 


24,513 


4,141 


Week 
Total 
Output, 
January’ 


33,361 
371 
349 

7,796 
23,333 
7,362 
10,281 
1,778 
270 
1,096 
1,504 
6,293 
179 


Feb. 2, 
1957* 


7,806 
90 
80 

1,862 

7,939 

1,391 

1,254 

425 

72 
236 
272 

1,847 
40 


23,314 


466 
445 
9,969 
30,908 
7,049 
12,400 
2,285 
364 
1,423 
1,859 
8,232 
227 


2,294 
500 
1,650 
2,322 
7117 
287 
146,405 


93,973 117,595 


164,611 160,824 163,725 736,063 982,422 931,608 


9,558 44,975 37,992 55,559 


781,038 1,020,414 987,167 


ce ee emi 
*Revised. Miscellancous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 


Drive, ete. 


N.B.: All U. S, totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 


Unveiled at NASCAR Event... 


Chrysler Fuel Injection 


DETROIT. — Chrysler division 
unveiled its new fuel injection sys- 
tem on a 405-horsepower prototype 
Chrysler last week at the NASCAR 
Speed Weeks in Daytona, Fla. 

Developed after three years of 
research, the Chrysler-designed 
fuel injection system injects fuel 
into the intake ports and features 
ram tubes for maximum perform- 


Legislator Proposes 
U. S. Horsepower Lid 


BALTIMORE. — A Maryland 
legislative resolution sponsored 
by Senator James B. Monroe, 
Charles County Republican, would 
urge Congress to take steps to 
restrict the maximum horsepower 
of automobile engines. 

Monroe, who has been an auto 
dealer for more than 20 years, 
proposes setting a ratio of one 
horsepower for each 33 pounds of 
gross weight. With less emphasis 
on speed, he declared, manufac- 
turers could concentrate more on 
safety and comfort. 


ance. However, the injection sys- 
tem will not be available on 1957 
models, according to Robert 
Rodger, chief engineer of Chrys- 
ler division. 

He said, “Ram tubes in the new 
system are designed to give good 
low and medium speed performance 
for passing and hill climbing. 

“This is in line with Chrysler's 
aim of providing maximum safety 
through the ability to overtake and 
pass cars ahead and get back into 
line in the shortest, safest time 
Possible.” 

The prototype car is a standard 
Chrysler 300-C with hemispherical 
combustion chamber head engine, 
torsion bar suspension and brake 
air scoops. It competed in the Ex- 
perimental Car Flying Mile. 

Engine breathing on the car is 
improved by new dual paper- 

element air cleaners, 

This is the newest version of the 
ear which won the 1955 and 1956 
NASCAR Grand National Stock 
Car Championships, the 1955 AAA 
Stock Car Championship and 
several other titles, 





Car Makers Sighting 
2nd Monthly Gain 


(Continued from Page 1) 


The previous week saw the corpo- 
ration assemble 28,652 cars. 

A breakdown of Chrysler Corp. 
output showed Plymouth with 14,- 
500 units last week, compared with 
14,102 a week earlier; Dodge, down 
from 6,549 to 6200; DeSoto, off 
from 3,848 to 3,700; Chrysler, up 
from 3,242 to 3,300, and Imperial, 
off from 911 to 900. 

* * 7 

ORD MOTOR CO. which re- 

wrote six company production 
records during January, continued 
at a high rate last week as it as- 
sembled 42,709 cars. The previous 
week saw the company’s four divi- 
sions turn out 41,352 units. 


Ford division built 33,500 cars 


97 Truck Prices 
Up Less Than 
1%, Ford Says 


DEARBORN. — Ford division’s 
1957 truck prices average less than 
one percent higher than comparable 
1956 models, the company said last 
week, 

Suggested list prices of three 
basic models are $25 to $72 less than 
last year, Ford said. Figures for 
four other models rose $7 to $63. 

Following is a comparison of 1957 
and 1956 prices for typical bare 
vehicles. They do not include state 
or Federal taxes, freight, license or 
dealer preparation and conditioning 
costs. Ford has adjusted the 1956 
figures to include options made 
standard on the 1957 line. 


Six-cylinder models Courier, 
$1.794 (down $25); F-100 pickup, $1,- 
605 (up $19); F-350 chassis-cab, 
$1,787 (up $7); F'-500, 154-inch wheel- 
base chassis-cab, $2,019 (up $24); 
P-500. 137-inch wheelbase, (wind- 
shield), $2,257 (down $30); F-600, 
154-inch wheelbase, chassis-cab, $2,- 
377 (down $72). 

Eight-cylinder model—T-800, 156- 
inch wheelbase, chassis-cab, $8,109 
(up $63). 


Pittsburgh Firm 
Closes After Deal 
Leads to Slaying 


PITTSBURGH.—Billy Conn’s Big 
Three Motors, Inc., where a dis- 
gruntied customer shot and killed 
a salesman, has closed. 


The auto firm’s main salesroom 

has been emptied and a “To Let” 
sign is pasted in the window. 
- Frank W. Poe, deputy state bank- 
ing secretary, said the company vol- 
untarily surrendered its license last 
month. 

In the meantime, the banking de- 
partment has sent its report on Big 
Three's sales practices to the attor- 
ney general’s office for study as to 
whether or not future action will 
be taken against the firm. 

Raymond Lawson, the customer 
who killed Jack Allison, the sales- 
man, has been indicted on a murder 
charge. 


Delaney Retires 


From Pontiac 


PONTIAC.—George A. Delaney, 
Pontiac chief engineer since 1947, 
has retired after nearly 23 years’ 

service. For the 
last five months 
he has been on 
special assign- 
ment on the staff 
of S. E. Knudsen, 
Pontiac general 
manager. 
Delaney was 
1956 national 
president of the 
Society of Auto- 
motive Engineers. 

G. A, Delaney He joined Gen- 
eral Motors and Pontiac in 1934 as 
an electrical engineer and in 1939 
was named assistant chief engineer. 


| 








last week to show a slight gain 
over the 32,340 units assembled 
the previous week. Mercury 
jumped from 7,597 to 8,000; Lin- 
coln dropped from 1,415 to 1,200, 
and Continental, which was 
closed the previous week to al- 
low Lincoln to produce four-door 
hardtops, turned out nine cars 
last week, 

Ford Motor records that were 
established. during January were: 

1. Assembly of 219,910 cars and 
trucks, surpassing the former high 
of 211,398 units during the first 
month of 1955. 

2. Assembly of 196,577 cars dur- 
ing January, besting the old high 
of 179,050 units in January, 1955. 

3. Building of 37,120 Mercurys, 
surpassing the former high of 32,- 
383 in January, 1955. 

4. Assembly of 153,453 Ford cars, 
surpassing the old high of 143,761 
in January, 1955. 

5. Assembly of 5,952 Lincolns, sur- 
passing the former high of 5,751 
units during January, 1956. 

6. Assembly of 2,077 Thunder- 
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HELP WANTED 


OFFICE MANAGER. On Florida's gold 
coast. New Chevrolet dealership. Thor- 
oughly familiar with all phases of Gen- 
eral Motors accounting, daily operating 
control and forecasts. Want aggressive 
man willing to help build dealership. Op- 
portunity to advance with gross of opera- 
tion. Box 6788, c/o Automotive News, 
Detroit 26. 


ATTENTION SALES MANAGERS. Have 
excellent opportunity for sales manager 
who can produce and make money. In 
dealership established 43 years. Fran- 
chised dealer handling all General Motors 
cars. Trade territory 25,000 people. If 
interested furnish qualifications and ref- 
erences. Southern Arizona Auto Co. of 
Douglas, Douglas, Ariz. 


TRUCK MANUFACTURER WANTS sales 
department representative. Experience in 
dealership accounting practices. Some 
public accounting experience desirable but 
not essential. Must be willing to travel 
nationally, to some extent, out of Michi- 
gan headquarters. In reply please give 
complete education and experience with 
special reference to supervisory position 
held. State salary expected. All replies 
confidential. Box 6805, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER—Male or female, ma- 
ture. accountant with GM knowledge and 
experience. Established dealership in met- 
ropolitan midwest city. Office mechanized 
with N. C. bookkeeping machine. Super- 
vision background necessary. Forecasts, 
daily operating budget and expense con- 
trol a must. Box 6806, c/o Automotive 
News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT., Large 
volume Texas Ford dealership requires 
the services of a thoroughly experienced, 
dyed-in-the-wool, Ford accountant to take 
complete charge of office and accounting 





departments. Prefer man now employed 
who is looking for advancement. Give 
full details of your Ford accounting back- 
ground, references and salary bracket 
you are now in in your first reply. Box 
» 6807, c/o Automotive News, Detroit 26. 


PARTS MANAGER for Oldsmobile dealer- 
ship at Fort Myers, Florida, Prefer man 
with General Motors parts experience. 
Contact Andy Bell, 2512 First St., Fort 
Myers, Fla. 





FLORIDA—Work and play in the sun em- 
pire. Actual current listings—jobs, hous- 
ing, food prices and others. Send $1.00. 
Florida Promotion Service, 211 W. So. 
Street, Orlando, Fla. 


WANT TO MOVE SOUTH? We have open- 
ings for several good mechanics with 
some knowledge of British cars, Perma- 
nent position, yearly vacation, excellent 
conditions. Waco Motors, P. O. Box 185, 
Riverside Station, Miami 35, Fia. 


POSITION WANTED 


SALES MANAGER- GENERAL SALES 
MANAGER with exceptional background 
of experience in motor car merchandis- 
ing. Real ability in the hiring and train- 
ing of men to sell on a profitable basis. 
Organizer — good closer and appraiser. 
General Motors-Chrysler experience. South 
preferred. Box 6808, c/o Automotive 
News, Detroit 26. 


O45, Ree Ae 
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birds, surpassing the former 
of 1,434 units during January, 19% 


* * * 


SS . MOTORS produce 
68,980 cars last week for, 
slight increase over the previoy 
week’s 68,914 units. 

A_breakdown of GM operation 
showed Buick up from 11,600 
the previous week to 11,675 lag 
week; Cadillac, off from 3,444 tp 
3,400; Chevrolet, down from 34,29 
to 33,800; Oldsmobile up from 19. 
009 to 10,405, and Pontiac, up fron 
9,652 to 9,700. 


American Motors got back into 
production last week after hay- 
ing been closed for two weeks by 
a strike. A breakdown of last 
week’s output showed Rambler 
with 1,950 units; Nash, with 14 
and Hudson, with 60, The corpo- 
ration assembled 6,217 units dur. 
ing January. 

Studebaker-Packard boosted its 
production from 1,493 units a wee 
earlier to 1,652 last week, Stude 
baker’s output was up from 919 
to 1,052, while Packard rose from 
574 to 600 units. 

cd * * 

— output totalled an esti- 

mated 20,520 units last week. 
That’s an 11.9 percent decline from 
the previous week’s 23,314 units 
and 16.3 percent off the 24513 
trucks turned out during the same 
week of 1956. 

As of last Saturday, Canadian 
manufacturers had turned out an 
estimated 55,559 cars and trucks 
as compared with 37,992 a year ago, 
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POSITION WANTED 


GENERAL OR SALES manager. Capable 
of assuming full responsibility for opera- 
tion of dealership. Ford deal preferred 
Salary plus percentage, Opportunity o& 
buying in desired. Can train salesmen, 
obtain good gross from new-car sales, 
know-how in selling used units, service 
builder, handle service complaints, wateh- 
ful of accounts receivable, purchase con- 
trol, use of daily operating control. If 
you require a man with these qualifica- 
tions, write Box 6782, c/o Automotive 
News, Detroit 26. 


SALES MANAGER AVAILABLE. Te 
flight young new-car sales manager wil 
be available in approximately 30 days. 
Eight successful years of sales and mam 
agement experience. If you have a real 
opportunity for me, please write Bor 
6809, c/o Automotive News, Detroit 2%. 


PARTS MANAGER, Ford dealer, 10 years 
experience, desires to locate Central Mo 
Box 6819, c/o Automotive News, Detroit 
26. 








PARTS MANAGER—Ford or Lincoin-Mer- 
cury. Several years’ experience — large 
volume dealer. Box 6820, c/o Automotive 
News, Detroit 26. 


AUTO DEALER MANAGER 
AVAILABLE 


Outstanding 12 year record as general mar 
ager of high volume "Big Three" dealership. 
Proven leader of 30 man sales team. Proves 
results in training men to sell. Profit minded 
merchandiser of new and used cars and truck. 
Complete experience in all phases of dealer 
operation. References on request. Box 6823, 
c/o Automotive News, Detroit 26. 


MANAGER 


Former dealer, age 40, interested in Gen- 
eral Manager or General Sales Manager 
500 to 1,500 units. Outstanding record of 
accomplishment in building strong profits 
out of sick dealerships. Daily operating 
control plus proven sales promotion which 
will double volume and profits within 
Interested in either short or long 
term on percentage basis. Excellent ref- 
erences from some of industry's top men. 
Box 6824, c/o Automotive News, Detroit 26. 


days. 


— 


DEALERSHIPS AVAILABLE 


eee ee eee aaa 

DEALERSHIP (ONE OF “‘BIG THREE”) 
—400 car and truck potential. 
northeast, Sell. parts, accessories, shop 
equipment, No used cars or accounts rf 
ceivable unless desired. Will rent moder 
building, used car lot. Shop equip 
could be sold on time. Factory appr 
Apply Box 6795, c/o Automotive Newh 
Detroit 26. 
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an 
1er higt DEALERSHIPS AVAILABLE 
, PEALERSHIP FOR SALE handling 
ry, 1954, DeSoto-Plymouth and GMC truck fran- 
in the magic Rio Grande bon A 
Texas, semi tropical climate, Dealership 
TO duceg occupies a city block, 25,800 square feet 
K for qf of building. Will sell parts and lease or 
previ gell shop and office equipment and build- 
~ ing. Unlimited truck potential due to 
citrus, cotton and vegetable farming, also 
erations gas and oil fields. Dealer must sell be- 
00 cause of several heart attacks and doc- 
unity tors orders, Motor Corral, C, E, Becker, 
675 last Owner, Edinburg, Texas. 
a FoR SALE—EXCLUSIVE dealership han- 
m 34,20 dling Mercury in northern Indiana in @ 


rom " f 35,000 adjoining city of 130,000 
14 Me Postwar building, Adjoining 


ion. 
uP from a used car lot. 200 unit potential. 
$15,000 will buy clean parts inventory, 
ck into furniture and fixtures. Hurry on this one. 
Up to date service equipment including 
r hay- two Weaver hoists, visual liner, etc. Box 
eks 6796, c/o Automotive News, Detroit 26. 
f last 





——$_—_ . ; 
PRACTICALLY NEW BUILDING, 50’x75’, 
a land with small fish pond, equip- 


25 acres 
ith 1 _ tools, signs, etc., for dealership 
oon naling Chrysler-Plymouth. Located 25 

miles from Richmond, Va., on U. 8. 
ts dur. Route 60 at Powhatan, Va. Have $50,000 

invested, will sacrifice for $35,000, Terms 
ted it can be arranged. Must be sold by March 

: ist. Box 6799, c/o Automotive News, De- 
& week troit 26. 
Stude 





DEALERSHIP NOW HANDLING only Ford 


= dealership in town of 80,000, located in 
se from § the West. Will sell operating assets up to 
50% to right manager-owner. Minimum 

cash required $50,000, balance to be paid 

from profits. Dealership has long lease | 

in esti- on modern up-to-date facilities. Write 
week Box 6811, c/o Automotive News, Detroit 
1e from §_™ a 
unit HANDLING LINCOLN-MERCURY, only 
& dealership in area of 35,000. Richest sec- 

> 24,513 tion of the state, close to metropolitan | 
ie Same area of 800,000—Middle West—excellent | 
position. Inquire Box 6812, c/o Automo- 

tive News, Detroit 26. Tae 

nadian RSHIP HANDLING DUAL of big 3. | 



























DEALE 


Out an B* sotential 600 to 1,000 cars in New York | 
trucks — area. Very modern building and show-| 
room, fully equipped, about 30,000 square | 
nh feet, Will sell business with equipment, | 
or else lease equipment and also lease 
building on long term lease. Excellent 


jocation in most growing populated area. 
Real opportunity to make money. Buyer 
ghould have about $200,000 to handle this 
franchise and used-car inventory prop- 
q@iy. Selling account of sickness. Apply 
Box 6810, c/o Automotive News, De- | 
troit 26. ae nti : ee 
PROFITABLE CENTRAL Pennsylvania 
dual dealership handling Chevrolet-Olds- 
Mobile, 7,500 trading area, 125 car poten- 
tial, 30 miles closest family competition, 
fe used cars or accounts receivable. Need 
factory approval and $37,000 for land, 


g, parts and equipment. Box 6813, 
Automotive News, Detroit 26. 7 

IP FOR SALE. Dual car fran- 

@iise, ‘‘big three’’ dealership, South Fior- 
ia — population 75,000 — all facilities— | 
required. Box 6814, c/o Automo- | 
tive News, Detroit 26. te a 
DEALERSHIP FOR SALE in Kentucky's 
Mest progressive city, population over 
400,000, handling America’s highest re- 
sale value cars—Rambler and Nash. No 
real estate or used cars. Building with 
favorable lease available. Inquiries from 











































sales. 
of salesmen—everyday. It's proven. 


205 7th Ave. 


10040 
429 S. Western Ave. 
DU 





BUY GOVERNMENT SURPLUS. 





DEALER SERVICES 





Have you tried controlling salesmen with 


HYPNOSIS? 
Please don't. It won't work. But, the “Dolly 
Check" Pian Book will! It definitely increases 
Determine at a GLANCE exact worth 


Clip ad out RIGHT NOW—mail with letter- 

head and signature, for | copy of Daily Check 

Plan Book and illustrated brochure, to 
MALCO SALES SERVICE 

Asbury Park, N. J. 








Inventory Service 
Buying or Selling a Dealership 
© Buy Right 
Parts—Accessories—Equipment 
© © A disinterested certified physical 
Inventory will save you money ® © 


DON’T GUESS—BE SURE 
Cali or write for service details. 


Automotive Inventory Service Co. 
Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
Los Angeles 5, Calif. 


“EXPENSE 
REDUCER” 


Is your competitor with low over- 
head making your life miserable? 
There's only one way to lick him— 


get yours down too. Order our 
“EXPENSE REDUCER" today and get 
overhead down where it belongs. 
Send just two dollars, you will re- 
ceive it by return mail. 


Automotive Enterprises 
10600 Puritan Ave. Detroit 38, Mich. 





BUSINESS OPPORTUNITIES 


Jeeps; 
trucks; boats; aircrafts; LST’s; tractors; 
trailers; automotive supplies; shop equip- | 
ment. Buy direct from U. 8. Government | 
depots. List and procedure—§$1. Brody, 
Box 8-AU, Sunnyside 4, N. Y. 





BOWLING ALLEY FOR SALE, One of the 


nicest in the state of Illinois. This is one | 
business you never have to worry about | 
bad weather, profit giveaways, or past) 
due accounts. At the end of each month | 
you have a nice cash net profit. $50,000 
down, balance terms to suit. Retirement 
the reason for selling. You are invited to 
make inspection. Box 6822, c/o Automo- | 
tive News, Detroit 26. 





MAILING LISTS 





DEALERS’ MAILING LIST—Ford, Chev- 


rolet, Plymouth, DeSoto, Chrysler, Olds- 


© Sell Right} 


CARS WANTED 





Drive to Florida 
We'll Pay Top Price 


L. P. EVANS 
Miami .. . West Palm Beach 


ATTENTION 


CYpress 4-4520, San Jose, California. 


| IMPORTED CARS 


BOUGHT AND SOLD 
| AT WHOLESALE 
IRA KANER 


c/o Holiday Motors 
11647 Ventura Bivd. 





PARTS FOR SALE 


BUICK PARTS 


UP TO 50% DISCOUNT 


Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 


west Motors, Helena, Mont. 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(fermerty Gorden Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





Decals, Inc., 8456 Hough Ave., Cleve-| $15,000 Stock of Dodge-Plymouth Truck 








oom satisfactory sources will receive confiden- mobile, Pontiac, Buick dealers. Complete 
coum tial appointment for preliminary discus- national list. Feb., 1957 checked. On ad- 
eter; | sion. Box 6817, c/o Automotive News.| dressed labeis, 35M, $14 per M. Box 6826, 
niesmen, | Detroit 26. __| _¢/0 Automotive News, Detroit 26. 
sales, | DEALERSHIP HANDLING one of big | ————————————— 
— three in the semi-tropical lower Rio DECAL TRANSFERS 
wate | Grande Valley of Texas in the citrus | PRUGK DECALS. No charge for sketch. 
_ t Have ta oie) ee Se More brilliant; unusually durable; easily 
trol, we favora ease. : 
mame cash. Box 6818, ¢/o Automotive News, applied. Samples on request. Write Allied 
omotve Detroit 26. ; land 3, Ohio. | 
IMPORTED CAR DEALERSHIP grossing 
E. To close to million—franchised for all —_ CARS FOR SALE 
Ee. desi SSS SS SSS SS 
ger wil | tree Declenahin, is one’ of oldest in coun. | MUST SELL BIGHT (8) 1956 Willys Jeeps. 
0 days. try and has a reputation for good service 4-wheel drive, CJ5, need paint, run good, 
id man and parts. Lease with favorable terms| $100.00 under Low-book, only $1,250.00 
a real available—low overhead—experienced per- each. Phone, wire, write, Ed Galloway, 
te Bot § sonnel. $30,000 will handle, will accept| MA 4-0424, Tucson, Ariz. 
roit 28 § part down and balance on payout basis. 
) years’ Box 6821, c/o Automotive News, Detroit 
ral Mo, § _2. ee ="" ROBINSON CAR LEASING 
Detrot FONE DEALER TOWN. One o e “Big 
Three’’—handling 3 different eae = FLEET LEASED CARS 
— Ohio—population around 100,000. u 
In-Mer- sell, doctor’s orders. No real estate, used 1955—1 956 
large cars or accounts to buy. Will sell = or AT WHOLESALE 
omotive Part. Box 6825, c/o Automotive News, | 
Detroit 26. CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 
— ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
R HANDLING nati, Louisville, St. Louis, Kansas City, Lin- 
oe oe. So anaes City, Fort orth, 
CADILLAC—Pontiac jallas, New Orleans, Atlanta, Boston. 
| o- ROBINSON CAR LEASING 
Proves Bf LOrgest dealership in the crea, located DIVISION 
minded §} in Northeastern United States. Sales in THE HERTZ CORP. 
one 1956:, 100 Cadillacs, 300 Pontiacs and 9! For specific information in any city, address: 
over 500 Used Cars. Modern new build- §|!. E. Spatig, Used Car Mgr. WeEbster 9-2144 
x 6823, 





ing, used car lot, body shop, well- 
equipped Service Department — high 
service absorption. 








Reasonable rent, tremendous profit 
potential. 






All replies held in strict confidence. 


Box 6816, 


c/o Automotive News, 
Detroit 26, Mich. 




















DEALERSHIPS WANTED 


Tt tes tle ots ell 
CHEVROLET — EXPERIENCED dealer 
wants Chevrolet dealership of 150-250 
Units in Washington, Oregon, Idaho or 
Montana. All replies absolutely confiden- 
tial. Box 6798, c/o Automotive News. 
Detroit 26, 

CADILLAC — 100 CAR plus or Cadillac 
dual. Will buy complete deal or major 
Part if present owner wishes to continue 
interest. All replies strictly confidential. 


ocated Tite Box 6800, c/o Automotive News, 
shop }_ Detroit 26. 

ts re BCHEVROLET or GM dealership in Colo- 

nodern Fado, Oklahoma, or Texas. 200 cars up- 

pment ward. Have approval and cash, Might 

sroval. Consider interest in larger deal. Box 6815, 


c/o Automotive News, Detroit 26. 


218 S. Wabash Ave. 


Chicago, Ill. 


OPPORTUNITY 
USED CARS 


AND 


EX-TAXIS 


FORD * PLYM ® CHEV 
1955's & 1956's 


ALL IN TOP OPERATING CONDI- 
TION, GOOD OR NEW RUBBER; ALL 


HAVE HEATERS, DEFROSTERS. 
CLEAN BODIES AND INTERIORS. 


PRICED FOR IMMEDIATE 
SALE! 


ANY QUANTITY . . 5 to 500 
WRITE - WIRE - CALL 
JAMES F. WATERS, INC. 


New York's Taxicab Supplier for 20 Years | 
38-15 Northern Blvd., Long Island City, N. Y. 


ST 6-3300 


H, CHARTERS A, H, AUSTIN 


iasinstematipeeaaeetiid 

















WANTED: Two late model 


LIQUIDATION 


Parts. Special Tools—Signs. 


$5,000 
GEORGE NIELSEN BUICK 


308 S. 2nd Dodge City, Kans. 





PARTS WANTED 





WANTED — FRONT COMPLETE FOR. 


1956 CORVETTE 
Fenders, Grille, Front Bumper, Hood, Etc. 
State price and location. 


Keller's Automotive Service 
R. D. No. I New Cumberland, Pa. 





TRUCKS FOR SALE 








Brand New 
Ford "V-8" Diesels 
“F-900"—175" W.B. 


Five Available For Immediate Delivery 
Tremendous Reduction 
Excise Tax-Exempt 
Cummins JBS 150 H.P. Diesel; Clarke 5 Speed 
heavy duty transmission; 14 inch Lipe clutch; 
extra-heavy duty front springs; heavy duty 


vacuum booster brakes; six—i0 x 20 12 ply 
tires and tubes. Chassis modified if necessary. 


Ask for—Mal Martin or Earle Baugh 
RALPH HORGAN, INC. 


Broadway's Ford Dealer for 
Over A Quarter Of A Century 
1842 Broadway (60th) PL 7-1700 
New York 23, New York 





TRUCKS WANTED 


WANT TO BUY LATE model Dodge 
wrecker, Frank Scott, Joplin, Mo, May- 
fair 4-4912. 

WANTED TO BUY, 2-ton or larger Inter- 
national wrecker. P. O. Box 806, Tiffin, 
Ohio. 





BUSES WANTED 


used school 
buses, Fox Motor Company, Phone: 155, 
Clinton, Tenn. 








NORTHERN California 
dealers! We will buy your sharp imported 
tradeins at over current going price. 
Either sport or family type, Blum’s Sub- 
way Motors, 730 The Alameda, Phone | 





Studio City, Calif. 








FOR SALE—1955 PLYMOUTH convertible 
top (factory made), black, complete with 
bows. Never been uncrated. $150. North- 
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‘New Subscription Order 





Custom control heads to fit in dash of above 





ACCESSORIES FOR SALE 


FOR SALE quantity of Chevrolet rear face 
bars and panel truck rear doors. Reason- 
able. Franklin Body & Equipment Corp., 
1042 Dean St., Brooklyn 38, N. Y. 


New Motorola Auto Radios 
1950 - 1954 


Ford, Chevrélet, Plymouth, Dodge 
Manual $27.50—Pushbutton $34.95 
Complete radio 


cars, 


1957 Dodge—1956-7 Ford—1955-6 Plymouth— 
1955-6 Chevrolet 
Manual $29.95 
Custom radio complete to fit in dash of 
above cars. 
Fast, C.0.D. Shipment 


LIBERTY AUTO RADIO 
191 E. 161 St. New York 51, N. Y. 
LUdiow 8-941! 





SHOP EQUIPMENT FOR SALE 





DEVILBISS PAINT pooth, 12 x 24 com- 


| TRUCK AND CAR SIGNS made 


plete. Overholt Motors, Newport, Tenn. 


MISCELLANEOUS | 
easy 
with plastic letters. Metal, wood and| 
masonite letters also, Brass stencils. 


Signs for every purpose. Jim Ramsey, 
Inc., 175 Jefferson, Lexington, Ky. 





AUXILIARY LEFT FOOT gas pedal, $6.95. 


Guaranteed. Fits all cars, pickups, trucks. 
Dealers and jobbers order from R. V. 
Lehner Mfg., Ness City, Kans. 





VOLUME USERS 
CALL US AND 
SAVE MONEY 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: BA 1-8717 


w. 
Call Collect Ws pry, <harses 
40 So. Clinton St., Chicago 6, Ill. 


MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


it 
DEALERS' SPECIAL (F.0.B. Factory Net) 


$52.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


Less Guide Cables 
GUIDE CABLES 
DEALERS’ SPECIAL (F.O.B. Factory Net) 
$9.90 Fed. Tax Included 
3S e 


THE FAMOUS 
MOTO-MATIC 


TOW «+ GUIDE 


Four =e Hook-Up 


DEALERS’ SPECIAL 0.8, Factory Net) 
$44.85 Fed. Tox included 
Meets 1.C.C. Strength Requirements 

* . 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 











MISCELLANEOUS 


certain personal property consisting of: 


OFFICE EQUIPMENT 


SEMI-TRAILERS 


PUBLIC 
AUCTION SALE 


NOTICE IS HEREBY GIVEN that pursuant to the order dated January 25, 1957, 
of the Honorable Thomas P. Thornton, United States District Judge, the United 
States Marshal will offer for sale at public auction to the highest bidder, at 
3950 Lonyo, Detroit, Michigan, on the 20th day of February, 1957 at 10:00 AM, 


GARAGE EQUIPMENT 
10—1954 MACK TRACTORS WITH WINCH-LIFT 


13—-MACK DUMP TRUCKS 

10—1954 FORD DUMP TRUCKS 
2—FORD PICKUP TRUCKS 
1—1955 FORD SEDAN 


as is more particularly described in the inventory posted on the premises. 
The property shall be offered for sale both as separate items or in groups, 
and in the aggregate, and the terms of the sale shall be payment in cash or 
certified check amounting to twenty-five percent (25%) of the highest bid upon 
acceptance thereof and the balance within ten (10) days. 












Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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CHEVROLET TRUCKS 
FIRST IN SALES FOR 56 


Decisive truck registration figures* show 
that Chevrolet dealers sold over 35,000 
more new trucks in 1956 than their closest 
competitor. They've been doing it in every 
truck production year since 1937. And the 
“Big Wheel” in trucks is rolling along in 
high gear again this year! 


ff CHEVROLET /([(@M 
DEALERS Dy i 


The First Team in the Automobile Industry! 


*Registrations for the year 1956 of trucks with rated capacities through 19,500 Ibs. G.V.W. CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICH 





